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Credit Rein Hit 
By Curtice; GM 
To Spend Billion 


°56 Expansion Fund 
Largest on Record; 
61% Million Cars Seen 


By Robert M. Finlay 
Editorial Director 


EW YORK—Although looking 
for somewhat reduced automo- 
tive sales in 1956, General Motors 
will spend a bil- 

lion dollars this 

year to expand 

productive capac- 


ity for future} 


larger markets. 
Harlow H. Curt- 
ice, president of 
GM, revealed this 
last week at press 
activities in con- 
nection with 
opening of the 
H. H. Curtice 1956 GM Motor- 

ama here. 
An astute automotive prophet, 
Curtice predicted that the indus- 
8 would build and sell in the 
; estic market 6,500,000 cars 
“and 1,000,000 trucks in 1956. Pro- 
duction, including Canada and 
for export, was put at 7,100,000 
cars and 1,250,000 trucks, for a 
total of 8,350,000. 


Curtice also opposed the broad 
Federal Reserve moves to restrict 


eredit, asserting that this was a}! 
delicate subject for any group of | 


men to tamper with. He noted 
that the policy of tightening up on 
money available for installment 
credit was holding down sales 
somewhat. 
* * od 

HERE is, he said, too much 

concern about a normal situa- 
tion. He pointed out that with a 38 
percent increase in sales in 1955, it 
was natural that the total of in- 
stallment credit should rise. 

Curtice also asserted that the 
1957 auto models would be out 
about the same time as the 1956 
models, and said that they would 
represent great progress but 
would have no _ revolutionary 
changes. This was an obvious 
_ effort to spike rumors that the 
"57s would be out so early and 
represent such marked advances 
that prospective new-car pur- 
chasers should wait for them. 

Also noted was some trend—but 

(Continued on Page 6, Col. 1) 


Top Cars 


New-car registrations for 11 
months, plus one state for De- 
cember: 
1955 Pos. 

1—1,479,973 
gyms 
3— 679,853 
597,543 
538,571 


1954 Pos. 
1,225,865— 2 
Ford 1,234,952— 1 
Buick 464,591— 3 
Plym. 336,953— 5 
Olds. 368,430— 4 
Pontiac 318,172— 6 
Mercury 251,989— 7 
Dodge 135,567— 8 
Chrysler 88,750—10 
Cadillac 96,949— 9 
DeSoto 68,000—13 
Stude. 86,769—11 
Nash 77,221—12 
Packard. 36,861—14 
Hudson 32,663—16 
Lincoln 33,776—15 
Willys 16,949—17 
Kaiser 8,757—18 

331 Continental 
46,873 Misc. 26,102 

Total All Makes 
6,546;929 4,909,116 
Further details on Page 32 
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Monroney Rips Phantom Freight; 
Romney Lays Slump to Sales Sins 


* 


How Dealers Vote on Restoring 
Territorial Security 





State 


Total 


Yes No Answer 





Alabama 

SE cae sckis sapessisdcbasiaseaieoen b.: 
Arkansas 

California 

Colorado 

Connecticut 

Delaware 

District of Columbia 


Indiana 

SIE asccscovcsesyences icuahedidoaanaiceiaete : 
Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 


19,113 


254 
113 


144 

52 
115 
488 
139 
126 

13 

14 
163 
171 

68 
418 
275 
303 
248 
141 
105 

72 

90 
224 
303 
232 


210 


8,693 
—From Senate subcommittee report, 1956. 


Output Off to 147,877, 
Smaller Makers Gain 


By Martin L. Whitmyer 
Staff Writer 


AdormomaL production cut-| 
backs by the Big Three, plus| 
work stoppages brought about by 
a strike at Electric Auto-Lite, 
dropped car output to 147,877 units 
last week and marked the first 
time in over two years that Ameri- 
can Motors. and Studebaker-Pack- 
ard have been able to garner more 
than 5 percent of total industry 
output. 

Last week’s car output was 
117.7 percent of Automotive News’ 
three-year index, and 2,118 fewer 
units than were assembled the 
previous week when the industry 
compiled 119.4 percent on 149,995 
cars. Last week’s output also was 
8.9 percent behind the same week 
@ year when the manufac- 
turers assembled 161,139 cars. 

As of Saturday, S-P had assem- 


bled 2.87 percent of ‘total industry 
output, while AMC had turned out 
2.22 percent.-giving them a total 
lof 5.07 percent of total industry 
| effort for the first 19 working days 
of the new year. At the same stage 
a@ year ago, the two corporations 
had produced 3.55 percent of total 
industry output. The entire year of 
1954 saw them produce a combined 
4.40 percent. 


. -« 


HRYSLER CORP., due to sched- 
uled output cutbacks and parts 
shortages brought about by the 
Auto-Lite strikes in Bay City, Mich., 
and LaCrosse, Wis., has turned out 
only 17.18 percent of @ndustry out- 
put this year, as compared 


19.26 percent at this pdétet last year, 


Ford has dropped fram 26.98 per- 

cent a year ago to 25.14 percent 

this year. General Motors is the 
(Continued on Page 37, Col. 3) 


for the current market decline. 





* 


‘AMC Chief Cites 
Delayed Reaction 


ASHINGTON. — The unethical 
merchandising practices of| 
dealers and the factory drives for| 
|volume in the last two years are 


|slump, according to George Rom-| 
ney, president of American Motors. | 

Frequently interrupted by ques- 
tions, Romney made it clear that 
he was not seeking any legisla- 
tive remedies in his appearance 
before the Senate group. He said 
he rather hoped the public air- 
ing of industry problems would 
stimulate “a searching reapprais- 
al” of policies by both factories 
and dealers. 


Potter, Michigan Republican and 


for a “bootlegging” offense is “pret- 
ty severe, because that means eco- 
nomic death. ” He favored a lighter 
penalty, he said. 


“rHERE are a ieee more impor- 

tant things to do than amend- 
ing the anti-trust laws,” Romney 
averred. 

Senator Monroney said that he 
hoped the “spotlight of public at- 
tention” will fire the industry to 
take action to solve its problems. 

“That course failing,” he con- 
tinued, “corrective legislation 
may prove necessary.” 

As the lead-off 
witness Thursday 
before the Senate 
Auto Marketing 
Practices subcom- 
mittee, Romney 
declared, “It is 
my impression, 
based on reports 
I am receiving 
from dealers and 
industry sources, 
that the unethical 
and misleading : 
merchandising and selling policies, 
pursued in the past two years, and 
factory drives for volume have be- 
gun to adversely affect present 

(Continued on Page 35, Col. 1) 


Full Reports 
Text of Romney’s testimony 
whats Sete Renate sone 
E from te rt on 
dealer replies to marketing ques- 
tionnaire begin on Page 8. 





|responsible for the present sales} 


Romney told Senator Charles E. | 


| visitor at the hearings, that he be- | 
| lieved cancelling a dealer’s contract | 


Senators Issue Report 
On Dealer Opiniens 


The historic Senate investigation of auto trade practices got under 
way Thursday. Here are highlights: 

1. Senator A. S. Mike Monroney, 
| phantom freight the chief cause of bootleggin 
| to center attention on phantom freight and : 
the chief source of supply for bootleg cars. 

2. The full report on the 1955 Monroney dealer questionnaire 
showed a large majority of dealers opposed to phantom freight, but 
only a small plurality for revival of territorial security. 

3. American Motors President George Romney, first witness of the 
| hearings, blamed bad merchandising practices of the last two years 


subcommittee chairman, called 
. He announced plans 


iid Detroit dealers were 


| 4. NADA Executive Vice-President. Frederick J. Bell, scheduled to 
| testify Friday in a surprise move, said he would ask Congress to pass 
the automotive legislation before it. 


Reports of 19,500 
Arm Probers 


By William Ullman 
Washington Correspondent 
ASHINGTON.—As they opened 
a new round in their study of 
automobile marketing practices, 
|Senate investigators were armed 
last week with what they regarded 
jas the mightiest array of dealer 
| opinion ever assembled. 

The subcommittee of Senator 
A. S. Mike Monroney, Oklahoma 
Democrat, found that on some 
issues dealers’ position was clear- 
cut. 

A bulk of the 19,500 dealers who 
replied by mail to a comprehensive 
subcommittee questionnaire be- 

(Continued on Page 8, Col. 1) 





Dealers as Eager 
As Public to Buy 
‘First Ford Stock 


By Bob Sheldon 
Associate Editor 
TH dealers among the more 
enthusiastic purchasers, stock 
of Ford Motor Co. went on public 
sale for the first time Wednesday 
(Jan. 18). 

Trading in 10,200,000 common 
shares began on the New York 
Stock Exchange at an asking price 
of $64.50 a share. Over-the-counter 
LL SS ae 


Ford Steck Photos 
Page 2 


E | bidding reached $72.50 the first day, 
’ | then declined somewhat. 





As of the market opening, be- 
fore the stock price could be 
affected by the inevitable fluctu- 
ations, a substantial bloc was 
parceled out to the company’s 
franchised dealers. 

Brokers handling the stock issue 
reported that most of the dealers 
took full advantage of the stock- 
buying options granted them some 
weeks earlier. 

* * © 

N FACT, it was said, some 

dealers requested more than 
their allotted number of shares. 
This created a bit of a problem 
for the brokerage houses, which 
had to demur with the explana- 
tion that they already had orders 

(Continued on Page 7, Col. 3). 
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Three Tieups Face Investigation .. . 





Tire-Oil Pacts Assailed by FTC 


WASHINGTON. — The Federal 
Trade Commission has charged 
three of the top tire makers and 


three big oil companies with mak-| 


ing agreements to restrict compe- 
tition in sales of tires, batteries 
and accessories through the oil 
company service stations. 

Linked in the charges were: 
Firestone Tire & Rubber Co. and 
Shell Oil Co.; Goodyear Tire & 


Rubber Co. and Atlantic Refining | 


Co., and B. F. Goodrich Co. and 
Texas Co. 

The commission charged that, 
through the agreements, the oil 
companies “contract to influence 
unduly” their affiliated service sta- 
tions to buy TBA items sold by the 
tire manufacturers. 

In return, it was charged, the 
oil firms receive an “overriding 
commission” ranging from 5 to 10 
percent from the tire makers on 
net sales through the service sta- 
tions. 

The three tire companies, how- 
said that the commissions 


ever, 





Retail Reacts to Boost 


By Robert M. Lienert 
Associate Editor 

JANUARY thaw has loosened 

up the used-car market, field 
reports indicated last week. Deal- 
ers are hopeful over these first 
signs of spring sales freshets, but 
in most cases the optimism is well 
guarded. 

Thus far, the bulk of the ac- 
tivity and strength has been in 
wholesale channels—both at auc- 
tions and in private transactions 
although some increased retail 
action has been noted on the lots. 

In the Northern metropolitan 
centers, the earlybirds among the 
wholesale buyers from Dixie started 
showing up last week. They were a 
week to 10 days later than in 1955 
and 1954, Detroit operators said. 

*” * * 


OWEVER, “they couldn’t have 

picked a better time to buy,” 
the used-car manager for one De- 
troit dealership said. 

The arrival of Southern buyers 
usually is hailed as the downbeat 
of a faster tempo in the used-car 
field as dealers begin rounding 


Business 
Barometer 


Auto Production — 171,870 cars, 
trucks in week vs. 183,506 year ago. 

Department Store Sales—Up 11 
percent from -year before. 

Electricity Output — 11,057 mil- 
lion kilowatt hours in week, up 12.4 
percent from year before. 

Freight Loadings — 611,299 cars 
in week, an increase of 13,947 cars 
from year before. 

Gasoline Stocks — 169,012,000 
barrels, an increase of 3,744,000 bar- 
rels in week. 

Jobless Claims—335,600 vs. 431,- 
500 year before. 

New-Car Registrations—6,546,, 
929 (partial 1955 period) vs. 4,909,116 
for same period year earlier. 

New-Truck Registrations—863,- 
685 (partial 1955 period) vs. 762,465 
for same period year earlier. 

Oil Stocks — 260,098,000 barrels, 
a decrease of 1,935,000 barrels in 
week. 

Steel Output —97 percent of 
capacity estimated vs. 98.6 percent 
week before. 

Used-Car Prices—$862 in Janv- 
ary to date vs. $915 in December. 

Wholesale Prices—11t.7 percent 
on 1947-49 index vs. 111.8 percent 
week earlier. 

* 
Common Stocks 
Jan. Jan. 1955-1956 
18 it High Low 
8% 8% 13% 8% 
81% 82% 101% 66% 
68 — 70% 
44% 43% 54 
4% 5% 
9% 15% 


35.96 29.78 
over-the-counter 


Am. Motors 
Chrysler 
*Ford 

GM 

Kaiser 

$-P 


Average 


*On the market. 


Used-Car Sales Perk Up 


Auctions Enjoy Banner Week 





| they pay oil firms for handling the 
TBA products they sell is “not! 
only logical but legal.” 
However, George J. Burger, vice- 

| president, the National Federation 
| of Independent Business, hailed the} 
action as “removal of a major}! 
| roadblock from the path of small 





| Rambler Resale Value 


Highest Ever, AMC Says 


DETROIT.—Resale value of 
the Rambler rose again in De- 
cember and now is the highest 
in its history, according to Roy 
Abernethy, vice-president, auto- 
motive marketing and distribu- 
tion. He said the figures are 
based on those compiled by 
NADA. 

Depreciation of the Rambler 
amounted to only 7.7 percent of 
its factory-delivered price, com- 
pared with an average of 12.2 
percent for other cars in the low- 
price field, Abernethy said. 





j 
| 
| 
| 
| 











in Wholesale Activity; 











out their stocks for the spring 
upsurge. This vear is no excep- 
tion. 

Last week was one of the best in 
a long time at the wholesale auc- 
tions. Almost without exception, 
operators reported snappy bidding 
and a high percentage of sales. 

According to Automotive News’ 
index of the wholesale auctions, 
the overall average price of all 
units sold edged downward only a 
single dollar—to $862. In the pre- 
ceding month, the weekly loss had 
— $18 and had ranged up to 
38. 

Another indication of strength 
at the wholesale level was last 
week’s sales ratio of 78.4 per- 
cent. That was the highest level 
attained in more than two years. 
The average number of consign- 
ments also was up—higher than 
at any time since the first week 
of last November. 

One dealer said last week that 
one of the major fears of new-car 
dealers is one of the big hopés of 
used-car dealers. Strange as it may 
seem, he was talking about tight- 
} ened credit. 





* * & 


H® figures it this way: Ever since 
the blitz sales of the autumn of 
1953, “anybody” could get “any 
kind” of finance deal OK’d. Many 
|new-car buyers couldn’t have be- 
come new-car buyers except for 
this relaxed credit. 

Now that credit restrictions have 
| been tightened, this type of buyer 
jhas returned to the used-car lot. 
This development, he figures, is a 
healthy thing for the auto business 
as a whole. 

At the wholesale auctions last 
week, the following new average 
prices were established: ’52s, up $9 
|to $461; ’56s, up $8 to $2,284; ’50s, | 
up $8 to $238; ’49s, up $3 to $174; 





business after a 15-year-old expose 


made by the Senate Small Business | 


Committee in its report to the 77th 
Congress .. .-(im) .. . 1941.” 
According to Burger, the com- 
mittee in 1941 concluded that 
“there was no real free enterprise 
due to the ties existing between 
major oil and rubber companies.” 


The agreements cited by the FTC, | 


the commission charged, violate the 


FTC Act by foreclosing the tire} 
from the} 
service station markets involved; | 


makers competitors 


deprive operators and distributors 
of a freedom of choice in buying 


TBA products for resale and) 


deprive the public of “benefits of 
free competition.” 


Ford 
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Goodyear declared that when the | a" 
facts are fully developed, it will be| Ford Stock Certificate— 


made clear that the arrangement 
is 
economically desirable in the public 
interest” and also will be proved 
to be consistent with the free enter- 
prise system. 

Firestone said this plan of mar- 
keting started about 25 years ago 
and has been “widely and openly 
used since then.” 

Firestone sees the program as 


“promoting competition, helping) 


thousands of small independent 
service stations and being in the 
public interest.” 

Goodrich said it was surprised 
to learn that the FTC had filed 
the complaint and promised to 
contest it vigorously. “The com- 
plaint is inconsistent with the 
position of the FTC in an earlier 
case involving another tire com- 
pany,” said Goodrich. 


The complaints are answerable | 


to the commission itself. Hearings 


on the complaints are slated before | ies 


a commission examiner in Wash- 
ington March 20-22. After this, the 
examiner will reach an 


by the full five-man board. 

The FTC, if it so decides, may 
issue a cease-and-desist order 
against the agreements and can 
seek a court order to enforce it. 
Of course, the companies may 
appeal the order to the courts, also. 

The FTC criticized the complete 
control it said the oil firms had 
over the service stations. This 
control, the commission said, 
enables the oil companies to 
influence and control the pur- 
chasing and marketing activities 
of the service stations and dis- 
tributors. 

This has been the subject of 
congressional investigation, the lat- 
est being conducted by Rep. James 
Roosevelt, California Democrat, 
who—when speaking in Detroit last 
year—hinted that he might extend 
his investigation to include the auto 


“not only legally sound but) 


The sale of 10,200,000 shares of Ford 


is pictured above. 





initial | 
decision which is subject to review | 


|History Making Event— 
Underwriting agreements between the 
| Ford Foundation and brokers handling 
the sale of Ford Motor Co. stock were 
signed by Henry Ford II, above, company 
president; H. Rowan Gaither jr., Founda- 
tion president, and brokerage representa- 
tives. 


Buick 56 Sales 
Trail °55 Rate 


FLINT. Buick dealers sold 
/14,652 cars at retail the first 10 
| days of January, according to Ivan 
|L. Wiles, Buick general manager. 
This compared to 15,407 cars sold 





industry. However, since then, two/in this period last year. 


Senate investigations have been| 


active in this field. 


Dealer Pleads Tax Guilt 


CHICAGO.—A former Chicago 
Chrysler-Plymouth dealer, Arthur 
F. Goodrich, has pleaded guilty to 
an indictment charging him with 
evading $87,030 in income taxes 
from 1946 through 1948. His liabil- 


Last summer, 10-day Buick sales 
|ran steadily above the 20,000 mark, 
reaching 26,000 in peak periods. 
Wiles said retail deliveries aver- 
|aged nearly 2,100 cars daily for 
each of the seven selling days of 
the period. Wiles, combining deliv- 
eries for December and the first 10 
days of January, said that 1955 and 


|’51s, up $1 to $333; ’53s, down $7/ity, including penalties and inter- 1956 deliveries were running slightly 


| to $716; ’54s, down $12 to $$1,066, | 
j}and ’55s, down $23 to $1,621. 


| 
| MIAMI BEACH, Fla.—The|} 
American Road Builders Assn., in| 
|its 54th annual convention here, | 
|last week presented Publisher Wil- | 
|liam Randolph Hearts the Bartlett | 
award for the Hearst newspapers | 
campaign for better roads. 


The convention also heard a 
| pledge that a strong roadbuild- 
| ing program is to be introduced 
in the next session of Congress 
| and a warning was sounded 
against “political bickering” in 
pushing through the highway 
plan. 

j 


|made by L. L. Colbert, president, 


The presentation to Hearst mney 


est, was estimated to be nearly 
$280,000. 


bill to be introduced in Congress, 
Rep. George H. Fallon, Maryland 
Democrat, told the convention 
there would be an authorization 
measure calling for the expenditure 
of $34 billion in 12 years. 

Fallon, chairman of the House 
subcommittee on roads, said the 
Clay bill—which died in, the last 
session of Congress and met heavy 
opposition because it proposed a 
bond issue—permanently has been 
abandoned. 

He said that he would intro- 
duce the bill himself and that 
hearings would be brief “because 
the economic and defense value 
of the program already has been 





,Chrysler Corp., who declared “no 
|other man has done so much in 
|the past three years to bring to 
|the attention of the people of the 
iU. S. the urgent and staggering 





| needs of the nation for better high- | 


| ways. 
| In speaking of the roadbuilding 


proved.” 

| Sen. Dennis Chavez, New Mexico 
| Democrat, said that present taxes 
'on highway users will foot the en- 
' tire 


| verted to the general fund. 


building program provided! ber of the House 


more than 11 percent above those 
‘of the comparable 1954-1955 period. 


‘Strong’ Highway Bill Promised ARBA 


absolutely no place for political 
bickering or a scramble for credit 
in the essential job to be done.” 
He is chairman of the Senate Pub- 
lic Works Committee. 


Chavez also cautioned states 
which want to come under the 
huge Federal program to have de- 
tailed plans ready and approved 
by the U. S. Bureau of Public 
Roads. “If they delay too long 


they may cost themselves a fair 


share,” Chavez warned. 

| John N. Robertson, District of 
| Columbia director of highways 
and president of the association, 
sketched the road builders part 
| in the development of the high- 
way system. 

Rep. Jesse P. Wolcott, Michigan 
|; Democrat, ranking minority mem- 
Committee on 





that none of the revenue is di-| Banking and Currency, discussed 


the financial aspects of the road 


| Then, Chavez declared: “There is| building program. 
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Motor Co. common stock, offered at $64.50 


a share, started last Wednesday (Jan. 18). The Ford Foundation received $642,000,- 
000 from the sale, the largest public offering in history. A sample of Ford stock 


oa 
Chrysler Begins 
Work on Ohio 

Stamping Plant 


AKRON.—A continuous corridor 
of great industrial plants stretch- 
ing between Akron and Cleveland 
has been pre- 
dicted by John E. 
Brennan, general 
manager of 
Chrysler Corp.’s 
Automotive Body 
division. 

Brennan ad- 
dressed a ban- 
quet following 
|the groundbreak- 
|ing ceremony for 
the new Chrysler ‘a 
| Corp.OhioStamp- John E. Brennan 
ing plant at Twinsburg. He de- 
scribed the Cleveland-Akron area 
as “a natural place for industries 
of many kinds to locate their 
plants.” 

The State of Ohio already is very 
important to Chrysler Corp., Bren- 
nan said. He said that 21 percent 
of all cars in Ohio are Chrysler 


an estimated investment of $40 mil- 
lion and employing some 9,000 
persons. 

Brennan said the Twinsburg 
plant will employ 3,500 persons 


is scheduled for February, 1957. 

The plant will be built on a 200- 
acre site on State Highway 82, mid- 
way between Cleveland and Akron. 
It will house 260 presses which will 
turn out 300 different kinds of 
stampings. 


Dodge ‘500’ Sets 
Calif. Drag Mark 


SAN FERNANDO, Calif. — In its 
first competitive appearance, the 
new Dodge D 500 car set a new 
track record while defeating all 
other makes in turn at the National 
Drag Race Championships here. 

Driven by Tony Vattoria and en- 
tered by Steve Newton (Dodge- 
Plymouth), San Fernando, the 
D 500 attained a speed of 83.29 
miles per hour in a quarter-mile 
from a standing start, a new track 
record. The car eliminated all 
makes in competitive price classes. 
Later, the 260-horsepower Dodge 
was matched against 10 different 
makes and defeated all of them. 








Court Dismisses Claim 


Of Studebaker Worker 


CHICAGO.—The former Stude- 
baker employe who claimed he 
was discharged for driving an- 
| other make of car had no basis 
| for his charge, the U.S. Court 
of Appeals ruled last week. 
| The court upheld the dismissal 
| of the National Labor Relations 
| Board of a case in which Elmer 
E. Kovach charged that he was 
the victim of an unfair labor 
practice when he was laid off in 
South Bend in 1953. He accused 
both the company and the UAW. 











with a monthly payroll of about | 
$1.5 million. Substantial completion | 





products, and that the corporation | 
has 430, dealers in the state with ~ 
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ATER this week, NADA direc- | 


tors as well as the make-com- 
mittee delegates will be meeting in 
Washington. Their meetings will 
be held before and after the gen- 
eral membership meeting. 


This will be a grand opportunity 
to progress toward obtaining a 
new contract between manufactur- 
ers and dealers. NADA, since its 
inception in 1917, has been attempt- 
ing to negotiate a better contract 
with the factories. It has received 
little encouragement. 


We all know the problems of 
the trade, which were extremely 
acute last year, and they all stem 
from contractual arrangements. 
It will serve no purpose to dis- 
cuss those problems. We are all 
familiar with them. They have 
been discussed at local, state and 
national association meetings for 
all these years. 


What is needed now is action, 
and I am sure that the proper ac- 
tion will be as beneficial to the 
manufacturers as to the dealers. 
We certainly are all mature enough 
to bring about conditions that will 
not interfere with the progress of 
this industry. 

What is more needed now than 
anything else is unity on the part 
of the dealers. Dealers are influen- 
tial. They are in sufficient numbers 
to reach any goal they may desire 
as long as it is in the public 
interest. 

The difficulty doesn’t lie within 
the officers or staff of NADA. They 
are a stronger, more dedicated staff 


than ever. 
~ * of 


Act of Congress Urged 


oe trouble lies in getting forty- 
two thousand indep*ndent oper- 
ators together on the steps to be 
taken. It is certain that as long as 
dealers spend their time discussing 
effects rather than causes, not 
much progress will be made. It is 
certain, too, that if dealers would 
forget their differences and con- 
centrate upon one thing, progress 
would come rapidly. The one thing 
on which to concentrate now is a 
new factory contract. 

Dealers don’t need to get in a 
jam discussing all the terms of 
such a contract and become 
divided. A four or five-paragraph 
enabling act by Congress is the 
first and most important step. 
Dealers have the political power to 
assure immediate passage of such 
an act. 


The brief enabling act would 
direct manufacturers to negoti- 
ate a fair contract with dealers. 
It would also set up a trade com- 
mittee to see that the negotia- 
tions undertaken were fair to all 
and would be consummated 
within a reasonable time. 

Then, likewise, the contract to 
be negotiated could be very simple 
with a minimum of paragraphs 
and it could be, if the dealers got 
together, a “permanent,” “lifetime” 
or “forever” contract—a contract 


to be in force as long as the dealer 
performed as set forth in the con- 
tract for each territory. 

This performance would not be 
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an arbitrary figure that some am- 
bitious manufacturers took out of 
the hat and one that had no rela- 
tionship with potentials, but rather 
a quota of sales based upon yearly 
registrations, national as well as 
the registrations in the exact ter- 
ritory allowed to the dealer. 
* * 


x 

Benefits of Proposal 

UCH a contract would not inter- 

fere with the progress of the 
manufacturer. It would justify a 
dealer in going all out in preparing 
himself to take care of the busi- 
ness in his territory. He could 


afford to forego temporary profit|, 
to build himself up for the future|™ 


because he would be around to 
collect. 


Such a contract would auto- 
matically take care of territory 
protection, bootlegging and phan- 
tom freight, all within the work- 
ings of present laws. It no longer 
would be necessary for dealers 
to feel the need to promote state 
legislation. Neither would it in- 
volve the division of dealers on 
these three questions or other 
problems that exist now or come 
up in the future. 


The factories are never going to 
give up the present contract, which 
is so much to their advantage, un- 
less dealers act. Factories are in a 
position where they can’t act indi- 
vidually or they would lose their 
competitive position. They can’t act 
in unison without running counter 
to Justice Department rules. So 
factories need the enabling act, too. 


If dealers would cut short all 
this discussion on changes of cer- 
tain paragraphs in contracts and 
concentrate upon this one, simple, 
permanent contract, the goal would 
be within sight. 

When we get to discussing de- 
tails, we lose strength. We never 
will agree unanimously. We spend 
all our time reviewing and discuss- 
ing the vicissitudes of the trade. 
We reach for the moon while it is 
so much easier to get down to bed- 
rock and get together on the one 


essential. 
* * * 


Coercion, Force, Fear 


| preci cena ge defend their present 
contract with the statement 
that they never cancelled good 
dealers. That can be debated. It 
depends on interpretation of the 
term “good dealer.” Let’s concede, 
though, that the factories never 
cancel a good dealer. 


The fact is that all dealers are 
affected by the cancellable contract 
under which all work. Because of 
the cancellation clause, it can be 
and always has and will be admin- 
istrated by force, coercion and fear. 
It affects every dealer and con- 
stantly gets him into situations 
that his own good judgment deter- 
mines are faulty. 


There is no place any longer in 
this world of ours for the nega- 
tive acts of coercion, force or 
fear. As has been said so many 
times, that is what the United 
Nations is attempting to do— 
eliminate force as a national pol- 
icy. Certainly we, as an industry 
in a highly civilized nation, should 
use it no longer. For it can be 
substituted the fine art of per- 
suasion, an attribute that we so 
successfully employ. 


I am sure what is necessary now 
is to sell the dealer on such a pro- 
gram. The word “sell” is used ad- 
visedly. Maybe the word “influence” 
would be better to show that it is 
necessary to point out the reasons 
for confining trade effort to a new 
contract rather than continuing to 
be divided on the various other 
projects with which the association 
leadership is concerned. 

Let’s forget all the troubles and 
the discussions of them and con- 
centrate upon the one basic need— 


|a performance contract. It will be 
|available in a hurry and every 


segment of the industry will be 


| benefited, particularly the people 
|\who buy and use automobiles. 
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Weekend Clinics Also Set... 






ASHINGTON.—Seventy-one ex- 
hibitors will fill every avail- 
able booth at the ninth annual 
NAD Equipment Exhibition which 
opens Saturday (Jan. 28) in con- 
junction with the 39th NADA con- 
vention. 
The exhibition will be held in 
the Sheraton Park Hotel’s new 


exhibition hall and will be ready 
to greet visitors at 9 a.m. 
opening day. 

A service clinic and a panel dis- 
cussion on truck merchandising 
also are scheduled for Saturday 
and Sunday before the formal 


on 





ey "™ 
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opening of the convention next 
Monday morning. (Jan. 30). 
* * * 

ONVENTION business sessions 

will continue through Wednes- 

day, Feb. 1 and a host of special 
entertainment events have been ar- 
ranged for the delegates and their 
wives. 

Among the convention speakers 
will be Commerce Secretary Sin- 
clair Weeks and Democratic Sen- 
ators Joseph C. O’Mahoney, 
Wyoming, and A. S. Mike Mon- 
roney, Oklahoma. Both senators 
head subcommittees which have 
been studying the auto industry. 

Eleven firms have been added 


| 


Men Behind Houston Auto Show— 


Ready to leave for the Houston Automobile Show are members of the executive 


committee who put in many hours planning the affair. 


In the front seat, from left, 


are Clarence Redford, Mack Howard and Sam White. Back seat: Jim Stillwell, Floyd 


Willard and Al Parker. 





Standing is Arthur Derby, show manager. 


Ad Code Being Tightened .. . 


San Francisco Battles Blitz 


By Steve Still 
Staff Correspondent 

SAN FRANCISCO. — An adver- 
tising and sales code aimed at the 
“chiselers” among new and used- 
car dealers is being prepared by 
a committee sponsored by the San 
Francisco Better Business Bureau. 

The code will be used in an 
attempt to wipe out bait adver- 
tising, misleading claims and il- 
legal practices. 

Albert E. Schlesinger, president, 
Motor Car Dealers Assn. of San 
Francisco, described the step as “a 
service to the public by the better 
dealers, who are trying to eliminate 
the chiselers.” 

The BBB invited dealer repre- 
sentatives, public officials, banks 


Court to Rehear 


Injunction Plea in 
Ford Cancellation 


COLUMBUS. — A rehearing in 
a franchise cancellation case in- 
volving M. L. Cottingham, Inc. 
(Ford), Zanesville, O., has been 
scheduled for Feb. 7 by Federal 
Judge Mell Underwood. 

Judge Underwood decided in fa- 
vor of the dealership in an earlier 
case in which the Cottingham firm 
and Ernest B. Graham, also of 
Zanesville, sought an injunction to 
prevent Ford Motor Co. from can- 
celling the franchise. 

However, the -U. S. Circuit Court 
of Appeals, Cincinnati, sent the 
case back for a rehearing on 
grounds that Ford had not been 
afforded an opportunity to present 
evidence. 

Ford charged that Cottingham 
had not used aggressive sales effort 
and had permitted Ford to be out- 
sold by another make in its area. 


Brandenburg for Senator 


WASHINGTON, C. H., O.— Ray 
Brandenburg, former president of 


the Ohio Automobile Dealers Assn. 
and NADA director, is a Republican 
candidate for the State Senate. 





and finance companies, advertising 
and other groups to assist in revis- 
ing a code adopted in 1951. The 
original code applies only to used- 
car dealers, while the new one will 
cover new-car operations also. 


Dealers throughout the San 
Francisco Bay area will be asked 
to comply voluntarily. Although 
the code contains no punitive 
“teeth,” deputy district attorney 
William B. Acton assured the 
group that offenders could be 
prosecuted. 


He explained: “Advertising of 
‘no downpayment’ is not true ad- 
vertising. It is false and mislead- 
ing. If it is misleading to the 
public then it is against the law. 


““Name-your-o w n-terms’ adver- 
tising also violates the California 
statutes because the buyer actual- 
ly finds that he must give a real 
estate deed of trust or a _ note 
secured by home furnishings to re- 
duce the conditional sales contract 
balance to the point where he can 
name terms.” 








Wemhoft 


On the House .. . 


Various dealer associations are querying their 
members on factory relations, preparatory to the 
national make advisory committee meetings which 
are expected to be “hot” during the NADA conven- 
tion next week . . 
make has the 1956 Economy Run “in the bag”. . . 

Kentucky dealer association will host state’s 
Congressional delegation Jan. 29 during the 
NADA parley; state expects about 30 dealers, 
plus wives, to attend convention . 
dealer federation has just issued 90-page booklet 
containing full proceedings of its Detroit-Wind- 
sor convention last fall .. . Wisconsin association 
has issued a tax guide and calendar .. . 

Still buzzing along in high gear is Bob Beiser, marking his 47th 
year as auto editor of the Cincinnati Enquirer. His paper calls Bob 
“the original golf, tennis, football and auto editor.” Incidentally, this 
was sort of a cats-and-dogs assignment, since golf, tennis and foot- 


ball were in no higher repute than cars in those days. 









to the exhibitors’ list for the equip- 
ment show. 

Those not listed previously in 
Automotive News are: Art Adver- 
tising Associates, Arlington, Va.; 
Auto Week, Nashville; Automotive 
Market Report, Pittsburgh; Bache 
& Co., Washington; Curtis Mfg. 
Co., St. Louis; Customer Control, 
Inc., Long Island City, N. Y.; 
Heyer Industries, Inc., Belleville, 
N. J.; Koenig Iron Works, Hous- 
ton; Lathem Time Recorder Co., 
Atlanta; National Auto Recondi- 
tioning Co., Lyons, Ill.. and Warren 
Hastings Motor Co., Inc., Mounds, 
Til. 

The service clinics will be at 
2:30 p.m. Saturday and Sunday 
at the Sheraton-Park. Mark R. 
Chenowith, president, Auto- 
motive Trade Assn. of Maryland, 
will preside Saturday, and John 
C. Swanson, president, Automo- 
tive Trade Assn. of Virginia, will 
hold the chair Sunday. 

Another Sunday feature will be 
the NADA truck clinic, resumed 
after seven years. The panel dis- 
cussion will be moderated by 
Robert J. Purcell, Purcell White 
Trucks, Syracuse. The session is 


scheduled for 2:30 p.m. at the 
Sheraton. 
At 1:30 p.m. Sunday, a joint 


meeting of the make advisory com- 
mittees will be held in the Presi- 
dential Room of the Statler Hotel. 
Individual line meetings will be 
held in various locations from 2:30 
to 5:30 p.m. NADA has said that 
this year’s line meetings will be 
the most important ever held. 


> * > 
LEFTWICH Sinclair, conven- 

*® tion chairman, will preside at 
the formal opening of the conven- 
tion at 10 am. Monday at the 
Sheraton. 

Frank H. Yarnall, NADA pres- 
ident, will speak to the delegates 
preceding an address by 
O'Mahoney. 

Highlights of the afternoon 
meetings will be addresses by Dr. 
Charles F. Phillips, president, 
Bates College, Lewiston, Me., and 
sales analyst Fred Smith, Cincin- 
nati. 

Phillips, who is active in the 
management of two Oldsmobile- 
Cadillac dealerships in New York 
State, will discuss “The New Ball 
Game.” Smith’s topic will be “Sell- 
ing in Today’s Market.” 

* + * 

ONRONEY and Weeks will 

headline the Tuesday morning 


(Jan. 31) session. Monroney’s sub- 
(Continued on Page 33, Col. 1) 





Automotive News 


At NADA Parley 


Automotive News will occupy 
Booths 77 and 88 at the NADA 
Equipment Exhibition, opening 
Saturday in Sheraton Hall, Sher- 
aton-Park Hotel, Washington. 
Exhibition and convention visi- 
tors are invited to stop by for a 
copy of Automotive News’ Jan. 
30 issue. 

The Sheraton-Park Hotel also 
will house Automotive News’ 
hotel headquarters during the 
exhibition and convention. 























. Packard sources claim that 


. . Canadian 


—Pete Wemuorr, Editor, 
Automotive News 
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Others Pull Despite Weather .. . 





Crowd Record Falls 
At Chicago Show 


By W. C. Lockwood 
; Staff Writer 
_— Chicago auto show scored 
a total attendance of 493,143 to 
edge last year’s mark of 490,500, 
according to final figures released 
by the Chicago Automotive Trade 
Assn., sponsors of the event. 

The record was established de- 
spite the fact that several indi- 
vidual day tallies this year 
dropped below the corresponding 
attendance of last year. However, 
the closing day’s count was 56,543 
compared with 35,000 last year. 

In Minneapolis, the first auto 
show in 19 years was visited by 
138,108 persons and on Saturday, 
Jan. 7, second day of the show, a 
tally of 28,230 was declared to be 
the largest crowd ever to attend a 
function in the municipal audi- 
torium. 

Despite a snowy start, an ice 
storm and two days of rain, the 
show in Washington rang up an 
impressive final attendance figure 
of 102,000, less than 20,000 under 
last year’s count of 121,226. 

* * * 


HE Automotive Trade Assn. of 

the National Capital Area, 
sponsors of the exhibition, reported 
that “for the first time since World 
War II, bad weather caught up 
with us during auto show week... 
Tuesday and Wednesday the rains 
came ... Thursday... attendance 
... (was) back to normal and on 
Saturday and Sunday the people 
packed the... floor.” 

It was Monday when the city 
Was covered with ice and, in the 
words of the association, “a new 
record was established for the 
smallest attendance in one day. Lou 
Brott, our publicity man, slipped 
... and broke his arm. On Monday 
night it looked as if some of us 
were going to have to spend the 
night in the Armory... .” 

St. Louis, too, had weather 
trouble. However, it was reported 
that this year’s show, which 
closed yesterday (Jan. 22) was 
“running slightly ahead of that of 
last year.” More parking space 
was provided and the attendance 
mark of more than 100,000 was 
expected to be broken. 

Exhibits in St. Louis totaled 110 
including, for the first time, six 
foreign makes—five British and one 
German. The show opened Jan. 14 
and featured entertainment headed 
by Julius LaRosa and the DeCastro 
sisters who made their entrance 
riding on an M-41 Walker Bulldog 
tank as it crashed through a huge 
paper-sealed door. 

The Seattle show also closed yes- 
terday and early reports indicated 
it would be the “largest automobile 
show ever held in the Pacific 
Northwest.” Approximately 18 old- 
time cars were exhibited including 
a 1901 Reo, a Wilcox Stoddard- 
Dayton, Baker electric, Stanley 
Steamer and an American Under- 


slung. 


* x x 


HE Baltimore event, which 
opened Saturday (Jan. 21) has 
a Mardi Gras motif and the ar- 
mory is a “dazzling display of 
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For 30 Years of Service— 


Completing 30 years of service with 
B. F. Goodrich Co., President William S. 
Richardson, left, receives the congratu- 






color and light, reflecting the gay 
celebration of New Orleans,” ac- 
cording to Joseph Rochlitz, presi- 
dent. More than 200 automobiles 
are being displayed including for- 
eign makes, sports cars and an- 
tiques. 


Final reports from Minneapolis 
by Max Winter, general manager 
of Minneapolis Attractions, Inc., 
show sponsors, indicated that it 
was a substantial success and an- 
other show is planned next year. 

This year’s, ending a 19-year 
auto show blackout in the Minne- 
sota metropolis, was confined to 
American-made passenger cars. 

Winter said that, although it 
was not planned primarily as a 
selling event, 397 cars were sold 
by dealers at the show. This in- 

(Continued on Page 38, Col. 1) 


By Joseph M. Callahan 
Staff Writer 
UTO manufacturers have been 
asked to participate in a 
program that would block the 
supplemental unem- 
ployment benefit 
(SUB) plans negoti- 
ated with the United 
Auto Workers last 
summer. 

The program has been initiated 
by the Michigan Information Com- 
mittee, which has been established 
“in an effort to maintain free 
enterprise principles in the state 
unemployment program by prevent- 
ing the integration of state and 
private unemployment benefits.” 

If integration of SUB and state 
jobless pay were blocked in Michi- 
gan, the SUB would probably die 
since the union contracts require 
that at least 2/3 of the auto 
makers’ employes must be covered 
by the plan before it can be 
effectuated. At present 57.5 percent 
of Ford’s employes, 48.4 percent of 
GM’s employes and about 90 per- 
cent of Chrysler Corp.’s workers 
reside in Michigan. 


The Michigan Information 
Committee now has an executive 
and an advisory committee, con- 
sisting of about 100 manufac- 
turers, lawyers, doctors and 
businessmen. 


Chairman of the Committee is 
Dan F. Gerber, president of Gerber 
Products Co. (baby foods) and 
chairman of the State Economic 
Development Commission. 

x * * 
CE-CHAIRMEN are John Cole- 
man, Burroughs Corp.; Otto 

Seyferth, West Michigan Steel 
Foundry; Charles R. Sligh jr., 
Sligh-Lowry Furniture Co, and 
George Bronner, member of the 
UAW and the Society of Skilled 
Trades. 

Also, the Committee has writ- 
ten to 2,200 other Michigan 
employers, including the auto 





Fight Jobless-Pay Extras 


Michigan Group Formed to Seek Veto Action; 
Auto Makers Asked to Join 





makers, asking for financial and | 


other support. Each employer has 
been asked to contribute 50 cents 
per employe to the program. 

The Committee hopes to block 
the SUB plan, slated to begin 
operating June 1 in the Big Three 
plants, by persuading the Michigan 
Legislature to enact a law for- 
bidding private and public integra- 
tion. 

Several months ago, Michigan 
Attorney-General Thomas Kava- 
nagh, a Democrat, ruled that 
integration of the two plans was 
legal. However, the 
could overrule him. 

Of x cd 
os Michigan Education Com- 
mittee proposes to use news- 
papers, radio, television, 
and literature to inform Michigan 
citizens on the supplemental plan 
and the effects of integration. The 
subject will be presented at more 
than 150 meetings in the next few 
months. 


Legislature 


speeches | 
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Showtime for Auto World 


San Francisco's Auto Display— 


This view greeted visitors to the 30th annual show sponsored by the San Francisco 
Motor Car Dealers Assn. Mayor George Christopher officiated at the formal opening. 


Betty Hutton starred in a stage revue held twice daily. 


ployment compensation will be 


considered by the Committee.” 


The Michigan Committee is 
opposing the SUB plan solely on 
the grounds that it will make total 
unemployment payments too high, 
thereby eliminating any incentive 
for the laid-off worker to seek other 
work and defeating one of the 
principal justifications for jobless 
benefits. 

= 


N THE dealership front last 

week, the National Labor Re- 
lations Board broadened its juris- 
diction somewhat, although Board 
Member Abe Murdock said the 
change will not result in the asser- 
tion “of jurisdiction in any signifi- 
cant number of cases which would 
otherwise have been dismissed.” 


Under the change, any em- 
ployer who has an “indirect out- 
flow” of $100,000 or more a year 
is now under NLRB jurisdiction. 
This figure formerly was $200,000. 
“Indirect outflow” is any mer- 
chandise sold to a firm engaged 


* * 


in interstate commerce. “Direct | 


outflow” is merchandise sold 
directly across state lines. 

The change came about in a case 
involving Whippany Motor Co., 
Whippany, N. J., and the Team- 
sters and Machinists Unions. 








* * * 


Columbus Highlight— 


George Byers, head of George Byers 
Sons, Inc., Columbus, O., DeSoto distrib- 
utor, is shown with DeSoto's official pace 
car for the 500-mile Memorial Day race. 
The car was featured at the Columbus 
Auto Show. 





Fox Offers Helping Hand 


BALTIMORE. — Louis J. Fox, 
vice-president of Fox Chevrolet, 
served as general chairman of the 
1956 combined campaign of the 
Associated Jewish Charities and 
Welfare Fund. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auction. Sales every Wednesday and Friday.) 


January 18 


BUICK—’55 Super 4-dr., $1,925*. °54 
Super Riviera, $1,490*; Special Riv- 
iera, $1,465*; 4-dr., $1,270*, $950; 
RM 4-dr., $1,325* (ps). °53 Super 
Riviera, $1,060*; 4-dr., $1,060* (ps), 
$940*; conv., $1,005*; RM 4-dr., 
$960* (ps). ‘50 4-dr., $100. 

CADILLAC—'54 (60) Special 4-dr., $2,- 
780*, $2,640* (ps). ’53 (60) Special 
4-dr., $1,785* (ps), $1,525*; 
4-dr., $1,575* (ps), $1,550* (ps). 
(62) coupe de Ville, $1,475* (ps); 
4-dr., $1,300* (ps); coupe, $900*. ’50 
(62) coupe de Ville, $575*. 

CHEVROLET—56 Bei Air (8) 4-dr., 
$2,010*. °54 Bel Air coupe, $1,125*; 
2-dr., $805*. ’53 Bel Air coupe, 
$835*; 2-dr., $690, $630*, $630; 4- 
dr., $685*; One-fifty 2-dr., $520. '52 
SL Deluxe 4-dr., $500; 2-dr., $365*. 
‘51 SL Deluxe Bel Air, $390; 2-dr., 
$370*, $360*. 

CHRYSLER—’55 NY 
53 NY 4-dr., $880* (ps); 
4-dr., $605*. *52 Imperial 
$440* (ps); Windsor’ 4-dr., 
’51 Windsor 4-dr., $335*. 

DeSOTO—'55 Fire Dome (8S) 4-dr., $1,- 
900* (ps). "53 Fire Dome (8) 2-dr., 
$710*; Powermaster Sport coupe, 
$735* (ps). ‘52 4-dr., $515. 

DODGE—’56 Coronet (8) Sport coupe, 
$2,300*. '55 Coronet (8) Sport coupe, 
$1,800". ‘54 Coronet (6) station 
wagon, $910; 2-dr., $740; Coronet 
(8) 4-dr., $850*, °53 Coronet (8) 
Sport coupe, $710*; 4-dr., $625*, $525, 
$420; 2-dr., $465; Wayfarer 4-dr., 
$450. °51 Coronet 4-dr., $260*. 

FORD—’56 Parklane station wagon, 
$2,300* (ps). °55 Country Squire, $1- 
620*; Custom (8) 2-dr., $1,250; Cus- 
tom (6) 4-dr., $1,125; Main (8) 4- 
dr., $995. ‘'54 Custom (8) station 


(62) 


"52 


4-dr., $1,775*. 
Windsor 
4-dr., 


$405*. 





wagon, $1,150; club coupe, $915, 
$880, $870; 2-dr., $920; Main (8) 
Ranch Wagon, $1,100; 4-dr., $825; 
Main (6) 2-dr., $690. "53 Custom (8) 
station wagon, $900; 4-dr., $630*; 
Main (8) Ranch Wagon, $910, $715*; 
Custom (6) 4-dr., $715*, $430; Main 
(6) 2-dr., $505; Crest (8) Victoria, 
$820. °51 Custom (6) 2-dr., $260. 
’49 2-dr., $160. 

LINCOLN — '54 Capri coupe, $1,725* 
(ps). 
MERCURY 
850*; 
Sport 
$985*. 
$935", 
$155. 
NASH—'54 Stateman 4-dr., $765*. 
station wagon, $430; 4-dr., $470. 

4-dr., $130. 

OLDSMOBILE—-’55 (88) Holiday, $2, 
045*; 4-dr., $1,725* (ps). °54 (98) 
Holiday, $1,930* (ps); 4-dr., $1,600* 
(ps). °53 (98) 4-dr., $1,005*; (88) 
2-dr., $1,050*. '52 (88) Holiday 
$765*. ‘51 (98) 4-dr., $370*; $305*. 
"50 (88) 2-dr., $315*; (98) 4-dr., 
$300*. 

PACKARD—’53 4-dr., $605*. 

PLYMOUTH—’56 Plaza (6) 2-dr., $1,- 
625. °55 Belvedere (8) 2-dr., $1,- 
250, $1,200. ’54 Belvedere Sport 
coupe, $1,000; 4-dr., $940*; station 
wagon, $900; coupe, $865*; Savoy 2- 
dr., $745, $690, $675. °53 Cranbrook 
4-dr., $535. 

PONTIAC — ‘55 Star Chief (6) 4-dr., 
$1,680*. ‘53 Chieftain (8) Catalina, 
$1,025*, $1,020*; 4-dr., $940, $785*, 
$760*; 2-dr., $800*, $750*. '52 Chief- 
tain (8) Catalina, $550*. ‘'51 Silver 
Streak (8) 2-dr., $410*. '50 Silver 
Streak (8) coupe, $200, 

MISC.—'53 GMC %-ton pickup $475. 
’51 International \-ton pickup, $415. 


— '55 Montclair conv., $1,- 
4-dr., $1,450. °54 Monterey 
coupe, 2 at $1,415; 2-dr., 

"53 Monterey Sport coupe, 
$915*, $905*. ’°50 club coupe, 


"52 
"51 








Gyp Auto Loans 
Flayed by AAA 


Only Eight States 


Protect Buyers 


WASHINGTON. — Gyp auto 
financing contracts gouge hundreds 
of millions of dollars annually out 
of new-car buyers, the American 
Automobile Assn. charged last 
week. 

Only eight states have laws 
relating to auto financing. The 
most complete laws are found in 
California, Michigan, Nevada, 
Oregon, Pennsylvania and Wis- 
consin, AAA said. 

These states require licensing, 
filing of complaints, full disclosure 
of terms, limitations in time 
charges, penalties and other fea- 
tures designed to protect the buyer. 

Similar laws, lacking a limita- 
tion on the time charge, are in 
force in Colorado and Maine, ac- 
cording to AAA. 

An AAA spokesman said that 
states which lack adequate auto 
finance regulations are inviting 
the gyp dealer to flourish at the 
expense of motorists. 

In 1955, AAA said, legislation to 
license or regulate, or to limit max- 
imum rates, was introduced in 10 
state legislatures. In six, the pro- 
posals died in committee. In two 
others, the bills failed of action 


§) before adjournment. 


In Connecticut, a law was passed 
establishing maximum interest 
rates without changing licensing 
requirements. 


Packard Dealers 
Hike Gross Profit 
$13 Million in 755 


DETROIT. — Profits before in- 
come taxes for the Packard-Clipper 
division dealer organization during 
1955 were more 
than $13 million 
ahead of 1954, ac- 
cording to Don- 
ald R. Stuart, 
general sales 
manager. 

Stuart cited 
four basic factors 
for the increase: 

1. More aggres- 
sive merchandis- 
ing activity tied 
to products in- 
corporating ‘engineering advance- 
ments. 

2. Marketing benefits which ac- 
crued from the merger of Stude- 
baker and Packard in October, 
1954. This permitted the dualing of 
Packard-Clipper division dealer 
representation to 2,000 marketing 
points. 

These dualed dealers, franchised 
for the most part in market points 
of less than 25,000 population, ac- 





D. R. Stuart 


|counted for more than 30 percent 
|of Packard and Clipper sales dur- 


ing 1955. 
3. Important improvements in 
Packard-Clipper dealer franchise 


| agreements. 


4. A high degree of product qual- 


| ity which was achieved in the divi- 
|sion’s new automated manufactur- 


ing facilities. 


| Automotive Men 


On DAC’s Board 


DETROIT.—Five automotive 


|} men have been elected to the board 
|of directors of the Detroit Athletic 


Club. 

They are L. L. Colbert, president, 
Chrysler Corp.; W. Harold Light- 
body, secretary-treasurer, Zimmer- 
Lightbody Industries, Inc.; Truman 
F. Barbier, special representative, 
Socony Oil Co.; William J. Ulrich, 
director, Detroit Gasket & Mfg. Co., 


|and Roy Fruehauf, president, Frue- 


hauf Trailer Co. 





Imperials Now Equipped 
With Transistor Radios 
DETROIT. — Chrysler division 
announced last week that it had 
begun production-line installation 
Jan. 3 of its all-transistor auto 
radio in Imperials. This radio, 
which uses transistors in both 





*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 26, 27, 28 


the receiver and the power unit, 


Gerber said, “Whatever action is 
was introduced last April. 


necessary to preserve the free 
enterprise concept in state unem-} 


lations of John L. Collyer, board chair- 
man, who presents him with a watch in 
the company's Akron offices 
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Nothing to it. Just give those cars away. Trade high, sell low. Finance on all the 
“crazy” terms you can. Maybe the customers will flock to your door. As long as 


N. A. D. A. you have a door. 


1956 CONVENTION 


But you can go the other way! Why not be both popular and successful? Those 
Washington, D. C. 


1956 models will sell on merit. You can demonstrate sound value and sell sound 
JAN. 28—FEB. 1 value at a profit. You can arrange for financing on sound terms. You can be 
popular as a fair and solid dealer. 





We can help. As specialists in auto financing we protect your good will, give 
continuing co-operation, fast approvals, a complete one-stop finance and insur- 
ance service. Get off to a good start in °56 with sound selling and sound Associates 
service. 
“Visit us and meet your friends. in 
Associates Hospitality Suite 800-G 
at the Sheraton Park Hotel Annex. 
You‘re always welcome !” 
. (The Old Sage is a composite of all the Associates Investment Company 
cutnstetet declare we've tnawn in over Associates Discount Corporation 
a third of a century in the field.) 
) Emmeco Insurance Company 
South Bend, Indiana 
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Curtice Warns Against Credit Rein... 
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GM Plans $1 Billion Expansion 


(Continued from Page 1) 


not much—to a return of the sea- 
sonal pattern of auto sales. 


Both Curtice and Alfred P. Sloan, | 


jr.. chairman of the GM _ board, 
said it would be interesting to 
watch the experiments of some 
makers with smaller cars this year, 
but they made it clear that they 
were still counting on no decrease 
in car size. 

“Our policy is still 
customers,” Sloan said. 

* * * 
URTICE said that of the billion 
dollars to be spent this year on 
expansion, $250 million represents 
projects not previously announced, 
and almost all of this would go 
for expansion of the automotive 
divisions. 

The billion dollars is 65 percent 
more than GM spent in 1955 for 
capital expenditure. 

In supporting President Eisen- 
hower’s expanded highway pro- 
gram, Curtice said that the Fal- 
lon bill, in its final form, was 
a good bill. He said that we must 
accept the idea what we must 
pay for the better roads. 

Asked about excise taxes, he said 
that they should have been dropped 
some time ago, for the auto is an 
absolute necessity rather than a 
luxury, as it is taxed in the excise 
program. 

In citing no need for alarm over 
credit, Curtice said that studies by 
GMAC, GM’s financing subsidiary, 
show that present terms average 
28 months and that the average 
downpayment is 40 percent. 

* * + 
= average contract, he said, 
ealls for payment of $80 a 
month, and this represents only 17 
percent of the income of the aver- 
age household, in contrast to 21 
percent a year ago. 

Only two out of every 100 cars 
purchased on time are _ repossed. 
This, he said, is a normal propor- 
tion. 

Asked about fuel injection for 
cars, Curtice said he thought it 
was coming, but is not sure when. 

Curtice denied again that any 
GM car division has produced cars 
in excess of dealer needs. The 
cars, he said, are made to dealer 
order. And, he said, the dealers 
made a handsome profit in 1955. 
* co * 

URTICE asserted that dealers 

and suppliers shared in the 
prosperity of 1955, and he predicted 
that 1956 should be another pros- 
perous year for them. 

Dealer profits, Curtice said, “were 
in keeping with the record sales in 
units and dollars and represented 
a very high return on capital in- 
vested.” 

Curtice pointed out that en- 
trance of GM into the commer- 
cial aircraft field with the 
Allison prop-jet engine is an im- 
portant milestone. 

“It is my belief,” Curtice said, 
“that in 10 years prop-jet planes 
will be handling 75 to 80 percent 
of our country’s air transport re- 
quirements, with full jets handling 
the balance.” 

= * 7. 

URTICE touched briefly on the 

appearance before the Senate 
O’Mahoney subcommittee. 

“In both instances,” he said, “we 
made presentations that were fac- 
tual and to the point. I am satisfied 
that the record speaks for itself.” 

Curtice said that his prediction 
that 1956 would be an outstanding 
year were based on these factors: 

1. Favorable economic climate 
due to the leadership of the 
Eisenhower Administration. It 


to upgrade 





Future Keyed to Race 


By Ike, Says Sloan 


NEW YORK. — Asserting that 
1956 is bound to be a good year, 
Alfred P. Sloan jr., chairman of 
General Motors, said last week 
that the long-term economic fu- 
ture of the country would be 
assured, too, if President Eisen- 
hower would decide to run for a 
second term. 

Public confidence is most im- 
portant, Sloan said, adding: 

“Eisenhower is the man of the 
hour ... of the age. All uncer- 
tainty would disappear if Eisen- 
hower decided to run again.” 








has produced widespread public 
confidence throughout the free 
world, he said. 


2. Indications that full employ- 
ment will continue in 1956. 


3. Personal income will rise and 
disposable income will reach a new 
high. 

4. While it has been demonstrated 
that prosperity and progress are 
not dependent on war or a peak 
level of defense expenditures, it 
appears certain that defense ex- 
penditures will be somewhat higher 
in 1956. 

5. Other Government expendi- 
tures—local, state and Federal— 
can also be expected to increase 
somewhat.-from present levels. 

6. The construction industry 
has set new records in each of 
the last three years, and this up- 

ward trend should continue in 
1956. 

7. Highway expenditures should 
increase. 

8. New plant and equipment ex- 
penditures by industry in 1956 will 





be even higher than the record 
total of 1955. Capital expenditures, 
he said, should amount to $32 bil- 
lion, or nearly 15 percent higher 
than in 1955. 
7 + + 
'URNING to cars, Curtice said 
that retail passenger car sales 
to consumers were about 5% per- 
cent of total consumer expendi- 
tures, compared with about 4 per- 
cent for the earlier postwar years, 
and a prewar average of less than 
3 percent. This year, he said, the 
percentage of consumer spending 
channeled to automobiles may not 
reach the record level of 1955. 
However, he asserted, the auto 
industry will share substantially 
in the general prosperity of 1956. 
There are, he said, about 20 mil- 
lion cars in this country owned by 
people who bought them new. But 
nearly two-thirds of these cars, he 
added, were purchased prior to 1955 
|}and do not have the more modern 
mechanical and styling features. 







































At GM's Motorama— 


Harlow H. Curtice, left, GM president; Alfred P. Sloan jr., center, GM board chair- 
man, and C. E. Wilson, Secretary of Defense and former GM president, get together 
for the opening of the annual General Motors Motorama at the Hotel Waldorf- 
Astoria, New York. The admission-free display includes entertainment, GM products 
and “dream cars” of the future. It closes tomorrow (Jan. 24). 


RUBBER SEPARATORS - HARD RUBBER CASE 


DELCO 


ORIGINAL EQUIPMENT LINE 


ent h oh es 






A GENERAL MOTORS 


Spectacular “Wide Wide World” on NBC Network. 3 
Lowell Thomas Newscast on CBS Network. 
See local listings for time and station. 
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‘ Exercise Their Priority . . . 


:\Dealers Rush to Buy 
First Ford Stock 


(Continued from Page 1) 










far as could be learned, however, | buyers as possible. 

no dealer failed to exercise his In accordance with this objec- 
option to some extent. tive, brokers said that the s 
Stock-subscription quotas were| packages optioned to deaRrs 

set up for Ford tractor and imple- 


ment retailers, as well as Ford Mo- 

tor Co. new-car dealers, on the Stock Block 
basis of their individual sales per- MILWAUKEE.—An advertised 
formance. offer of a share of Ford Motor 


These quotas were transmitted to| Co. stock with each new car or 
brokers, who then notified dealers.| truck purchased from Knippel- 
Dealers were permitted, if they| Selig Co. here cannot be fulfilled, 
wished, to transfer stock rights to! it has been disclosed. 





1 officers of their companies, and Edward J. Samp, director, Wis- 
Safety Belts for Arkansas Officials— some did this as a means of re-| consin Department of Securities, 
m : 4 5 +. | warding loyal aides. has advise nippel-Selig ai 
r W. F. Barbee, center, president, Voss-Hutton-Barbee Co., presents safety belts with . > ‘ Geo eiier exuld net be make Ge 


gold plated buckles to Arkansas’ Gov. Orval Faubus, right, and Capt. Jack Rhea, a ; 
State Police safety director. Safety belts are being installed on all State Police igen initial Ford stock offering | der Wisconsin law. 
potrol cars. came out of the vast holdings! 


NX 


ea 
DELCO DRY CHARGE BATTERIES PUT 


NEW LIFE IN MY BATTERY BUSINESS! 


Ff. 
i's 














They can’t get old before they’re sold 


and they’re backed by long life guarantees 


Now I can offer my customers the only original equipment battery 
with a three-year guarantee. And four years on the Delco Extra- 
Duty Line. It’s great for business! The new guarantees are effective 
regardless of mileage in passenger car service. AND they are 
backed by General Motors. 


That’s not all. I can stock odd-size batteries as well as popular 
sizes, indefinitely—and they’ll stay as fresh as the day they were 





made. It’s Delco’s all-new dry charge battery. All you do is add PARTS SALES 
the electrolyte from Delco’s new disposable container and the UNITED ° 
battery is ready to go any time—without an initial charge. They morons ) 
can’t get old before they’re sold. ; ‘ 


With 6- and 12-volt types that fit every purse and purpose; with 
a longer guarantee; with the freshest power you can buy—I generat motors LEADS THE WAY— 
couldn’t miss a battery sale if I wanted to. That’s Delco for you! STARTINGWITH DELCO BATTERIES 











for more stock than would be made|of the Ford Foundation, a philan- 
available. thropic institution. It was the 

Not all dealers bought all of | foundation’s aim that the stock _be 
the stock allocated to them. As | spread among as many prospective 








were of “reasonable” size. The 
maximum for any single dealer- 
ship was believed to be around 
750 shares. 

At $64.50 a share, the value of 
the Ford stock issue was $657,900,- 
000. Of this, the Ford Foundation 
realizes approximately $642,600,000, 
while companies guiding the stock 
sale get $15,300,000 in commissions. 

* * * 


i A revised prospectus filed with 

the Securities and Exchange 
Commission, Ford Motor said it 
was planning to invest about $200,- 
000,000 in tooling for a new line of 
‘ears in the upper-middle price 
bracket. 

The company estimated new- 
ear stocks of Ford, Mercury and 
Lincoln dealers at 180,000 units 
as of Dec. 31, out of an industry 
total which Ford pegged at 700,- 
000. 

Ford said that a year earlier, in 
December, 1954, its dealers had only 
34,000 cars on hand, but that this 
was an “abnormally low” figure. 


Three Ex-Dealées 
Seek $900,000 
In Chrysler Suit 


DETROIT. — Three former auto 
dealers in Illinois filed suit last 
week in Federal court here for 
$900,000 claiming that Chrysler 
Corp. “maliciously and _ without 
justification” forced them out of 
| business. 

James Durham, Goreville, IIL. 
Harold Ray, Marion, Ill., and Ralph 
|Huie, DuQuoin, IIL, each asked 
$300,000. 

At press time, Chrysler said that 
| it had not received official notifica- 
|tion of the suit and would not 
|make any comment until this had 
| been served and studied. 

The ex-dealers alleged that they 
were forced out of business by 
Chrysler’s refusing to supply them 
with enough cars to pay overhead 
and that their contracts were can- 
celled in violation of antitrust laws. 

They asked from $3,800 to $10,000 
for signs, parts and equipment they 
alleged Chrysler refused to take 
back. The balance of the damages 
claimed, they said, was for damage 
to credit and business reputations. 


Hastings Cited 
Detroit Ad Chief Honored 


After 30 Years 


DETROIT.—The 30th anniver- 
sary of Harold M. Hastings’ tenure 
as secretary-manager of the Ad- 
craft Club of De- 
troit will be 
marked at the 
club’s meeting 
next Friday (Jan. 
27). 

Many ofthe 
city’s advertising 
leaders will be on 
hand to pay trib- 
ute to Hastings 
who has become 

. known as “Mr. 
H. M. Hastings Advertising” in 
Detroit. 

Master of ceremonies will be 
Harvey Campbell, executive vice- 
president of the Detroit Board of 
Commerce. George Stark, Detroit 
historian, will speak. 











Pontiac to Introduce 


285-H.P. V-8 Engine 


PONTIAC. — A new 285-horse- 
power Strato-Streak V-8 engine 
has been developed and released 
as optional equipment on 1956 
Pontiacs according to R. M. 
Critchfield, general manager. 

The special engine, with com- 
pression ratio of 10 to 1, exerts 
maximum torque of 330 foot 
pounds. It has twin four-barrel 
carburetors and special intake 
manifold. Special camshaft, spe- 
cial valve-lifters and inner valve 
springs, special ignition coil and 
special distributor are used in 
the engine. Either the Pontiac 
Strato - Flight Hydra- Matic or 
Synchromesh transmission can be 
used with the more powerful V-8. 
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Dealer Poll Report Opens Senate Hearings ‘e+ 


Monroney Rips Phantom Freight 


(Continued from Page 1) 


lieved that some congressional in- 
tervention was necessary. 
cs x x 


OST were troubled by bootleg- 
ging. They blamed “overpro- 
duction” and factory pressure. 

An overwhelming majority 
wanted phantom freight eliminated 
and asked for a voice on the man- 
ner in which cars should be trans- 
ported from factory to dealer. 

On the matter of territory se- 
curity, there was no preponder- 
ance of opinion one way or the 
other. Generally, though, the 
larger a dealer’s home town, the 
more likely he was to back a 
territory-security clause for his 
sales contract. 

Meantime, Senator Charles E. 
Potter, Michigan Republican, said 
he favored territory security and 
would reintroduce his antibootleg- 
ging bill in this session of Congress. 

* * z= 


‘T™H\HE businesses of many auto 

dealers have been unjustly 
jeopardized by loss of their terri- 
torial security, according to infor- 
mation presented to my office,” 
said Potter. 

Potter is not a member of the 
Monroney subcommittee, but is a 
member of the parent Interstate 
Commerce Committee. 

Here are highlights of the Mon- 
roney questionnaire findings: 

Out of approximately 40,000 
dealers who received the quiz 
from the Monroney subcommit- 
tee, the replies of nearly half— 
19,113—were analyzed. About one- 
fourth of the replying dealers 
did not sign their questionnaires. 
Up to Jan. 1, the committee staff 
had received 19,500 returns but 
counted 19,113. 

Some 71.9 percent of the dealers 
replying felt there was need for 
Congressional study or Federal leg- 
islation in regard to auto-dealer 
marketing problems. On the other 
hand, 10.5 percent saw no such 
need, with the remainder failing to 
answer either yes or no. 

* * * 


OST of the dealers—60.5 per- 

cent— wrote that bootlegging 
of new cars was a serious detri- 
ment to business in their areas. 
Another 33.8 percent said it was 
not. 

When asked whether bootleg- 
ging had increased in 1955 com- 
pared with 1954 in their areas, 
38.0 percent of the retailers 
thought that it had, 47.2 percent 
said bootlegging had stayed about 
the same and another 11.4 per- 
cent said it had decreased. 

An overwhelming 76.9 percent of 
the dealers insisted that the pur- 
chaser of a bootlegged car did not 
Save any money, considering all 
costs and servicing. Only 15.2 per- 
cent said a bootleg customer came 
out the winner. 

Of those who thought he failed 
to save anything, an overwhelming 


Dealer Turns Hunter— 


Fred B. McKinney, McKinney Lincoln- 
Mercury, Inc., Salem, Ore., stands by 
trophies of the hunting trip he and his 
son, Jimmy, 16, took to British Columbia, 
Canada, this fall. The caribou, right, 
which he killed, was one of the largest 
on record. McKinney found the caribou 
antlers, lower left, in a pine tree where 


number checked “purchaser fails 
to receive warranty protection” as 
the biggest reason for this. Close 
behind was “purchaser receives car 
with uncertain or false mileage.” 

Inadequate new-car servicing and 
higher finance charges were also 
ehecked as part and parcel of a 
bootleg deal. 

* * * 

a: A key survey question, dealers 

were asked to indicate the pri- 
mary reasons for new-car bootleg- 
ging. The biggest reason, according 
to dealers who answered, is “over- 
production.” Of the 19,113 replies 
received, 13,581 had a checkmark 
beside this answer. 


Another 10,992 checked “pres- 
sure from factory to take more 
cars than needed,” and in third 
and fourth place were “unethical 
franchised dealers” and “lack of 
territorial security.” 

Nearly three-fourths — 74.2 per- 
cent—of the car retailers said they 
favored legislation permitting man- 
ufacturers to cancel franchises of 
dealers who bootlegged cars. Only 
17.8 percent definitely opposed such 
a law. 

* * * 

—_— states in which the great- 

est percentage of dealers said 
they were seriously bothered by 
bootlegging were New Mexico, Utah, 
South Carolina and Florida. The 
fewest complaints came from re- 
tailers in North Dakota, Connecti- 
cut, Wisconsin and Michigan. 


In the area of phantom freight, 
dealers were asked whether the 
freight they paid was higher or 
lower than its actual cost. A ma- 
jority of 57.8 said they did not 
know, but 28.2 percent answered 
that it was higher. Only 2.5 per- 
cent said it was lower. 


With 80.2 percent of dealers be- 
lieving they should be allowed to 
specify the mode of transportation 
used in delivering their new cars 
from the factory, 61.4 percent said 
dealers should be permitted to pay 
the actual freight cost directly to 
the carrier which delivers their 
cars. 


The clearest majority in favor of 
any type of auto marketing legis- 
lation emerged for eliminating 
phantom freight. On this question, 
14,891 dealers—77.9 percent of all 
replying—said that phantom freight 
should be stopped, while 5.1 percent 
said it should be continued with 
the rest making no reply. 

* * * 
VER half of the retailers said 
that prior to 1950, they had 
operated under some sort of terri- 


Dealers Advised 
To Adjust to 
Today’s Market 


NEW YORK.—Charles Kreisler, 
an Oldsmobile dealer in Manhat- 
tan, said last week that auto deal- 
ers should adjust to the present 
sales and production situation. 


He declared, “Many retail deal- 
ers are complaining that they are 
unable to make the huge profits 
per car they made 10 years ago. I 
can understand their thinking, but 
in my opinion the time of large 
profits per sale has gone forever. 

“The car market today is a buy- 
er’s market, and the customer is 
dictating what he will accept as a 
tradein and the customer is mak- 
ing the deal. As long as General 
Motors can keep the new cars roll- 
ing, it is up to the retail dealer to 
do the same.” 

A New York dealer for 32 years, 
Kreisler sold 3,051 new Oldsmo- 
biles last year, and 2,096 used cars 
in the first 10 months. Gross sales 
were $12 million. He expects to sell 
4,000 new cars this year. He spent 
slightly less than $300,000 for ad- 
vertising last year. 

Kreisler added, “In the automo- 
bile business today we have to 
match mass production with mass 
retail sales. My greatest single 
concern now is the cost of the sale 
of each car. We made a net profit 
of $25 per car for 1955.” 


GM economists recently made a 
study of Kreisler’s records to de- 








tory-security clause in their selling 
agreements. 

A return to territory security 
was favored by 45.5 percent; 40.6 
percent were against such a sys- 
tem; 13.9 percent either failed to 
answer or were unclear. 

In very small towns of under 
2,500 population, dealers were 
against territory security nearly 
2 to 1. In towns of 2,500 to 25,000 
population, dealers were virtually 
tied on the question. 

In cities between 25,000 and 75,- 
000, the trend reversed, with dealers 
favoring territory security by more 
than 2 to 1. Dealers in cities up to 
250,000 were for it by a margin of 
3 to 1, although in the giant me- 
tropolises, the ratio dropped a little. 





Plymouth Launches $150,000 Contest— 


Plymouth's $150,000 Lucky Motor Number Sweepstakes ts explained to Detroit-area 
salesmen at one of 24 meetings held across the country for Plymouth dealers and 
their sales force. During the.meeting days, a long range dealer aid title “The Plym- 


outh Master Merchant Program” and a 


presented. 


salesmen’s incentive program also were 


How Dealers Replied to U.S. Quiz 


Epiror’s Note: Following is the | 
first section of “The Automobile 
Marketing Practices Study” com- 
piled by a subcommittee of the 
Senate Committee on Interstate 
and Foreign Commerce. 

It is based on the results of 
19,113 dealer questionnaire re- 
turns. 

Further important portions of 
the report will be carried in next 
week’s AUTOMOTIVE NEws. 

* * a 


HIS subcommittee on automo- 

bile marketing practices of the 
Senate Committee on Interstate and 
Foreign Commerce was appointed 
by Chairman Magnuson on March 
9, 1955, to inquire into and make a 
thorough investigation of “all 
phases of automobile marketing 
practices.’ 

Hearings were held on this sub- 
ject in July, 1953. In these hearings, 
it appeared that many automobile 
dealers were in economic difficul- 
ties. However, there was consider- 
able variation of opinion as to the| 
cause of these difficulties and as 
to what should be done legislatively 
to remedy the situation. Also, the 
manufacturers of automobiles and 
consumer interests were not heard 
from. No legislation was reported 
for the consideration of the Senate 
at that time. 


Since this previous study had 
not been completed, and since 
various abuses in the field of 
automobile marketing continued, 
and in fact appeared to increase, 
Chairman Magnuson directed 
that the present thorough study 
be made. 

During 1954, complaints continued 
to be received by the committee 
from dealers throughout the nation 
urging congressional action in the| 
field of automobile distribution, and 
the National Automobile Dealers! 
Assn. later passed various resolu-| 
tions at their annual convention 
urging specific legislation. 

The investment of the automobile 
manufacturers in the United States 
amounts to approximately $7% bil- 
lion, and manufacturers employ 
about 780,000 persons. The total 
investment of franchised dealers is 
estimated to be nearly $5 billion, 
and automobile dealers employ 
about 667.800 persons. This- is 
approximately 9.7 percent of total 





retail employment in the United 
States. The investment of the 42.000 
dealers averages approximately 
$118,000 each. 

The continuous service by the 
traditional pattern of family-owned 
dealerships, in many cases now 
operated by the third generation, 
is an example of small-business 
free enterprise in the true American 
tradition. 

* oe * 


JPORTHERMORE, keen eompeti- 
tive merchandising practices by 
the automobile dealers of America 
have been a major factor in the 
building of this mass-production | 
industry from the Stanley Steamer | 
to today’s, streamlined, powerful, | 
modern automobile. Mass produc- | 
tion of these cars surpasses by 
many times the totals of automobile 
sales and production of the rest of| 
the world. 
In view of these facts, it is readily 
apparent that the automobile indus- 


|try represents one of the corner- 


the animal apparently had been caught| velop an audit useful to other deal-| stones of the American economy 


many yeors previously. 


| ers in the country. 


and the size and prosperity of this 


industry depends upon sales to the 
ultimate consumer. 

It was therefore determined by 
the subcommittee that a careful 
background study should be under- 
taken before hearings were held or| 
legislation recommended. Volumi- 
nous factual data were gathered 
from the various governmental and 
industry sources. Statistics and 
other materials have been developed | 
by the subcommittee staff with 
regard to the following areas of 
inquiry: 

(1) Automobile bootlegging. 

(2) Phantom freight. 

(3) Factory-dealer relations. 

(4) Automobile installment 
credit. 


Also under consideration by the 
subcommittee are false and mis- 
leading advertising and other 
questionable practices which have 
crept into the field of automobile 
marketing. 

Because there are but five major 
automobile manufacturers in the 
United States, the positions of these 
manufacturers regarding the above 
areas of inquiry were easily avail- 
able. Extensive interviews between 
the subcommittee staff and the 
manufacturers representatives were 
held and much data were developed 
along these lines. 

It became apparent, however, 
that much diversity of opinion 
regarding the above problems was 
manifested by the approximately 
42,000 automobile dealers. 


It was maintained by most man- 
ufacturers that their particular 
dealers had nothing to complain 
about and that the committee heard 
only the voices of those few dealers 
who were unable to survive in the 
competitive American free-enter- 
prise system. The manufacturers 


| 





American’s Lewis 
Retires from Post 


Of Vice-President 


DETROIT. — Howard A. Lewis, 
for 30 years an executive of Ameri- 
can Motors Corp. and its predeces- 
sor companies in 
the automobile 
and appliance 
fields, has retired 
as vice-president. 

President 
George Romney 
said Lewis, who 
continues as a 
director of the 
corporation, will 
serve as special 
advisory counsel 
Howard A. Lewis in export and fi- 
nance matters and on subsidiaries. 

Lewis’ responsibilities at Ameri- 
can Motors included direction of 
finance, plus the export operations 
of all. divisions and direction of 
subsidiaries of the corporation. 

Lewis was with the McGraw 
Publishing Co. as a business and 
finance specialist when he joined 
Kelvinator Co. in 1926. He became 
its treasurer in 1928. 

When Kelvinator and Nash Mo- 
tors Co., merged in 1937, Lewis be- 
came treasurer of the new corpora- 
tion and in 1939 was elected vice- 
president. Upon the merger in 1954 
of Nash-Kelvinator and Hudson Mo- | 
tor Car Co., he became vice-presi- | 
dent of American Motors. 





repeatedly claimed that this repre- 
sented only a small fraction of the 
total of 42,000 dealers. 


* * x 


ARTIALLY because of this con- 

flict of opinion and partially 
because the subcommittee felt it 
should develop firsthand informa- 
tion, the subcommittee prepared 
and sent questionnaires directly to 
each automobile dealer insofar as 
this was possible. This was done in 
September, 1955. 


As of Jan. 1, 1956, the subcom- 
mittee has received approximately 
19,500 returns. For purposes of 
tabulation, the first 19,113 question- 
naires returned constitute the entire 
sample. 

The subcommittee feels that this 
is the most complete expression of 
dealer opinion that has ever been 
collected and is possibly the largest 
percentage of questionnaire returns 
ever received by a congressional 
committee on a voluntary basis. 

A large part of this surprisingly 
strong response may have been 
due to the fact that the subcom- 
mittee assured the dealer that his 
identity would be kept in strictest 
confidence, and the dealer was 
requested, but not required, to 
sign the questionnaire. 

The subcommittee feels the fail- 
ure of nearly one-fourth of the 
dealers to sign the questionnaire, 
although they were interested 
enough to complete and return it, 


|has significance. 


The subcommittee has conducted 
a series of spot checks in various 
sections of the United States in 
order to supplement the results of 
its questionnaire with personal 
interviews. Fear of retaliation by 
factory zone and district sales 
Managers has been mentioned 
many times by dealers in these 
personal interviews. 

It should be noted that generally 
the questionnaire is divided into 
four types of questions as follows: 
(a) Whether or not the dealer feels 
that there is need for congressional 
study or Federal legislation (ques- 
tion 1); (b) dealer classification— 
the make of automobile, size of 
community, whether suburban, 
length of time a dealer, etc. (ques- 
tions 2, 3, 4, 5, 6, 7, and 18); (c) the 
dealer’s opinion regarding the 
necessity for legislation presently 
proposed and pending in the House 
of Representatives (questions 12, 
13, 15, 16, 17, and 19) and (d) ques- 
tions designed to allow the dealer 
to comment on conditions in the 
automotive industry (questions 8, 
9, 10, 11, 14, and 20). 


* * * 


ror purposes of correct statisti- 

cal analysis and cross-analysis, 
answers for each questionnaire 
were compiled on punchcards allow- 
ing tabulation by machines. 

It should be noted in this con- 
nection that question 20 and part 
of question 10 require discretionary 
grading and could not be properly 
analyzed in this manner within the 
time allotted. 

However, because of the impor- 
tance of question 20, a fair sample 
of these will be printed in full in 
the appendix of this report. Ques- 
tion 10 will be analyzed at a later 
date. 

It should be also noted that 
question 3 is omitted at this time 
because of faulty mechanical tab- 

(Continued on Page 36, Col. 1) 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


™ 7 |. Fair and equitable contracts between manufacturers and dealers in 
a motor vehicles, parts and accessories; 


§ 2. Every dollar of — and oil taxes, collected by states and federal 
governments, appliéd to the building and maintenance of highways; 


§ 3. Guard the precepts of individual freedom, which made the U. S. A. | 
great and gave its citizens more of the better things of life than anywhere | 
else in the world. 


Need for Excise Cutbacks 
Greater This Year 


Springtime, as a rule, brings many favorable conditions | 
to the automotive trade—not the least of which is a business | 
upturn occasioned by the get-out-and-go weather. 

Such an upturn would seem to be particularly welcome 
this year, from the looks of the current market and the| 
ee inventory reported by AUTOMOTIVE News for Jan. 

oa 

Spring would perform another good deed for the trade, 
however, were it to signify the long-promised and just as 
long-postponed cutback in Federal excise taxes on new 
ears, trucks, parts and accessories. These levies are once 
again scheduled to return to their former levels on Apr. 1. 

Possibly because of the lush years enjoyed by the auto 
industry since the war, Congress has been inclined to shrug | 
off the repeated appeals of the Automobile Manufacturers | 
Assn. and NADA for excise tax relief. But the very language | 
of the excise tax in the Federal statute confirms that even 
the lawmakers find the present tax rates too high to make 
permanent. 

Congress wrote the Revenue Act with a clear designation 
of Apr. 1 as the date for reducing automotive excises. The 
Apr. 1 date is part and parcel of the law; thus, no Congres- 
sional action is needed to effect a reduction because the law | 
clearly provides when it is to take place. Congress can only 
delay the cut, as it did in 1955. 

Obviously, even a tax-minded Congress was unwilling to 
let the 10 percent excise on cars and 8 percent on trucks, 
parts and accessories stand rigidly on the books. The April 
cuthack date, “passed over” last year, is coming up again 
and will bear fruit unless Congress repeats its postpone- 
ment action. 

Too much cannot be said by AMA and other industry 
spokesmen about the essentiality of the motor vehicle indus- 
try. Last year’s phenomenal sales of vehicles and equally | 
impressive turnover of replacement parts and accessories | 
testify to the absolute indispensability of this industry in| 
the national economy. That motor vehicles should be taxed | 
like jewelry in the year 1956 is folly, indeed. 

Timing becomes the crux of the matter. The potential 
spur to the market in letting the tax cuts take effect as 
scheduled calls for a more-than-token effort by the industry | 
where it counts—on Capitol Hill. 








AUTOMOTIVE NEWS, JANUARY 23, 


’ 


1956 


Events 


Dealer Conventions 


Jan. 28-Feb. | — 39th Annual 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 
Washington, D. C. 


Feb. 27 — Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans, 
La. 


May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 


May 26-28— South Caroiina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 


June 25-27 
Dealers Assn., 
Mich, 


National 


Michigan Automobile 
Hotel Olds, Lansing, 


June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul, Minn. 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 


Oct. 21-23—Florida Automobile Dealers 
i Fort Harrison Hotel, Clearwater, 
a. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, O. 


* * + 
Dealer Auto Shows 


Jan. 21-28—Baltimore Auto Show, 
Regiment Armory, Baltimore, Md. 


Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 


Jan. 21-29—Des Moines Auto Show, Vet- 
erans Memorial Auditorium, Des Moines, 
la. 


Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O 


Jan, 25-29—San Diego Auto Show, Elec- 
a Oa Balboa Park, San Diego, 
att, 


Jan. 28-Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y, 


Jan. 28- Feb. 5—Quad-City Autorama, 
Rock Island, Ill. 


Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 


Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex. 


Feb. 6-l11—Denver Auto Show, Coliseum, 
Denver, Colo. 


| 
Feb. 11-18 — Milwaukee Auto Show, Mil- | ° 
waukee Arena and Auditorium, Milwau- Continentals on Block? 


kee, Wis. | A printed report 
Feb. 12-19 — Lansing Auto Show, Civic | News, Jan. 2) that a Continental 


Center, Lansing, Mich. 
ies -iieii se ‘ . o> | Mark II was offered for sale at a 
. 18- etroit Auto Show, Michigan | used-car auction is in error. 


State Fair Grounds, Detroit, Mich, | vate 
Feb. 19-25—Syracuse Auto Show, Onon- The Continental Division and 


daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-l1—Spokane Auto Show, 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas, 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans, 

April — Lewiston Auto 
Armory, Lewiston, Me. 

* * * 


General 

Jan. 13-Feb. 5—Sports Cars in Review 
Show, Henry Ford Museum, Greenfield 
Village, Dearborn, Mich. 

Jan. 19-24— General Motors Motorama, 
Waldorf-Astoria, New York, N. Y, 

Jan, 23-25 — i5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Jan, 3I—Mid-Winter Luncheon, Automo- 
bile Old Timers, Mayflower Hotel, 
Washington, D, C. 

Feb. 4-12 — General Motors Motorama, 
Dinner Key Auditorium, Miami, Fla. 
Feb. 6-9 — Automotive Accessories Manu- 
facturers of America Exposition, Navy 

Pier, Chicago, Ill. 
Feb. 12-26—NASCAR Speed Weeks, Day- 
tona Beach, Fla. 


Fifth 


Letterbox 


letters but you may sign your name 


the interest of Continental owners 
| that the sale and resale of the car 
be followed closely. 

As a result of efforts in this di- 
rection, we feel certain that no Con- 
tinental has yet been offered at a 
|used-car auction. In a few in- 


Coli- 


Show, Lewiston 


| substantially in excess of the 


| recommended list price. 


table, it does attest to the substan- 


T. McCuure, sales manager, Con- 
tinental Division. 

Epiror’s Note: No doubt Ford 
and Continental make sincere 
efforts to keep. Continental off 
auction blocks, but auction oper- 
ators assure us that actual sales 
have been made at auctions. Re- 
port to which Reader McClure re- 
fers was at Minneapolis auction. 

Owner Warren F. Smith says 
car did not actually go over 


30 Years Ago... 


The Big Stories 


Motorists will have about 5,900 more miles of concrete road to 
travel over during 1926 than they had in 1925. Added to the 31,700 
miles built in previous years, there are now approximately 37,600 
miles of, concrete on the highways in the U. S. outside the limits of 
villages and incorporated cities. 

Glass, which it is said can be bent or broken without splintering 
and which will bounce if thrown on the floor, has been invented by 
an Austrian chemist and will be manufactured in England for use 
in automobiles. 

Presence of tetraethyl lead in commercial gasoline is no barrier to 
its sale and use, a special committee appointed to study the subject by 
Surgeon General H. S. Cumming of the Public Health Service has 
decided. The probe of ethyl gasoline was ordered by the surgeon 
general after the death of five workers at the Standard Oil plant, 
Bayonne, N. J. 

An automobile manufacturing corporation capable of producing 
5,000 cars annually is being formed at Leningrad, Russia, the Depart- 


ment of Commerce announced. 
—From the files of Automotive News. 


‘Substantial Demand ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


(AUTOMOTIVE 


|Ford Motor Co. feel that it is in| 


stances, Continentals have ap-| 
| peared on used-car lots at a price | 


Although this situation is regret- 


tial demand for the car—Dovuc.as | 


"Why all this talk about ‘57s? Unless we get 
through the ‘56s we won't be here for the "57s!" 


2 


with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


block, but that a new-car dealer 
| from Phoenix bought the car on 
| Dec. 21 in a private deal at the 
| auction for $8,470. Car then was re- 
ported run over the block at Ama- 
rillo with no bids. Last reported 

at Los Angeles Auction. 

However, Operator Joe Briley, 
| of Greater Chicago Auto Auction, 
| reports two-actual sales of Con- 
| tinentals across his block. First 
brought $9,300 on Dec. 1, and went 

to Benton Motor Sales, Decatur, 
| Ill. Next went for $8,000 on Jan. 5, 
to Rank & Son, a Milwaukee 
Dodge dealer. 


| * * * 


Of ‘Solar Batteries’ 


Lately you have probably been 
hearing and reading about the 
“solar battery,” since it has been 
widely publicized. As you doubtless 
know, this device changes the rays 
of the sun directly into an electric 
| current. High hopes are held for it 
|when it becomes more practical 
|and less expensive to operate. 

However, the name “solar bat- 
tery” may be a misnomer. The 
device is not a storage battery, 
but is instead a converter, which 
by itself will not function as a 
battery or produce any electrical 
energy. So, rather than call this 
device a battery, it should be re- 
ferred to as a converter. 

The converter functions only in 
the presence of sunshine or day- 
| light. If it is to be used as a con- 
| tinuous source of power, then some 
| means are necessary to store or ac- 
cumulate any excess electrical 
energy produced. For this purpose 
a storage battery would be needed. 

Since it functions only during 
daylight hours, it could not in any 
|}sense be used as an automotive 
| battery. 

It seems to me that a correct 
understanding of the nature of the 
device will do much to alleviate 
|confusion which may arise among 
automotive dealers and drivers be- 
cause of the widespread publicity 
given to the name “solar battery.” 
|—Orto H. Baver, research and de- 
velopment engineer, Bowers Bat- 
‘tery & Spark Plug Co., Reading, Pa. 


| 
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GLOBE HOISTS 
ARE DIFFERENT 


When you install a Globe Auto Hoist, you 
get the most for your money—and you get it first! 


Car servicing practices have changed—paced 
to the constant improvement in motor car design. 
Design “firsts” introduced in Globe Auto Hoists en- 
able you to do faster, better, more profitable work 
on today’s cars—yes, even equip you to service the 
cars of the future. 


It is a widely known fact in the servicing 
industry that Globe puts more grinding, polishing, and 
honing work into the making of each cylinder than 
you'll find in any other lift. This means that you get 
the most for your money in a Globe Hoist—precision- 
built quality which will pay out in long, dependable 
service. Auto Hoists are the only product of Globe’s 
factories—and for more than a quarter century, Globe 
has devoted its entire ““know how” and machine facil- 
ities to this one specialized product. 


GLOBE HOISTS 
ARE BEST 


Mirror-smooth cylinder walls... precision- 
fitted moveable lower guide bearings . . . long-wearing, 
trouble-free packings—rugged superstructures...every 
Globe Hoist comes to you with quality built into 
every component. Time after time, Globe-patented and 
pioneered “‘firsts” have set the pace in lift design. 


Years ago, Globe introduced a nation-wide 
Authorized Service Depot organization which brings 
installation and service to you, wherever you are. 


GLOBE PATENTS 


The world-famous principle of “Frame-Kontact” lifting was invented, 
patented, pioneered and licensed by Globe Hoist Company. It is 
covered by the following U.S. Patents: 2458986—2593630— 
2583635—2612344—2612355—2654443. Other U.S. and For- 
eign Patents issued and pending. In addition to the above, fifty-six 
other Patents mark Globe's leadership in the automotive lift industry. 


BP] THE BEST LIFT \@ 


as , 


Se LIe eae Se eae et LU 


PRINCIPLE 


This Globe development has revolutionized 
automotive Hoists, makes possible savings in 
servicing time up to 60%. 


BLADE RAILS AND FLUSH FLOOR 
INSTALLATION... 
eliminates floor 
hazards, provides added 
accessibility, improves 
spotting. 


QUICKLY ADJUSTED ROLLER JACKS... 
equipped with 

large roller bearings and 

sturdy side braces, pro- 

vide a new order of con- 

venience of positioning 

under rear axle. 


LOAD-COMPENSATING 
LOWER BEARING... 

located below end of 
plunger, this feature assures 
smooth travel, permits off-center 
loads, gives extra strong, “‘two- 
fisted” support. 


LOW OIL CONTROL... 

automatically stops the 
rising cylinder when oil supply 
becomes depleted. Prevents for- 
mation of airpockets. 


LONG-LIFE PACKING... 

another important principle pioneered by 
Globe, keeps oil in, dirt and water out. Perform- 
ance tests of 60,000 lifts under heavy loads, 
equivalent to 12 years normal use, prove trouble- 
free wear-resistance of Globe designed packing. 
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He said the general hearings 
probably will last several weeks, 
and then the subcommittee will go 
into specific industries, with the | 
railroads probably first. 


House Group to Probe pably fr 


“Turnabout 


By William Ullman 


Washington Correspondent 
a House Judiciary Monopoly subcommittee will open 
hearings in early February on charges that big-business| 
giants are dominating federally regulated fields like avia- 


tion, TV and radio, railroads 


Rep. Emanuel Celler, New York Democrat who is chair-| 
man of the subcommittee,?— 


says some of the regulated 


industries have become the 
“regulators” in many instances and 
his group is going to look into it. 

“The subcommittee will go into 
what I call monopoly by regula- 
tion,” he said. He added: 

“It was thought that when we set 
up the various regulatory bodies, 
these entities could be held in tow, 
but, unfortunately, in many in- 
stances the supposedly regulated 
became the regulators. 

“In instances there has been prac- 





IN A QUALITY CONTROL LABORATORY, chemical analyses, 
such as these, are run on every heat. Then... 





THE ANALYSES are telautographed immediately to the melter 
so he can add elements to meet customer’s requirements, 





Merger Report Readied 
"a report of the Senate Anti-| 
trust and Antimonopoly sub- 
committee, which is due about Feb. 
1, is expected to call for tightening 


Regulation’ 


This is the group before which the 
passenger-car manufacturers testi- 
| fied on mergers some months ago. 

The committee recommenda- 
tions concerning mergers are 
expected to suggest that the 
Federal Trade Commission be 
required to approve mergers in- 
volving more than $1 million in 
assets, and that FTC be given the 
same premerger injunctive au- 
thority as the Department of 
Justice. 


and power. 





tically no regula- 
tion of any conse- 
quence. The result | 
is a budding and | 
spreading monop-| 
oly.” | The senators also are expected to 
Asked if he | recommend that issuance of injunc- 
meant.that in|tions be made virtually automatic 
some cases he;|where FTC or the Department of 
thought the regu-| Justice thinks an antitrust viola- 
lated industries| tion is obvious. 
might be telling; It is not known, of course, just 
the Federal agen-| how — the automotive industry will 





William Uliman 
cies what to do, Celler answered! fare in the report, but it is believed 


on |it will be discussed only from the 





steel while it is still in the furnace, enable 
heat of high and uniform quality. 


on seeing that customers receive steel 
ticular requirements. 


of the Sherman and Clayton acts. | 


| merger standpoint and that the 
matter of factory-dealer relation- 
ships will be left to the Senate In- 
terstate Commerce subcommittee 
| headed by Senator A. S. Mike Mon- 
| roney, Oklahoma Democrat. 


| * * * 


*A Technical Error’ 


AXPAYERS aren’t the only ones 

who are confused by today’s 

complicated tax laws and rulings. 

Congressmen can get mixed up, 
too. When they provided for floor 
stock rebates on cars and trucks 
when excise taxes are reduced, the 
legislators made what the Treasury 
Department has politely called “a 
| technical error.” 

Tax laws, as every attorney 
knows, are full of subsections, 
and in writing the Excise Tax 
Reduction Act of 1954, Congress 
juggled the subsections around 
once too often. It accidentally 
provided for tax refunds on auto- 
mobile parts and accessories. 


Treasury tax experts pointed the 
error out in a 50-page report to the 
House Ways and Means Committee 
covering its recommendations for 
changes in the excise tax laws. 
They said that estimating the tax 
paid on large items like cars and 
trucks was no great problem, be- 





How much does quality weigh? In the photograph above, a test 
sample is being weighed for chemical determinations. Tests like 
this give our open-hearth operators a running check on molten - 


them to pour heat after 


In every department at Great Lakes Steel, from raw material 
docks to delivery of finished steel, the emphasis is on quality— 


that meets their par- 


Do you have a manufacturing problem involving flat-rolled steel? 


of our entire organization. 


A call to Great Lakes will make available to you the experience 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan © A Unit of 





District Sales Offices: Boston, Chieago, Cincinnati, Cleveland, Grand Rapids, Houston, Indianapolis, Lansing, 
Los Angeles, New York City, Philadelphia, Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 





cause each unit has a serial num- 
ber. 

But in the case of parts and ac- 
cessories, “many of which are very 
small,” Treasury believes that com- 
puting the tax already paid “would 
seem almost impossible.” Internal 
Revenue suggests that Congress 
straighten out its subsections, and 
exclude parts and accessories from 
the refund provisions. 

* * * 


Rebuilt Parts Defined 


oe suggestions also in- 
cluded the overturning of the 
Frigidaire case which permits man- 
ufacturers and retailers to apply 
for refunds of part of the excise 
taxes when they incur servicing 
costs. Congress was asked to over- 
rule the court’s interpretation and 
to do so retroactively to bar re- 
funds, which already total $55 mil- 
lion. 

Full agreement was reached by 
the tax staff on what constitutes 
“rebuilding” of auto parts, which 
is taxable, and what constitutes 
“reconditioning” and “repairing,” 
which are nontaxable. In general, 
rebuilding now refers to rebor- 
ing or other machining, rewind- 
ing, and comparable major opera- 
tions performed on used parts 
offered for sale. It doesn’t matter 
whether the rebuilt parts are for 
sale separately or as part of a 
used car for sale. 

Reconditioning means the mere 
disassembling, cleaning and reas- 
sembling of a variety of used parts, 
such as carburetors, fuel pumps, 
water pumps and distributors. 

Repairing refers to the restora- 
tion of an owner’s part to usable 
condition, no matter who performs 
the operation. 


During excise tax hearings last 
year, witnesses complained that in 
restoring a used generator, only the 
armature was rewound. The excise 
tax should therefore be charged on 
the armature alone, they claimed. 


Treasury went along with this 
and published a ruling holding that 
only the armature would be taxable. 
But now, the whole problem will be 
reexamined, and the Treasury re- 
port hinted that there are good 
reasons for reversing the Govern- 
ment decision and taxing the whole 


generator once more. 
cS * ok 


Fallon Combines Road Plans 


4 yy new highway bill of Rep. 
George H. Fallon, Maryland 
Democrat, is an omnibus measure 
calling for an aggregate $34 billion. 

In the one bill, Fallon has com- 
bined the regular biennial Federal 
aid program and a special 12-year 
interstate program involving $24 
billion in expenditures. 

The Fallon proposal includes 
stepping up the ratio of Federal 
to state aid on the interstate sys- 
tem from 60-40 to 90-10. Other 
Federal aid to states would re- 
main on 2 50-50 basis. 

The bill includes no financing 
provisions. This year the problem 
of how to pay for the roads will be 
left to House Ways and Means 
Committee. 

* 7 


Excise Boosts Proposed 


HE automotive excise tax in- 

creases proposed in the highway 
building bill introduced by Rep. 
John Dempsey, New Mexico Demo- 
crat, would affect trucks, trailers, 
buses, gasoline, tires and tubes as 
follows: 

Trucks, trailers and buses would 
be jumped from 8 to 10 percent. 
The gasoline levy would be lifted 
from two to three cents a gallon. 
Tires would be hiked from five 
cents a pound to 8% cents and the 
tube boost would be from nine to 
12% cents a pound. Passenger cars 
and accessories were not included 
for taxation. 

Dempsey has been reported as 
saying he thought the Fallon 
highway bill of the last session 
was “entirely too rough” on the 
trucking industry. 

Meanwhile, the National Tire 
Dealers and Retreaders Assn. has 
reiterated its support of an inter- 
state defense highway program, but 
has declared it will continue to be 
“completely and unalterably op- 
posed to any tax on retreading, 

tread rubber or any tax connected 
with retreading.” 


Cooke Shifts to Buick 
Jim Cooke Buick has opened in 
New Albany, Ind. The dealer is 
James W. Cooke, formerly sales 
manager of Thurston Cooke Ford, 
Louisville. 
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Meeting the Practical Problems... 
Case Histories of a Salesman 


| were willing to walk out with- 


Eprtor’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

cd ok ok 


Dear Ed: 


oo I'd like to tell you 
about the “silent treatment” 











I once received from a couple | 
who came to see 

me about buy- re 

ing a new car. fr ‘ 

After about i 
two minutes, I a 
realized that I’d a : — 
have to do all = { 
Well, we strug- 3 4 P 
gled through a 
brief qualifica- (Z 
tion and an } be 
abbreviated pre- a 
sentation and Bert Simons 
proceeded to my closing office 
for some facts and figures. 
ing a specific model and certain 
accessories, plus having their 
tradein appraised, I came to the 
important figure of how much it 
would cost to drive the new car 
home. 

I told the man it would take 
$1,825 and his old car. He looked 
Head of Dodge 

” 
Manufacturing 

DETROIT.— Promotion of Fred 
M. Glassford from works manager 
of the Dodge main plant to manu- 

facturing man- 
ager of the Dodge 
division was an- 
by M. C. Patter- 
son, car opera-| 
tions manager. 

Glassford will) 
direct all manu- 
facturing opera-}| 
tions, including 
production, plan-| 

F. M. Glassford ity control, indus-| 
trial engineering and plant! 
protection. 

Following his advancement, he 
announced in turn the appointment 
of George H. Stover as works 
manager of Dodge. 

Stover formerly was planning 


the talking. 
After the usual routine of pric- 
Glassford Named 
nounced last week 
oe Pe» ning, traffic, qual- 
director. He now will supervise all 





G. H, Stover E, W. Engel 
production operations, including 
Plant engineering and master- 
mechanic activities. 

The new planning director is 
Elmer W. Engel, who will be in 
charge of all planning operations, 
including production planning and 
scheduling, material control, mate- 
rial handling and traffic activities. 
He previously was planning super- 
visor. 


Purolator Absorbs 
Michigan Firm 


WAYNE, Mich.—Shareholders of 
Industrial Wire Cloth Products 
Corp., maker of automotive air 
cleaners, have approved a _ reor- 
ganization under which their com- 
pany, at the end of January, will 
become a wholly owned subsidiary 
of Purolator Products, Inc. 

Completion of negotiations was 
announced jointly by James D. 
Abeles, Purolator president, and 
Frederick A. Vollbrecht, president 
of Industrial Wire Cloth. 

No changes are contemplated in 
the name or management of Indus- 
trial Wire Cloth and its three plants 
located at Wayne, Dearborn, and 
Petersburg, Mich. 











at me and then at his wife and 
started to get up to leave. 


I felt that at least they could 
say, “no thanks,” or “I'll think 
it over.” But they said nothing. 


So I decided to get a little 
tough. I said, “It appears you’re 
not happy with my offer. I'd like 
to know why. Is it me, or is it 
the figures or is it that you 
don’t really want to buy a new 
car at any price?” 

* * ra 


ELL, ED, that last remark 
got me a response. 

The fellow said, “Look, Bud, 
we want a new car and we want 
it bad. We’ve shopped three 
other places and your price 
difference is higher than one and 
lower than the other two. We'd 
be signing an order by now if 
your price were $1,775, but you 
said $1,825” 

“Mr. Jones,” I said, “do you 
mean to tell me that we are 
that close to a deal and you 








LYON 


METAL PRODUCTS, INC. 
General Offices: 

190 Monroe Avenue 

Aurora, Illinois 

Factories: 





out saying a word?” 

I asked him to sit down for 
a moment and told him, “Mr. 
Jones, every dealer in this line 
handles exactly the same car and 
pays the same price for it. The 
way it is made is the manufac- 
turer’s job, but the way it is pre- 
pared and serviced is up to the 
dealer. 


| 


* * * 
| “WHEREFORE, it’s up to the 
dealer to see that your car 
is in perfect shape when you 
buy it and to help you keep it 
in that shape as long as you own 
it. 

“That means a good service de- 


|Schumann, Houston Buy Deal 


| G. A. Schumann, and T. G. Hous- 
|ton have purchased Boening Motor 
Sales (Ford), Fredericksburg, Tex. 
The firm will operate as Schumann- 
Houston Motor Co. 





Aurora, Illinois 


York, Pennsylvania 


A PARTIAL LIST OF LYON STANDARD PRODUCTS 


partment. And it costs money to 
maintain a good service depart- 
ment. 


“If a dealer offers to sell you 
this car for less money, it 
means that he is cutting cor- 
ners somewhere. You may 
think you’re saving, but you'll 
pay out the difference one way 
or another. 


“I can promise that you'll be 
satisfied if you buy this car from 
me. Here’s why: At my price of 
$1,825, we can realize a fair 
profit. Consequently when you 
come in for service, we can give 
you what you need.” 

* * * 
THEN took Mr. and Mrs. 

Jones out to the service de- 
partment and introduced them to 
the service manager as potential 
buyers. 

The service manager said, 
“Well, Mr. and Mrs. Jones, when 
you buy your new car from Mr. 
Simons, he will put you in our 
hands. It will be up to us to 
keep you happy and we take 
lots of pride in our work.” 

The result: Mrs. Jones said, 
“Tt looks like you and your serv- 
ice department have won. Let’s 
write the deal.” 

—Bert Smons. 


13 
Plymouth to Build 


Cars in Enlarged 
Del. Tank Plant 


DETROIT.—Chrysler Corp.’s Del- 
aware Tank Plant, Newark, Del., 
will be nearly doubled in size and 
converted to the production of 
Plymouth cars when its current 
tank contract is completed in May, 
according to L. L. Colbert, corpor- 
ation president. 

Colbert said the plant, which 
will have a capacity of about 5,000 
cars a week, will be the corpora- 
tion’s first assembly plant in the 
east and will be the company’s 
largest single installation outside 
Michigan. 

In addition to final assembly op- 
erations, the plant also will build 
Plymouth bodies. Automotive 
production is scheduled to begin 
early in 1957. Employment will be 
about 5,000 on a two-shift basis. 

Colbert said 632,000 square feet 
of floor space will be added to the 
main manufacturing building 
which now covers 888,000 square 
feet. It will be Plymouth’s fourth 
final assembly plant. Others are 
located in Detroit, Evansville, Ind., 
and Los Angeles. 









FOR AUTOMOBILE DEALERS 


® From original, space-saving floor plan to actual placing of parts . 
—your Lyon Automotive Distributor is prepared and qualified to 


do the entire job. 


He will make a complete floor plan utilizing your space to the 
best possible advantage—dismantle and refinish present units—erect 
and install present and new equipment—label all bins—place iden- 
tifiable parts in proper sequence throughout the entire system. 

You save space, time and money by having this work done by 
qualified experts. Your Lyon Automotive Distributor is familiar 
with every car manufacturer’s requirements. 


Write for catalog and name of your nearest Lyon Distributor 















I go for the new Chevrolet 


I go for the new Pontiac 


I go for the new Oldsmobile 


I go for the new Buick 


I go for the new Cadillac 
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DELCO “FAVORITE STATION” FEATURE : 


combines Wonder Bar tuning with five pushbuttons for favorite station selection. 


AS ADVERTISED IN THE SATURDAY 4! 
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Start five people talking about the fabulous 
new General Motors cars for 1956 and you’re 
sure to have an argument about which is best! 
But on one thing they agree—one thing now 


available on any General Motors car for ’56— 
the Delco Wonder Bar Radio. 


And why is the Delco Wonder Bar the mark of 
a modern auto radio? Because the lightest touch 
puts the magic of electronics to work finding 
the nearest radio station . . . wherever you 
drive ... and tuning it with electronic 
accuracy .. . automatically. 


Another touch on the bar changes stations, one 
after the other, all the way across the dial. 
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You need never take your eyes from the road 
to tune the Delco Wonder Bar Radio. And, 
for extra safety, it’s available with foot control 
for toe-tip tuning. Of course, you still have 
pushbuttons for “favorite station”’ listening in 
your home area. 


When you make your choice of the 1956 
General Motors cars, ask your dealer to demon- 
strate the Delco Wonder Bar Radio. Remember: 
by any name, if it is on a General Motors car, 
it’s the Delco Wonder Bar Radio. Delco Radio, 


Division of General Motors, Kokomo, Indiana. 


WORLD LEADER IN AUTO RADIO 


ZpEVENING POST JANUARY 21 
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A GENERAL MOTORS VALUE 
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| ured and thus the wall thickness utilizes a %-hp motor, has suffi- 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


pestlrombageores applications for 
valve rotation in passenger-car 
engine design are expected to fol- 
low announcement of a radically 
new rotator mechanism early this 
year. Cost thus far has been the 
prime factor discouraging wide- 
spread usage in this field, since, 
after years of debate and contro- 
versy, the beneficial effects of rota- 
tion have been recognized by the 
majority of engine designers. 
Many commercial vehicle and 
tractor engines already use posi- 
tive rotators to increase valve 
life. Despite continued interest 
and many engineering test pro- 
grams, the cost deterrent has 





ruled the idea out when passen- 
ger-car makers came to a point 
of decision concerning produc- 
tion usage of rotators. s 

In the near future, the “cost bar- 
rier” will become less °f a factor— 
since a major supplier reportedly 
is preparing to offer the industry 
a simplified rotator design that 
may slash the cost by 30 to 50 per- 
cent. 

* * * 

Transistors Progress 


Toward Industrial Use 
ET the development of 


are widespread, control engineers 
already are finding applications 
where the transistor’s properties 
can be utilized to advantage. Two 


experimental designs by Westing- | 


house engineers give an indication | 


of future possibilities. 
In the metal-working industry, 
many operations require a device 


as an infra-red sensing device, and 
also uses transistors in the ampli- 
fying circuit. It can be used in an 
application where a metal object at 
700 degrees F or more must be de- 
tected and a signal transmitted to 
indicate that presence. 

One example is in the rolling of 
steel tubing: With a specified vol- 
ume of metal to start with, and a 
constant outside diameter, the 
thickness of the tube wall can be 
determined by tube length. If the 
pipe is rolled with too thin a wall, 
the pipe will be longer than aver- 





with the ability to sense the pres-| 
ence of hot metal. A new hot-metal | 
detector utilizes a photo-transistor| 


is determined. 

Advantages claimed for such a 
transistorized hot-metal detector 
over previous photo-electric 
equipment are increased sensitiv- 
ity to infra-red radiation and in- 
herent ruggedness in such severe 
applications. 

An experimental constant-current 
motor control uses static, semi- 
conductor elements, mainly transis- 
tors and silicon diode rectifiers. 


| Such a control might be used for 


age, and conversely, if the wall is) 
too thick, the tube will be shorter. | 


By placing several hot-metal detec- 


transistors is not yet at the|tors at specified distances apart, 


stage where industrial applications 


| the length of the pipe can be meas- 


maintaining constant horsepower 
on a steel mill reel drive. In an ex- 
perimental model 


shunt motor is used as a driving 
motor. 


The voltage drop across a shunt| 


in the d-c armature circuit provides 
a signal proportional to armature 
current. This signal is fed to the 
regulator, which automatically ad- 
justs the shunt field of the d-c 
motor to maintain constant arma- 
ture current and thus constant 
horsepower. In addition to the ad- 


vantages that accrue because of | 


the all-static nature of this con- 
trol, the regulator is also extrémely 
small and has rapid response. 

The experimental model, while it 














Fred L. Beelby, former 
vice president, Studebaker 
Sales Co., Chicago; 
former general manager 
Cool Chevrolet Co., 
Rochester, New York. 


How many hard-hitting salesmen, who know how to close, do you want? 
We find, train and deliver successful automobile salesmen every 30 days. 


We Trained 21 Men For Lathrop G. Hoffman 


In just 24 days, we interviewed, selected and trained 21 men for 


the three branches of Lathrop 


G. Hoffman, Calif., Studebaker 


dealer. Two months later, all were selling, one had been advanced 
to assistant sales manager and three to supervisors. 


Here’s Why Beelby Sales Techniques Succeed 


We teach your policies. Unlike any other method, Beelby sales 
techniques place strong emphasis on your policies. We require 


“Sales training by Fred 
L. Beelby is a sound in- 
vestment in building 
sales potentials.” 

— Lathrop G. Hoffman, 
Los Angeles Studebaker 
dealer. 


References 





Lathrop G. Hoffman, 1905 So. Figueroa, Los Angeles. 
Bank of America, Westwood Village, Los Angeles. 


8 hours of intensive study of your salesmanager’s policies, be- 


fore training begins. 


We will show your men how to defeat the over-allowance 
policies of your competitors, tactics that are threatening 
the solvency of this industry. 


Here’s The Payoff 


After graduation, we appraise strong and weak selling techniques 
of our men by actually observing their methods with prospects. 
How this is done is one of the secrets of Beelby training methods. 
All men are taught in groups in order to keep cost-per-man as 
low as possible and all classes are restricted to 25 to permit in- 
dividual attention to each man’s progress, 


Telephone or Wire For First Available Date In Your City 


Within 30 days after your order is accepted, we will select, train 
and graduate up to 20 men in your city. We are scheduling 
schools now in eastern cities. Telephone or wire today for first 


available date in your area. 


Bere.sy Institute of Salesmanship 


1705 No. Kenmore Avenue, Los Angeles 27, Calif. 
Telephone NOrmandie 2-1189 


developed by} 
Westinghouse, a %-horsepower d-c | 


cient capacity for motors up to 
| three hp. The same basic regulator 
j}also could be used for speed con- 
| trol. While still in the development 
| stage, this application indicates 
| that semiconductor devices have a 
| promising future in industrial con- 
| trol applications. 

* * * 
| 
For Added Safety: 
|Lock Those Doors! 


E’VE just had word on the first 

1956-model car accident in 
| which a door was reported to have 
popped open permitting ejection of 
the occupants. This car rolled over 
once (there was no other car in- 
| volved), and the right-front door 
swung ajar. 

The safety engineer who called 
| this report to my attention pointed 
out that “there may be a lesson 
here for people who are not in the 
habit of locking their car doors 
| while driving.” (You may recall 
previous warnings from _ vehicle 
safety engineers who advise that— 
for maximum protection against 
door opening — doors should be 
| locked from the inside.) 


When a car rolls over (and in 
certain accidents involving broad- 
side collisions), it is not uncom- 
mon for pressure or forces to 
impose on the handle or push- 
button in a manner that simu- 
lates normal actuation when a 
person opens the door to enter 
the car. 


Obviously, even the existing 
|Safety latches are of no help in 
| preventing door “popping” when 
| the handle is (in effect) “operated” 
| from outside the car and the latch 
|mechanism is disengaged permit- 
| ting the door to swing open in the 
| normal manner. 

| These so-called safety latches 
| are designed to resist fore-and-aft 
| separation of door from pillar when 
impact forces distort the body. To 
avoid misunderstanding, people in 
| the industry should take every op- 
| portunity to convey an accurate 
impression of this feature to the 
public—and explain that the new 
latches can’t possibly affect what 
happens when the handle is 
actuated. 


Kuteer Ca. Asks 
To Retain Status 


As Manufacturer 


WASHINGTON.—Henry J. Kaiser 
Co. has asked the Securities and 
Exchange Commission to rule that 
it will still be a manufacturing 
rather than an investment company 
after its proposed exchange of stock 
with Kaiser Motors Corp. 

If the ruling is not obtained and 
the proposed transaction is made, 
Kaiser Co. would be subject to the 
same strict SEC regulations as in- 
vestment companies. 

In its application, Kaiser asserted 
it should be exempt from SEC in- 
vestment company regulations be- 
cause it hasn’t and doesn’t propose 
to engage in the business of invest- 
ing or trading securities. 

The firm said it is engaged 
directly in the production of sand, 
gravel and concrete and that its 
subsidiaries will continue to be 
manufacturing concerns. 

A favorable ruling will clear the 
way for a reorganization of Kaiser 
enterprises, under which Kaiser 
Motor Co. will change its name to 
Kaiser Industries Corp., becoming 
= parent firm of Henry J. Kaiser 

‘o. 


Raybestos Names 
3 to Sales Posts 


BRIDGEPORT, Conn.—Raybestos 
division, Raybestos-Manhattan, Inc., 
has announced three promotions in 
its sales department. 

Jerome W. Brush jr., assistant 
sales manager of replacement sales, 
has been named to the new post of 
special products manager. David E. 
Cunningham, advertising manager, 
succeeds Brush, and Robert Calder- 
one, a sales representative, will take 
over Cunningham’s former duties. 

Brush joined Raybestos in 1941; 
Cunningham, in 1946, and Calder- 
one, in 1948. 





Baker Adds Packard 


Baker Auto Co. (Studebaker), 
Pawtucket, R. I., has been appointed 
a Packard dealership. 












Only 
Chevrolet Dealers have 


this hottest } An outstanding reason 
: a ; why you'll profit most 


: Nal of all hot products! with Chevrolet... 


- 


* a um America’s foremost 




























automotive franchise ! 





Mi Today, everybody and his brother know 


: the new 
it: The hot one’s even hotter! .. . 


> The public knows it. Car dealers in general 
; know it. And Chevrolet dealers in particular 
; know that their competitive position is 


stronger than ever! 





g 
Z For the new 1956 Chevrolet brings passenger 
. car buyers all the following major advances in 
t- addition to the many other fine features which 
: made the ’55 Chevrolet America’s favorite car: 
'S 

: 19 new models—all with bold new Moto- 
: ramic Styling—including two new 4-door 
- hardtops and two new 9-passenger station 
> wagons . . . the broadest, most brilliant 
: choice in Chevrolet’s field! 

Ss 


New wider, more massive grille... longer, 
sleeker, more rakish hood . . . luxurious 
new Contemporary Interiors . . . an almost 
unlimited variety of glamorous new color 
treatments! 


New excitement under the hood... V8 
or 6-cylinder engines with new high com- 
pression ratios . . . giving even greater power, 
even livelier acceleration, even more of the 
championship road-action for which Chevrolet 
is noted! 


ey ON eS oe 


Extra safety, extra driving-thrills in 
this Pikes Peak Record Breaker which pre- 
proved its performance, handling ease and 
nailed-to-the-road stability by setting a new 
world’s record for stock cars in the Pikes 
Peak run! 


' 
{ 


ae) 


All the automatic power servants that 
any buyer could ask! 


Think it over and we believe you'll agree: 
With this great new product, Chevrolet dealers 
have every reason to look forward to contin- 
ued leadership in passenger car sales in 1956. 
. . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 





You'll profit most with Chevrolet . . . America’s foremost automotive franchise 
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Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

America’s manufacturers, now 
faced with heavier competitive 
pressures than ever before in the 
nation’s history, can build their 
sales volume most quickly and most 
profitably by “expanding in depth,” 
according to Harold S. Barnes, 
director of the Bureau of Advertis- 
ing of the American Newspaper 
Publishers Assn. 


In a 36-page booklet entitled 
“The New Frontiers of Market- 
ing and Profits,” Barnes points 
out that since 1939, “companies 
have had to expand five times 
just to hold their own.” He noted 
further “the manufacturer who 
had three competitors before the 
war now has seven or eight all 
fighting tooth and nail.” 

This situation, Barnes says, “de- 
mands marketing in depth—work- 
ing the rich veins of gold in your 
best markets before you dissipate 
too much energy and money on 


low-grade ore. Sell and advertise 
where the most people already 
want to buy your product.” 

Marketing in depth—“fine-tooth 
combing” and dominating high- 
consumption markets—is achieved 
most economically and most prof- 
itably by a heavy market-by-mar- 
ket newspaper advertising pro- 
gram, Barnes said. 


To what he terms the misconcep- 


newspaper advertising is “too ex- 


of newspapers for your high-con- 
sumption markets.” 

Pointing out that “we’re not 
comparing the respective merits 
of television and newspapers,” 
Barnes said, “we’re merely show- 
ing what those television dollars 
would buy in newspapers in the 
same markets. And they'll buy 
something else—they’ll buy dom- 
inance over your competition. For 
very, very few national advertis- 





tion occasionally expressed that! 


pensive,” he answered, “Not if you} 
reserve the coverage and the impact | 


| 
| 


|tion and training: 





ers run schedules of even 16,000 | 
lines.” 
In 1954, he points out, only nine} 
individual products—five of them') 
automobiles — used 25,000 lines or) 
more per newspaper. Newspapers) 
therefore “offer the alert advertiser 
the opportunity to accomplish two 
important things at one time: Sat-| 
urate his best market, and com-| 
pletely dominate his competition in| 
those markets.” ; 
cd * 


ANA Workshop Jan. 26 


A full day’s session attended by 
Assn. of National Advertisers mem- 
bers only on advertising, recruit- 
ment, training and development, 
the first in a series of special work- 
shop sessions devoted to key adver- 
tising subjects, will be held Jan. 26. 
at the Plaza Hotel in New York. 

The sessions will cover four} 
areas: Recruitment for both im- 
mediate and long-range needs; 
selection: formal and informal 
methods, psychological testing, pat- 
terned interviewing, submittal of 
examples of work, record review, 
and reference checking; orienta- 
company and 
department policies, practices and 
objectives, agency help, formal lec- 
ture programs, discussion with 
company executives, and rotation 





CLEANS ° WAXES ° GLAZES 


in one easy application 


proofswithsilicones, and because thecleaner’s 


It’s a sales sensation—the new one-operation 


wax by Du 


kets! Specially formulated to 
beautiful new cars new 


Pont that’s swept all test mar- 
keep today’s 
looking, Du Pont 


New Car Wax gives you terrific sales possi- 


bilities. It waxes with paste wax—wea 





E. 1. du Pont de Nemours & Co. 


ther- 





(inc.,) S 


in the wax, it cleans as it w 
use as a liquid. Packed 12 to 
a limited time you pay for 0 
free can for easy, quick dem 
sale. 





tio 


pecialties Sales, Wilmington, Del. 





Plymouth Gets TV Award— 


Dr. Dwight L. Arnold, left, president, 
Ohio Education Assn., presents to R. M. 
Vaage, Plymouth Columbus district sales 
manager, the OEA Television Award plaque 
for sponsorship of ‘John Cameron Swayze 
News” as the “Plymouth News Caravan,” 
voted the adult show making the most 
outstanding contribution to education in 
1955. Betty Stautzenberger is chairman of 
the OEA radio-TV awards committee. 


of assignments, and development 
and motivation: planning man- 
power needs and succession, peri- 
odic measurements and appraisal 





axes. As easy to 
a case—and for 
nly 11. Use the 
onstration and 


of performance, communications, 
and motivation and financial. 
+ ok * 


Daily News Sets Mark 


The year 1955 saw the Chicago 
Daily News set an alltime high 
in total advertising linage for its 
80 years of publishing history. 

Total linage reached 22,288,875, 
or a gain of 1,973,313 lines over 
1954, the paper said. It also set a 
circulation record with a 12 
month average of 598,307 daily 
and 607,704 Saturday sales. 


Atlanta Plugs Industry 


A 28-page rotogravure automo- 
bile section in magazine form 
was published in the Sunday (Jan. 
22) issue of the Atlanta Journal 
Constitution. 

The special section was spon- 
sored jointly by the Atlanta Auto- 
mobile Dealers Assn. and the news- 
paper. 

Besides numerous ads by new- 
car dealers, the section featured 
in pictures and stories the new 
1956 model cars, local assembly 
plants, what the ladies like about 
the new cars, and other features 
pertaining to the industry. 

* * * 


S-P Signs Raymond 

Studebaker-Packard Corp. has 
signed stage, screen and television 
star Gene Raymond to act as host 
and narrator on the company’s 
television show, “TV Reader’s Di- 
gest.” 

The program, which is seen 
every Monday evening over the 
ABC television network, is spon- 
sored alternately by the Stude- 
baker and Packard-Clipper di- 
visions. 

The move to sign Raymond, ac- 
cording to the company, was in line 
with record advertising budget 
plans for 1956, which include a 60 
percent increase in television pro- 
moticn and market coverage. 

* 


Digest Circulation Reported 


The Audit Bureau of Circula- 
tions has reported the circula- 
tion of Reader’s Digest’s U. 8. 
edition for the period ended June 
30, 1955, as being 10,236,057 per 
issue. 

The Digest circulation con- 
sisted of 8,419,342 subscriptions, 
1,679,507 newsstand sales, and 137,- 
208 for “all other.” 

The two Canadian editions of 
the Digest (one in English, one 
in French) had a net paid ABC 
circulation, for the same six- 
month period, of 890,829. 

x * * 


Wade Joins Carborundum 


J. William Wade, formerly sales 
and advertising executive of Spirel- 
la Co. Inc., has been appointed 
assistant to the manager of the 
advertising branch of Carborun- 
dum Co. 

In his new position, Wade will 
assist in the development and ad- 
ministration of advertising and 
sales promotion programs for the 
company. 





* * 
New Divco Promotion 


Latest truck sales promotion 
folder issued by Divco Corp., De- 
troit, is one that opens up from 
its folded 5%” x8%” size to 22” 
216” with a two color illustra- 
tion of the “Dividend Series” 130” 
wheelbase truck Model 42. 

In announcing the promotion 
piece to Divco dealers, Roy H. 
Sjoberg, Sales vice-president, said 
the “folder contains an unusual 
underside view pointing up the 
numerous heavy-duty features 
normally hidden to prospects’ 
eyes.” 

The folder was created by AIll- 
man Co., advertising and market- 
ing counsel for Divco. 

* * * 


Allen Selects Cross 


Charles Anthony Gross Advertis- 
ing Agency, Miami, has been ap- 
pointed to handle all advertising 
and promotion for Don Allen Chev- 
rolet, Inc., according to an an- 
nouncement by Don Allen, presi- 
dent of the company. : 

The new program will utilize 
newspapers, radio, television, out- 
door and direct mail, and is ex- 
pected to get under way this 
month, according to Gross, who 


will serve as account executive. 
” 


x * 
|'BK&M Opens in Detroit 
| Burke, Kuipers & Mahoney, Inc., 
national publishers representatives, 
has opened an office in the Book 
| Bldg., Detroit. Ray Patterson jr. is 
manager of the new office. 
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Auto Personnel 





Charles C. LaRowe jr. and Robert 
W. Deatrick have been named to 
the executive staff of Couture Na- 
tional Car Rental System. At the 
same time it was said that the du- 
ties of Lawrence W. Raabe, assist- 
ant to the president, have been 
expanded to 
tions and advertising coordination. 

* * * 


CCC Appoints Greene 


Commercial Credit Corp. has an- 
nounced that Charles C. Greene has 
been appointed an executive vice- 
president in charge of its Coast 
territory with headquarters in San 
Francisco. Greene succeeds Frede- 
rick J. Henry who retires Jan. 1. 
Henry has been with Commercial 
Credit since 1918, Greene since 1930. 

a x an 


Oldsmobile Boosts Salermi 


To St. Louis Zone Chief 


Donald J. Salermi, formerly as- 
sistant zone manager, has been 
advanced to manager of Olds- 

. mobile’s St. Louis 
zone. He succeeds 
H. J. O’Connell, 
who now is Chi- 
cago manager. 

Although a 19- 
year employe of 
General Motors, 
Salermi served 
from 1948 to 1951 
with Chevrolet 
P dealerships in 
, Pueblo, Colo., and 
D. 5. Galeras St. Louis. He re- 
joined GM in 1951 and was Olds- 
mobile district manager in St. Louis 
before taking up assignments on 
the zone level. 

* * * 


Standard Products Execs 
Get Additional Duties 


Additional duties for five execu- 
tives of Standard Products Co. have 
been announced by J. S. Reid, presi- 
dent. 

Robert Grant, vice-president, also 
is operations manager; F. R. Val- 
pey, senior vice-president, is chair- 
man of management policy com- 
mittee; Wilber C. Nordstrom, pro- 
moted to manufacturing manager; 
Beecher B. Cary, research and en- 
gineering director, and Charles C. 
Hammer, treasurer, named to man- 
agement policy committee. 

* on * 


Buick Names Alquist 


Minneapolis zone office of Buick 
has announced that Cal Alquist has 
been named district manager in 
South Dakota. He will headquar- 
ter in Huron, S. D. 

* cd * 


Turco Names Horacek 


Appointment of Joseph Horacek 
jr.. as assistant sales manager of 
Turco Products, Inc., Los Angeles, 
has been announced. Horacek will 
specialize in sales personnel, sales 
training and new product develop- 
ment. 

He was with Hercules Powder Co. 
17 years. 





Kuntz Named Assistant Chief 


Of International Truck Sales 


Duane F. Kuntz has been named 
an assistant man- ees 
ager of motor 
truck sales in In- 
ternational Har- 
vester Co.’s motor 
truck division. 
Kuntz has been 
a regional sales 
Manager since 
1950 when he was 
placed in charge 
of the eastern 
region. In 1953, he 
was made south- 
west regional sales chief. He joined 
TH in 1926. 





D. F. Kuntz 


* 
Dewey & Almy Appoints 
Ferguson Vice-President 


Hugh S. Ferguson, president of 
Dewey & Almy Chemical Co. di- 
vision of W. R. Grace & Co., has 
been named executive vice-presi- 
dent in charge of the chemical 
group. 

At the same time, Alexander T. 
Daignault was elected executive 
vice-president of W. R. Grace & Co. 
The chemical group includes Dewey 
& Almy Chemical Co., Davison 


include public rela- | 


|Chemical Co., Grace Chemical Co., 
and Grace Chemical Research & 
| Development Co. 

* * * 


Electric Storage Battery 


| Appoints Trees to Post 


Henry R. Trees has been 
appointed assistant to the general 
| manager of the automotive division 
of Electric Storage Battery Co. 
Cleveland. 

He was vice-president and direc- 
tor of Carling Brewing Co. from 
1951 until recently. He was treas- 
urer of Cozier Container Corp. 
from 1944 to 1951. 


* * * 


|McNeill Gets New Title 


At Houdaille Industries 


Russell B. McNeill has been 
elected vice-president of adminis- 
tration of Houdaille Industries in 
Buffalo. He formerly was adminis- 
trative assistant to Ralph F. Peo, 
Houdaille president. 





Rand Corp., Hughes Aircraft Corp.|tric Storage Battery Co. has been 
and International Business Ma-| elected a vice-president of the com- 





chines Corp. Currently he is a| pany. 


special consultant on logistics to 
the Air Force. 


* * * 


Dale Appoints Kramer 


and personnel service, has named 
Gerard M. Kramer vice-president 
in charge of operations. He former- 


Dale organization. 
* * * 


Ford, duPont Economists 
Named to NICB Forum 


John Sinclair, president of the 
National Industrial Conference 
Board, has announced two appoint- 
ments to the board’s 1l-man eco- 
| nomic forum. 
| They are Ira T. Ellis, economist, 
|E. I. duPont deNemours & Co., 
and George P. Hitchings, manager 
'of Ford Motor Co.’s 
analysis department. 

= * * 


Smith Now Vice-President 
| Of Electric Storage Battery 





ly headed Commercial Investiga- | ™anager, 
gations Bureau, now part of the|cePptance Corp. has been named 





He will continue to head the au- 
tomotive division, with headquar- 
ters at Cleveland. 

ed * + 


Dale System, Inc., store shopping |GMAC Shifts Casey to N. Y.; 


Hull and Hervey in Texas 


Allan M. Casey, southwest region 
General Motors Ac- 


assistant branch 
operation mana- 
ger in the New 
York executive 
offices. 
Succeeding Ca- 
sey as regional 
manager is Deryl 
Hull who, for the 
past 10 years, has 
been manager of 
the Dallas branch. 
H. Auvin Hervey, 


A. M. Casey former San An- 


economic!tonio branch manager succeeds 


Hull. 


* * * 


Holmes to Safety Group 
Harold Holmes has been ap- 


D. Nevin Smith, general manager | pointed midwestern regional repre- 
McNeill has been associated with| of the automotive division of Elec-|sentative of the Inter - Industry 





Highway Safety Committee, Wash- 
ington. He formerly did safety 
work at South Dakota State Col- 
lege. 

* * * 


Franklin Promoted 


J. B. Franklin has been named 
administrative assistant to the man- 
ager of Electric Auto-Lite Co.’s 
Syracuse division. He has been with 
Auto-Lite since 1946. 


* * * 


Regan Named to Board 
T. W. Regan, sales manager of 
General Box Co., DesPlaines, IIL, 
has been elected a director of the 
company. He has been a vice-presi- 
dent of General Box since 1949, 
” ~ * 


Whitmore Joins Anchor 


D. E. Whitmore, former assistant 
manager of plant engineering for 
Studebaker, has joined the sales 
and engineering staff of Anchor 
Steel & Conveyor Co., Dearborn. 

* ~ + 


Roosevelt in New Job 


Vernon M. Roosevelt has been 
appointed assistant sales manager, 
automotive division, Motor Prod- 
ucts Corp. He formerly was in 
charge of defense sales for the 
company. 








In Chicago, it takes 2— 


fo put your story over in '56 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 





CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 








Once again Plymouth leads the way... 
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GREATEST 
SALES-MAKER 
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in Automotive History... 
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Every car owner in the country will see the BIG NEWS (Yes, entrants’ will be good prospects, because to enter 
about Plymouth’s sensational BIG MONEY, BIG PRIZE Plymouth’s $150,000 Lucky Motor Number Sweepstakes 
contest . . . built to bring into Plymouth dealer showrooms they must prove that they own a 1950 or later model 
the greatest number of car-buying prospects in the U.S. car—any make.) 


The public will see it and read about it in 1 Newspaper advertising coast to coast 
2 Factory-paid full-page ad in the POST 


3 Factory-paid network TV 

4 Factory-paid network radio—both NBC and CBS 
5 Billboards across the country 

6 Factory-paid direct mail to 2,000,000 car buyers 







Every car owner in every Plymouth dealer’s sales area will be asking 
Does my car have a lucky motor number? 


He can win tremendous FREE CASH AND TRAVEL PRIZES... in 


PLYMOUTHS 
$150,000 


Lucky Motor Number 


SWEEPSTAKES 


1st prize...50,000 cash 


2nd prize...All-expense-paid trip around 
the world for 2 by air... plus $5,000 cash! 


3rd prize...65,000 cash...4th prize, $2,500 cash 
5th prize...$1,000 cash...plus 780 other cash prizes up to $500 


It’s the world’s easiest contest . . . nothing to buy . . . nothing to guess . . . nothing 
to solve! Here’s all a car owner does to enter— 


1. If he owns any make, any model, 1950 or newer, he takes owner’s card, title or 
registration certificate—any proof of ownership bearing motor or serial’ number— 
to any Plymouth dealer. 


2. Copies his car’s make, year and motor number, with his name, address and tele- 
phone number, onto a free entry blank. That’s all there is to it! There’s no obligation 
of any kind. 


It’s Plymouth’s way of celebrating the runaway success and record-breaking sales 
of the fabulous all-new Plymouth ’56 . . . biggest car of the low-price 3 . . . only car 
in the field with magic PUSH-BUTTON DRIVING .. . plus terrific new power for 
wildfire rapid getaway and split-second, safer passing. 


STARTS JANUARY 17...ENDS MARCH 10 


EVERY PLYMOUTH DEALER WINS WITH AMERICA’S GREATEST SALES 
SWEEPSTAKES FOR THE GREATEST CAR IN THE LOW-PRICE 3! 














FLOOR MACHINE—The 31-inch MC-31 
floor machine has a brush covering area 
of 855 square inches and will polish 
10,000 square feet of floor area in 30 
minutes, it is claimed. Equipped with a 
1Y% horsepower, 115-230-volt AC motor, 
the machine weighs 156 pounds. The 
brush assembly, consisting of four 12-inch 
diameter brushes mounted on ball bear- 
inged plates, rotates at 158 r.p.m. caus- 
ing free turning brushes to rotate at half 
speed in the opposite direction. Multi- 
Clean Products, Inc., 2277 Ford Parkway, 
St. Paul 1, Minn. 





REAR VIEW MIRROR—The See-All Pano- 
ramic mirror, designed to clip on the 
inside mirror of all cars, enables true re- 
flection of rear traffic in non-glare mirror 
glass. Measuring 14 inches across, it is 
said to give moximum all around vision 
through wraparound car windows. Sta-Dri 
Products Co., 147-47 Sixth Ave., White- 


stone 57, Long Island, N. Y. 
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DRAFT CURTAIN—Built of a heavily 
coated fabric, Transwall installs on a 
single overhead track. Nylon rollers per- 
mit instant retractability, it is claimed. A 
curtain 20 feet wide is said to retract to 
only 2 feet. The unit is available in cus- 
tom sizes to suit individual needs. Bemis 
Bro. Bag Co., Transwall coated products, 
612 S. Fourth St., Minneapolis 15, Minn. 

eS « 


TAPPET GAUGE — An 11-blade gauge, 
each blade said to be bent at the proper 
angle for greatest ease in adjusting valve 
tappets on V-8 engines, has been mar- 
keted. Made of high carbon steel, the 
gauge features a lock nut, adjusting screw 
and permanent numerals. Kastar Automo- 
tive Products, 200-208 Lincoln Ave., New 
York 54, N. Y. a oe 


* 
Merix Anti-Fog Marketed 


In Plastic Spraybottle 


The marketing of Merix Anti-Fog 
in a non-breakable, non-spillable 
plastic spraybottle has been an- 
nounced by Merix Chemical Co., 
1021 E. Fifty-fifth St., Chicago 15, 
Ill. 


Merix Anti-Fog is said to prevent 
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fog-forming on inside of car win- 
dows, assuring clear vision. It is 
packed in 54 four-ounce units to 
the case, sub-packed in 9 by 6 bot- 
tles for jobber to dealer distribu- 
tion. 





| 
HAND SPRAY GUN — A multiple hand | 
spray gun, 22 inches long and weighing | 
1% pounds, has been developed for 
cleaning engines and other dirt-clogged 
mechanical parts. 
of the plastic hose keeps the hose sub- 
merged in solvent container. The fitting 
at the base of the pistol grip can be 
attached to any air compressor hose, it 
is claimed. Universal Lubricating Sys- 
tems, Inc., 749 Allegheny Ave., Oak- 
mont, Pa. 


* 
* 
7 
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AUXILIARY TANK KIT—An auxiliary tank 
kit, designed for heavy volume vacuum | 
cleaning of cars and general shop main- 
tenance in garages and service stations, 
has been marketed. The kit includes all 
attachments necessary to convert a stand- 
ard 30-gallon waste can into an auxiliary | 
tank, which is connected ahead of the) 
vacuum. The unit is easily interchangeable | 
with two or more cans and operates with 
any commercial cleaner, it is claimed. 


Premier Co., Dept. KP, 775 Woodlawn 
Ave., St. Paul 1, Minn. | 
* 7 . | 


ata 2 whe 
VALVE SPRING ae 
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VALVE SPRING INSERT — “Serrated” 
valve spring inserts, designed to restore 
valve spring tension, have been marketed 
in sizes to fit all popular models of cars, 
trucks and industrial engines. They are 
available for springs in service, type A; 
and for new springs, type B. Rich Mfg. 
Co., Battle Creek, Mich. 








TRAILER-BOAT 
comes a boat, a diving platform, a duck 
blind and a camp has been developed 
by Trail-Craft Corp., Clarksburg, W. Va. 
Of all-steel welded construction, the unit 
can be used on water with motors up 


A trailer that be- 


to 15 horsepower. Wheel and tongues 


are retractable or detachable in seconds. 
The unit mounts on any trailer brackets, | § 
it is claimed. 


x x * 
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FUEL TANK—A king-sized fuel tank in 


| the low-pressure avtomatic-gas field has 


been introduced by Prepo Corp. Contain- 
ing over 20,000 BTU's of heat, the tank is 
used on the Prepo torch, and is said to 
offer the convenience of longer use before 
replacement of the fuel tank. Prepo Corp., 
Edgerton, Wis. 





IMPACT WRENCH—The Thor A7W au- 
tomotive impact wrench has a capacity 
of 1% inches, delivers 720 blows per 
minute while consuming 1 c.f.m. of com- 
pressed air through a ‘',-inch air inlet 
and %-inch hose. Other tools in Thor's 
automotive air line include the T-18 tire 
remover, the A3S air hammer, a Multa- 
matic air tool kit and a body and fender 
hammer kit. Thor Power Tool Co., Aurora, 
i. 





VANITY MIRROR—Kastaor vizor vanity 
mirrors are available in brown finish 
metal frames and wood finish fibreboard 
backs. Steel clips hold the mirror on the 
upper or lower edge of any sun vizor, 
it is claimed. Mirrors are electro copper 
plated for extra protection, it is said. 
Kaster, Inc., 200-208 Lincoln Ave., New 
York 54, N. Y. 

i --< 


Permatex Markets Compound 
To Combat Heat, Pressure 


Permatex Co., Inc., Brooklyn, N. 
Y., has announced the development 
and introduction of Permatex Anti- 
Seize compound, formulated for use 
on all threaded connections which 





NEW PRODUCTS 


are subjected to high temperature 
and pressure, such as spark plugs 
on airplane engines and high com- 
pression automobile engines. 

Also designed for use on mani- 
fold bolts and speedometer cables, 
compound lubricates threads on 
assembly, prevents formation of 
rust and corrosion; prevents spark 
plug leakage and insures a pres- 
sure-tight seal and facilitates dis- 
assembly, it is claimed. 


* * * 





INSULATED FOOD BAG—The Nappy 
Two-Temp is an insulated bag designed 
with two removable, watertight inner car- 
riers that fit into the outer bag. The bags 
can be used separately or as a unit, and 
keep food and drink hot from four to six 
hours and cold from six to eight hours, it 
is claimed. The outer bag measures 21 by 
11 by 11 inches, complete with brass zip- 
pered closure and reinforced handles. Re- 
movable carriers measure 10 by 10 by 10 
inches. Nappe Smith Mfg. Co., Farming- 


dale, N. J. 
¢* 6 ¢ 





FLAME-RESISTANT CURTAINS — Fiome- 
resistant curtains and blankets, made from 
impregnated canvas, are being offered by 
Eastern Equipment Co., Inc., Willow Grove, 
Pa. They are used to screen off arc weld- 
ing operations and can also be made 
into inexpensive booths to screen off any 
other dangerous operation, it is claimed. 
Dimensions, weight of canvas and number 
and placement of grommets are deter- 
mined in accordance with customer's speci- 


fications. 
— 2 —* 


Door Operator Available 


The Robot Operator, designed to 
open any type of swinging door, is 
available from Robot Appliances, 
Inc., 7041 Orchard Ave., Dearborn, 
Mich. Models can be obtained for 
residential, industrial, commercial 
and special applications. 

+ x x 





PHILLIPS TYPE 





KEYSTONE TYPE 


SCREWDRIVERS—The 37 models in the 
Proto “Ruby Line” include keystone, cab- 
inet and Phillips type screwdrivers. Featur- 
ing fire-resistant handles, 16 of the screw- 
drivers have standard keystone bits, with 
bit widths of Ye to 5/16 of an inch and 
blade lengths of 142 to 93% inches. Nine- 
teen models are cabinet type with straight 
bits ranging from Ye to % of an inch, 
and blade lengths from 1% to 93% inches. 
Two are the Phillips type, with No. 1 and 
No. 2 bits, and blade lengths of 2% to 
4 inches. Plomb Tool Co., Los Angeles, 
Calif. 








CARTON SEALING — Sealing cartons 
by using the “two-strip’” method with 
paper tape reinforced with glass fiber 
yarn is said to save six cents for each ten 
cartons sealed, according to L-O-F Glass 
Fibers Co., Toledo, O. Using one piece 
of tape on the top, one on the bottom, 
the method cuts labor costs over other 
types of closures presently on the market, 
it is claimed. 





SAFETY BELTS—Made of non-slip nylon 
webbing, Thomas safety belts are said to 
conform to aircraft standards. Individual 
and double (two-passenger) belts are avail- 
able in royal bive, garnet red, green, 
black and silver gray. R. M. Thomas Co., 
Inc., Muncie, Ind. 





COOLING SYSTEM TESTER—The Solder 
Seal is a cooling system pressure tester 
that features a safety relief valve, micro- 
honed barrel and nylon bushings. Special 
adaptors enable the operator to test radi- 
ator caps and cooling systems in both 
cars and trucks, it is claimed. With safety 
relief valve, the tester can be used while 
engine is running, and to locate interior 
leaks, it is said. Truck adaptors are op- 
tional. Radiator Specialty Co., 1700-1900 
Dowd Rd., Charlotte 1, N. C. 

ck * a 


Recording Head Offered 


Development of a new magnetic 
recording and playback, head capa- 
ble of handling over four million 
cycles a second at a tape speed of 
20 feet per second has been an- 
nounced by Clevite Corp., 17000 St. 
Clair Ave., Cleveland 10, O. Sam- 
ple heads will be available through 
Brush Electronics, an operating 
unit of Clevite. 


* * * 





POWER ASSIST STEERING — Schematic 
diagram shows typical installation of Air- 
O-Steer power assist steering unit. De- 
signed for large trucks with existing air 
supplies, the unit can be installed in two 
hours or less, requires no welding burn- 
ing or alterations on the truck. System 
automatically reverts to manual steering in 
the event of air supply failure, it is 
claimed. Air applicators, Inc., 1522., S. 
E. Union Ave., Portland 14, Ore. 
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than any other newspaper 


The motor-minded people of Greater 
Philadelphia spend $896,000,000 a 
year on automobiles and accessories. 
Their favorite newspaper is The 
Evening* and Sunday Bulletin. 


Unusual reader attention is being paid 
now to the sparkling new make-up of 
The Sunday Bulletin. Published on new 
presses, in new type, in the world’s most 
i modern newspaper plant, The Sunday 


* 





Bulletin features 10 separate sections, 
R.O.P. editorial and advertising color. 


The Bulletin packs selling power 
throughout a market noted for its buy- 
ing power. Philadelphians like The 
Bulletin; they buy it, read it, trust it 
and respond to the advertising in it. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


- 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta © Los Angeles * San Francisco 
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Tire Shipments, 
Output Up Slightly 


NEW YORK. — Production and 
shipments of car tires both rose less 
than 1 percent in November, the 
Rubber Manufacturers Assn. re- 
ported. 

Production was 8,198,352 units, an 
increase of 0.47 percent over Octo- 


ber’s total of 8,159,959. Shipments, 
including original equipment, re-| 
placement and export, climbed 0.92 
percent on a total of 6,864,540 units. | 
October shipments were 6,801,749. 
For the first 11 months of 1955, 
production was 22.7 percent ahead 
of 1954 and shipments were up 22.2 
percent. Totals were 90,000,241 
against 69,581,452 for production) 
and 87,262,399 against 71,399,724 for| 
shipments. 





ETR 
LAFAYETTE BLVD 
Satie 





AIR-CONDITIONED 
ROOMS 


_ 


_l BATH 34™ 


Television and 
Radio Available 


No charge 
for 
Children! 


Phone 
WOodward 3-7100 


JERRY MOORE 


General Manager 





Used-Car Notes 


Sunday Closing 
Upheld in Phoenix 


PHOENIX. — Despite rumblings 


of dissatisfaction, local used-car 
dealers have voted to remain closed 
on Sunday. The vote came after it 
was reported that some new-car 
dealers were staying open. 

“I’m all for closing,” said one 
used-car dealer, “but if some of 
these guys are going to chisel, I’m 
sure not going to stay closed.” Bob 
Wallace, president of the used-car 
organization, asked that legislation 
be enacted to force closing. He said 


new-car dealers are drafting a bill) 


for legislative approval and it 
would be presented to the used-car 
dealers at their next meeting. 

* * * 


$10,000 Bond Increase 


A Threat, Dealers Told 


PORTLAND, Ore.—A state bond- 
ing law which went into effect 
Jan. 1, requiring used-car dealers 





Universal Undewnriters 
KANSAS CITY, MISSOURI 
EK. M. LYNN, President 


And The Committee of Trustees 


Cordially Invite 


You and Your Lady 


to 


OPEN HOUSE 


in the 


PRESIDENTIAL AND CONGRESSIONAL BALLROOMS 


of 


HOTEL STATLER — WASHINGTON, D. C. 


Monday Evening, January 30, 1956 
6:00 P.M. to 9:00 P.M. 


For an Evening of Entertainment 


Honorin g 


Authorized Automobile Dealers 


of America 


at the NADA Convention 


Informal 





|to put up a bond of $15,000 instead 
|of $5,000, will put some smaller 
dealers out of business, 


|the Portland Used Car Dealers 
Assn. 

| The organization will oppose any 
|further increases in the bond. It 
|was formed in 1954 to oppose the 
| Portland ban on Sunday selling and 
it will oppose any statewide law. 
The group has urged stronger laws 
to prosecute those who “skip off” 
before the car is paid for. Other 
|officers are Cliff Morrison, vice- 
president, Bob Stanley, secretary, 


and Ross Morrison, treasurer. 
* * * 


Irv Pollock Builds 


TOLEDO. — Contracts have been 
awarded for used-car market for 
Irv Pollock at the corner of Cherry 
and Erie Sts. here. The building 
will be 70 by 150 feet and have a 
150-foot canopy. The showroom will 
have floor to ceiling glass areas. 
The lot will be black topped and 
lighted by mercury lamps. 

* * * 





Crane Elected President 


By Corpus Christi Dealers 


CORPUS CHRISTI, Tex. — Gene 
Crane has been elected president of 
the Corpus Christi Independent 
Automobile Dealers Assn. 

Other officers are Tommie Tollett, 
vice-president; Billy Hammock, sec- 
retary; Ted Estrada, treasurer; H. 
L. Kirkman, sergeant at arms and 
membership chairman; John F. 
Jones, program chairman; Jack 
Wilson, legislative chairman; Earl 
Campbell, group advertising chair- 
man, and Bunn Poston, entertain- 


ment committee chairman. 
* * oe 


Dealer Messerman’s Dad 


Sees Dream Come True 


CLEVELAND. — After taking 
oath as president of the Cleve- 
land Independent Used Car 
Dealers Assn., Sam Messerman 
told a gathering of more than 
600 persons: 

“My father told me when I was 
2 years old that someday I’d be 
president. Well, he didn’t say of 
what, but I am president, and I 
want you all to meet my father. 
Stand up, will you, Paw?” 

The audience applauded as 
“Paw” Messerman, 74, arose and 
smiled his acknowledgement. 


Alabama Called 


Thieves’ Dream 


MONTGOMERY, Ala.—Alabama 
is the easiest place in the nation 
to get a license tag for a stolen 
auto, G. C. McRae, Decatur, presi- 
dent of the Alabama Independent 
Automobile Dealers Assn., told the 
group’s annual meeting. 


“Legal ownership of an Alabama-| 


license car is harder to prove than 
for an auto registered in any other 
state,” he said. 

The evil could be corrected by 
legislation and a title and licensing 


law, he said. 
* 


* * 


Louisville Dealers Warned 


To Cut Out Sunday Sales 


LOUISVILLE. — Twenty-four re- 
tail concerns, including used-car 
dealerships, have been warned they 
must close on Sundays or face 
fines. 


Old blue laws prohibit sales on! 


Sunday of anything other than 
necessities. 
* * 7” 
Levesque Motors Opens 

MANCHESTER, N. H.— (UTPS) 
— Levesque Motors, a_ used-car 
establishment, owned by Armand A. 
Levesque, has held its grand open- 


ing at the corner of Willow and) 


Silver streets. Levesque has been 
associated with the auto business 
here for 24 years. 

* a 


a 
Philadelphia Dealers Elect 


Cerota to Presidency 


PHILADELPHIA. — Moe Cerota, 
of Richard Motors, has. been 


elected president of the Philadel-| 


phia Used Car Dealers Assn. 


Other officers are Willard Roth-| 


berg, of Merill Motors, vice-presi- 
dent; Milton Berr, of Milton Berr 
Motors, secretary, and Jack Lebow- 
itz, of Frankford Motors, treasurer. 

Directors are Al Barsky, of Al 


warned | 
Danny Williams, new president of | 


|Barsky, Inc.; William Rush, of 
'Charles Auto Co.; Nat Briskin, of 


W. H. McCausland, of Valley Forge 
Auto Auction; Sam Rosin, of Provi- 
dent Auto Finance Corp., and Ben- 
|jamin Franks, of Benjamin J. 
| Franks. 

+ 


Texas Dealers Aid Boy 


| FORT WORTH. — The Fort 
| Worth Independent Automobile 
Dealers Assn. has sponsored a bene- 
fit dance to aid Clarence Sexton, a 
four-year-old who lost part of his 
leg in an auto accident in Novem- 
ber. 


Hillis Named President 


Of Oregon Dealer Group 


PORTLAND, Ore. — Robert H. 
Hillis has been elected president of 
the Oregon Used Car Dealers Assn. 
He succeeds William Paetzhold. 

Other new officers are Hal Oman, 
vice-president; Richard E. Othus, 
treasurer, and C. E. Olson, secre- 
tary. 


New-U sed Bloc 


* o 
Urged in Georgia 

ATLANTA. — Georgia's used-car 
dealers have organized the Georgia 
Independent Automobile Dealers 
Assn. and have elected Cy Young, 
of Atlanta, as president. 

Other officers are Pete Hudson, 
Savannah, and J. F. Smith, Macon, 
vice-presidents; R. G. Moseley, At- 
lanta, secretary, and H. H. Posey, 
Columbus, treasurer. 

Among those attending the or- 
ganizational meeting was Stacy 
Rowell, of Miami, president of the 
National Independent Automobile 
Dealers Assn. 

Rowell said representatives of 
franchised new-car dealers had 
been invited to join the new state 
association as associate members. 
He said he hoped the two groups 
would work together to sponsor 
worthwhile legislation, such as a 
title law. 





* * 


= 
Texas Dealers Elect 


Vickers as President 


HOUSTON.—J. M. Vickers, owner 
| of Vickers Motors, 5621 Harrisburg 
| Blvd. here, has been elected presi- 
dent of the Texas Independent Au- 
tomobile Dealers Assn. 

John Geary jr. is secretary-treas- 
urer and C. B. Stovall, Abilene, and 
B. D. Gibson, Tyler, are directors. 

= * * 


In the Key of Steal 


ALBUQUERQUE, N.M.—Bonded 
Auto Sales employes, opening up 
one morning, found a key missing 
from the rack. When they checked 
the used-car lot they found someone 
had driven off his pick of the cars. 

7” * 


Auto Brokers Forms 


CHARLOTTE, N. C.— Auto 
Brokers Co., Inc., here, has obtained 
a charter from the secretary of 
state to deal in automobiles. Prin- 
cipals are Bruce Gebhardt, Ray W. 
Bradley jr. and Mildred Reid, 
| Charlotte. 


x * * 
McMurtry Buys Site 
| OTTAWA. — Keith J. McMurtry, 
|owner of Keith’s Auto Sales, has 
| purchased a property on Bank St. 
here which includes a one-story 





garage building structure. He will 
take possession Apr. 1, 1956. 





| 
| 


Signs Jeep Franchise— 


Al Ginsberg, president, Green Bay, 
(Wis.) Auto Distributors, Inc., signs a dealer 
franchise for Jeeps and other Willys utility 
vehicles. Standing, from left, are Harold 
J. Hoffman, Willys Chicago zone manager, 
| and Ken Smith, assistant zone manager. 


Pennsylvania Truck Sales Corp.; ; , 
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Auto Dealer Changes 


Studebaker awarded 40 new fran- 
chises in the last two weeks of 
November, according to William A. 
Keller, general sales manager. 

The dealerships are located in 23 
states and the District of Columbia. 
Dealers, 
are: 

Dee-May Auto Sales, Inc., Long 
Island City, N. Y., Joseph and 
Mario DiMartino; Cox Motors, 
Harlingen, Tex., Joe Cox; Cop- 
perland Motors, Superior, Ariz., 
Herbert L. Elliott. 


Paul Gregor Co., Hamburg, Pa..,| 


Paul Gregor; Belcher Brother, Inc., 
Philadelphia, Frank J. and Alice M. 
Belcher; -George M. Brunner Co., 
Philadelphia, George M. Brunner; 
Milt Nodler Motors, Cambridge 
Springs, Pa.. Milton D. Nodler. 

Dillon-Bell Implement Co., Golds- 
boro, N. C., N.D. Bell, A. C. Bell, 
Bessie B. Bell and G. L. Hart; W. 
B. Warren Co., Dunn, N. C., W.B. 
Warren; Steiker Industries, Patter- 
son, N. J., Sydney G. Steiker, Matt 
Sisselman, John Wardlow. 

Phil’s Auto Sales & Service, 
South Amboy, N. J., Philip Jab- 
lonowski; Studebaker On Milwau- 
kee, Chicago, Louis Tomaszek; 
Miller Motors, Napa, Calif., Del- 
bert F. Miller. 

Sam Knox Motors, Fontana, Calif., 
Sam L. Knox jr.; Leo Motor Sales, 
Reedley,. Calif, Leo and Lucia 
Terkanian; C. W. Motors, Inc., 
Covington, Va., Russell E. and Lola 
G. Cash and Helen F. Marsh. 

Central Service, Harrisonburg, 
Va., S. J. Paxton; R. E. B. Blanton, 
Inc., Fredericksburg, Va., R. E. B. 
and E. L. Blanton and Harry C. 
Zafoot; Red’s Sales & Service, 
Washington, Samuel Gordon; Ryan 
Auto Sales, Dubuque, Ia., James R. 
Ryan. 

Stout Motor Sales, 
Ind., J. H. Stout; Bartlett Sales 
& Service, Ovid, Mich., Spence 
Bartlett; Zubek Motor Sales, 
Tawas City, Mich., Albert Zubek; 
Cash Motor Sales, Rogers City, 


Mich., Cash, Alphonse and Joseph | 


Gapczynski. 

Kier’s Motors, Main and Miami, 
Waynesville, O., R.H. Kier; Sulli- 
van Motor & Equipment Co., Miles 
City, Mont., Robert D. Sullivan; 
Glen Motors, Inc., Annapolis, Md., 
Stanton Brown and Alfred B. Feast. 

Snodgrass Sales & Service, Weir- 
ton, W. Va., Alfred V., Phillip R. 


and Frank E. Snodgrass; Newbold} 
Super Service, Midvale, Utah, Leon-| 


ard Newbold. 


Cedar Motor Co. Cedar City, 


Utah, Haymer D. and Alberta D.| 
Morris and John C. Brown; Sanlin} 


Motors, Inc., Miami, J. C. Norman 


and Ben Goodman; Jack Ivey 
Motors, Fort Pierce, Fla. B. F. 
Ivey. 


Tennessee-Poteet & Co., Bristol, 
Tenn., F. P. Poteet; Ben’s Auto 
Sales, St. Charles, Mo., Ben Wil- 
liams, and Ted Reed Co., Spring- 
field, Ore., Ted Reed. 

Three new Studebaker-Packard 
dual dealerships were awarded 
franchises. They were: Richard 
Motors, Burrillville, R. L., Edgar J. 


Richard; Packard Milwaukee Co.,| 


Milwaukee, R. C., Richard C. jr. 
and Rae Quinlevan, and Elvis 
Walker Motor Co., Littlefield, Tex., 
Elvis R. Walker. 

Two Packard dealerships were 
awarded Studebaker franchises, 
making them dual outlets. They 


were: Phillips Hardware Co., Cam-| 


bridge, Md., Theodore, L. B. and 

Albanus Phillips jr. and Virgil 

Seward, and Allison Packard, Inc., 

Nanuet, N. Y., Kingdon R. Allison. 
*” 


ok % 
Triumph Names Ensley 
Jack Ensley, sports car race 
driver who heads Sports Cars, Ltd., 
539 S. New Green River Rd., Evans- 
ville, Ind., has been named a sub- 
distributor for Triumph sports cars, 


according to South Eastern Motors, | 
Inc., Triumph’s distributor east of! 


the Mississippi River. 
* * * 


Vista Purchases Jabro; 


Pledges Volume Deal 


Vista Motors, Ince. (Chrysler- 
Plymouth) has purchased the deal- 
ership at 5818 W. Pico Blvd., Los 


Angeles, formerly owned by Lew 


Jabro. Dick Sippel, president and 


locations and _ principals| 


Bellmore, | 


general manager, ‘said it would be 
a volume operation. 

General service manager is Gene 
Caughey and general sales man- 
ager is “Dusty”. Rhodes. A modern- 
ization of the plant has been com- 
pleted. 


‘Hudson Awards 
28 Franchises 
Across the Nation 


Hudson awarded 28 new fran- 
chises during November, according 
to N. K. VanDerzee, sales vice- 
president. 

The following new Hudson dealers 
were named: 


Wilson Motors, Baker, Ore.,;| 
Service Center, Vale, Ore.; Jones 
Motor Co. Springfield, Tenn.; 


United Motor Sales, Charleroi, Pa.; 
Linder Motors, Inc., New London, 
Conn.; J. E. Meyer, Stockton, Calif.; 
Thompson’s, Tracy, Calif.; Ward 
Evans Motors Co., Inc., Beckley, 
W. Va.; D. B. Abshire Motor Sales, 
Hinton, W. Va. 

Also Richardson’s Motor Co.,, 
Greensboro, N. C.; Exchange Auto 
Sales, South Gate, Calif.; J. E. 
Mims Motor Sales, Tampa, Fila.; 
Sam’s Friendly Service, Bridgeton, 
N. J.; Leveridge Motor Co., Okla- 
homa City; Derby Hudson Motors, 
Muskegon Heights, Mich.; M. 
Friedman Auto, Inc., Utica, N. Y.; 
Howard S. Graver Motor Sales, New 
Castle, Ind.; Steven’s Auto Sales, 
Inc., Medford, Ore.; Aspinwall 
Garage, Aspinwall, Pa. 


Also, Lettiere’s Hudson Sales, | 


Hazleton, Pa.; Diener Motor Sales, 


Toledo; Truck City Motors, Clinton-| 


ville, Wis.; “C”’ Hurlburt Motors, 
|Bellingham, Wash.; 
| Garage, Inc., Houston; Kingston 
| Sales & Service, Chicago; Franco’s 
Motors, Southington, Conn.; Russell 
Turner, Inc., Warwick, Va., and 
Call’s Auto Sales, Clarksville, Ind. 


‘- ss 
Fritz Takes in His Son; 
Riggs, Davis Open Deals 


Lawrence B. Fritz, owner of L. 
B. Fritz, Buick-Cadillac Sales & 
Service, Ashland, O., has taken 
his son, Louis W. Fritz, into part- 
nership with him. It will be 
known as L. B. Fritz & Son. 

Ray Riggs, Long Bottom, O., 
has purchased the Athens (O.) 
Lincoln-Mercury dealership from 
Roger Dean and will operate as 
Ray Riggs, Inc., at 85 N. Court 
Ave., Athens. Gene Davis, in Del- 
aware, O., has purchased Earl 
Davis’ Buick dealership. Davis 
will join his father’s Buick deal- 
ership in Cleveland, he said. 

* * ok 


| Ford and Chevrolet Deals 


| Shuffled in Des Moines 


| Henry Bolton, Inc. (Ford), 1401 
W. Grand Ave., Des Moines, has 
been purchased by Orville Lowe, 
|Inec., east-side Ford dealership in 
Des Moines. 
In another Des Moines transac- 
| tion, Bill Wellinger Chevrolet Co., 
| West Des Moines, has been pur- 





Rountree Donates Car— 
Arthur W. Tyler, right, driver-education 


instructor, Waco (Tex.) High School, is 
shown with the Oldsmobile provided by 
Gordon Rountree Motors (Oldsmobile), 
Waco, for the school's driver-training 
course. Rountree has supplied a car to 
the school for the past eight years. 


Harold’s| 


i 





| 
| 





chased by Joseph P. Farrell and 
Harvey C. Neal, formerly sales 
manager and used-car manager, 
respectively, of another Des Moines 
Chevrolet dealership. 


* x * 


Bryan Chevrolet 


James J. Bryan, former sales 
manager for a New Orleans deal- 
ership, has been appointed a 
Chevrolet dealer in Algiers, La., 
just across the river from the 
Crescent City, and will operate 
under the firm name of Bryan 
Chevrolet, Inc. The establishment 
will be located at 400 Homer, 
corner Nunez. 


greater New Orleans area. 
= * * 


Minyard Olds Opens 


Judson T. Minyard, Inc. (Olds- 
mobile) has opened in Greenville, 
S. C. The dealership is located at 


533 Pleasantburg. Judson T. Min- 


yard is the dealer. 
* * ~ 


Reo Appoints Wright 
W. Colorado Distributor 


Reo has appointed Herb Wright, 
Grand Junction, Colo., as truck dis- 


This marks the | 
fifth Chevrolet operation in the | 


25 


tributor in the western part of the| 
state and eastern Utah. The .firm 
is located at 936 N. Ave. 

Wright is mayor of the town and 
held an open house celebration in 


Steffan-Korst Deal 

With the retirement of Donald 
B. Korst as a Chevrolet dealer 
Walter J. Steffan and Victor Korst 
have formed Steffan-Korst Chev- 
connection with the announcement. rolet Corp. in Hamburg, N. Y., suc- 
He will also operate a truck serv-| ceeding Korst Chevrolet, Inc. Stef- 
ice department in connection with|fan formerly was a Studebaker 
sales. | dealer. 
ee : ADVERTISEMENT 








ACCOUNT EXECUTIVE FOR 
COMMERCIAL AUTOMOTIVE VEHICLES 


Medium-sized Agency with blue-chip clients has a unique oppor- 
tunity for a seasoned account executive for commercial. automo- 
tive vehicle account located in Middle West. 


Experience in automotive field—especially on commercial ve- 


hicles—desirable but not essential. Experience in_ industrial 
marketing and advertising is essential. While job covers all 
phases of account work, an important attribute would be ability 
to contribute to creative thinking. 


Account is sizable at present and has tremendous future. Sub- 
stantial compensation for right man. 


Submit resume to Box AN-1, Automotive News, Detroit 26 
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Indiana Pool Destroys 100 Old Autos 


BERNE, Ind.—The used-car pool ;the cars will be offered for sale as! 
organized last fall by the Steuben/| complete vehicles. The project is 
known as Angola Auto Parts. 


The cars are disposed of by sell- | 
ready taken more than 100 old cars | ‘ing usuable parts. 


County 
to elimi 


out of ci 


A spokesman said that regardless 
of several generous offers none of 


NEW BUMPA-TEL SIGNS 





(Ind.) Auto Dealers Assn. 
nate unsafe cars has al- 


rculation. 





ers and owners. 
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The balance 
|goes to the salvage metal market. 
The cars are purchased from deal- 





“ANNOUNCING BUMPA-TEL PETITE" 


We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver- 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs. 
The new Bumpa-Tel Petite is lower and blends into the body lines of most cars 
producing a very neat appearance. It is offered at the same price. In ordering be sure 


and state Bumpoa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


* After original Installation. 


®@ Mounted or Dismounted in Seconds* 

® Polished Aluminum Frames e Sheet Stee! Face 

®@ Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 

® Does Not Interfere with Operation of Trunk Lid 


State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 


Lettered on Full Scotchlite Background, the Top Sign for 


Night Use at $26.50. 


F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 


Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders 


for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE 


MOUNDS, 


pe 
ODUGTIC 


ONE OF THE NATION'S 
ARGEST®AND MOST:MODERN 
-RODUGTION FOUNDRIES 


THE WHELAND COM 


FOUNDRY DIV! 


PANY 


a: ’ ~\ 


CHATTANOOGA (2. TENNES: 


ILLINOIS 


Phone 461 
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Average Used-Car Auction Prices 


1955 


(Compiled by Automotive News from auction reports.) 


* 
$888 $875 $868 $851 


Feb. March Apr. 


* Prices of 1955 models added; prices of ’47s dropped. 


Market Trend 


The wholesale used-car market 
settled down last week, with in- 
creased demand checking the 
price slide. 


According to Automotive News’ 
index of used cars sold at whole- 
sale auction, the overall average 
price of all units declined only $1. 
It was the smallest setback since 
the market broke in the week of 
Dec. 26. 


Actually, only three models lost 
in value. The average prices of 
all others advanced, as follows: 
52s, up $9; ’56s, up $8; 50s, up 
$8; 49s, up $3,-and ’51s, up $1. 

Losing in price were ’53s, down 
$7; ’54s, down $12, and ’55s, down 
$23. New lows were established 
by the revised averages for those 
models. 


At a group of representative 
auctions last week, the average 
consignment was 165.3 units, com- 
pared with 115.6 units in the 
previous week. Percentage of 
sales was 78.4, compared with 
70.5 a week earlier. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Jan. 9.) 

(Market very active. We could have 
used more ’53, ’54 and °55 models. Sold 
435 cars out of 500 offerings.) 


BUICK — '56 RM Riviera, $3,150* (ps); 
Century Riviera, $3,000* (ps), $2,935* 
(ps), $2,850* (ps); Special Riviera, $2,- 
720*. °55 Super Riviera, 2 at $2,260* 
(ps), $2,210* (ps); Century Riviera, 3 
at $2,135*, $2,095, 3 at $2,050*, $2,010* 
(ps); Special Riviera, $2,040*, $2,000* 
(ps), $1,930*, 9 at $1,850*, $1,765. °54 
RM Riviera, $1,635* (ps). ’53 RM 4-dr., 
$1,070* (ps), 2 at $950* (ps). ’°52 Super 
Riviera, $720*. 

| CADILLAC—’56 (60) Special sedan, $5,- 
650* (ps); (62) coupe de Ville, $5,300* 
(ps), $5,245* (ps), $5,175* (ps), $5,150* 
(ps), $5,130* (ps), $5,050* (ps), $5,000* 
(ps), $4,950* (ps). °55 Eldorado conv., 
$4,770* (ps); (62) coupe de Ville, $4,200* 
(ps), 2 at $3,990* (ps), 3 at $3,950* 
(ps), $3,910* (ps). ’54 (62) conv., $3,- 
120* (ps), $3,035* (ps). 

CHEVROLET — '56 Two-ten (8) Handy- 
man, §$2,3€0, 2 at $2,320, $2,275*, $2,- 
220*; 4-dr., $2,000*, $1,850*, $1,850; Bel 
Air (8) Sport coupe, $2,225*, $2,130. ’55 
Bel Air (6) Handyman, $1,765*; Bel Air 
(8) 4-dr., $1,710, $1,710*, $1,685*; Two- 
ten (8) 4-dr., $1,525, 2 at $1,450*, $1,- 
445, 12 at $1,400*, 3 at $1,365*, 2 at 
$1,325*, 2 at $1,310*. °54 Bel Air conv., 
$1,260*; Two-ten Handyman, $1,100. °53 
Bel Air Sport coupe, $955; Two-ten 4-dr., 
$800*, $575; One-fifty 2-dr., $530, $525. 
’52 SL Deluxe Bel Air, $580. 

CHRYSLER —’'55 Windsor 4-dr., $1,925* 
(ps). °54 NY 4-dr., $1,500* (ps). ’53 
Windsor 4-dr., $735*. '52 Saratoga 4-dr., 
$500*. °50 Royal 4-dr., $255*. °49 club 
coupe, $200*. 

DeSOTO—’56 Fireflite (8) Hardtop, §$3,- 
195* (ps); 4-dr., $2,960* (ps); Fire 
Dome (8) 4-dr., $2,550*. ’°54 Fire Dome 
(8) Hardtop, $1,450* (ps). 


DODGE — ’55 Coronet Hardtop, $1,850*, 


$1,745*. '54 Royal conv., $1,010; Coronet 
(8) 4-dr., $880. °53 Coronet (8) Hard- 
top, $855. °52 Coronet (8) conv., $700*. 


FORD—’56 Country Squire, $2,545*; Coun- 
try sedan, $2,300*; Fairlane (8) 2-dr., 
$2,240*; Victoria, $2,150; Parklane sta- 
tion wagon, $2,235*. ’°55 Country sedan, 
$1,975* (ps), $1,830; Fairlane (8) Vic- 
toria, $1,800, $1,500*; Main (8) Ranch 
Wagon, $1,670; Custom (8) club coupe, 
$1,195. °54 Crest (8) Victoria, $1,200*, 
$1,190", $950*. °53 Crest (8) Victoria, 
$910, $900*, $890. 

HUDSON—’50 Commodore (6) 4-dr., $175. 

LINCOLN — ’56 Premiere coupe, $4,175* 
(ps), $3,940* (ps). ’°55 Capri 4-dr., $2,- 
660* (ps). ’°53 Capri coupe, $1,540* (ps). 
"50 4-dr., $140". 

MERCURY—’56 Montclair coupe, $2,795*, 
$2,680* (ps), $2,670*, $2,650*%, $2,515*; 
station wagon, §$2,655*. ‘55 Montclair 
conv., $2,000*. '54 Montclair 4-dr., 2 at 
$1,300. '53 Custom Sport coupe, $1,300", 
$1,095. °52 station wagon, $750*. °51 
coupe, $440. 

NASH — '55 Rambler conv., $1,580. °53 
Rambler station wagon, $735. °49 4-dr., 

Holiday, $3,385* 


$145; 2-dr., $110. 
OLDSMOBILE—’'56 (98) 

(88) Super Holiday, $3,000* (ps), 
* (ps); Deluxe Holiday, $2,750* 


)»; 
», 2 at $2,680°, $2,605*. °55 (98) 
liday, $2,555* (ps), $2,490* (ps), $2,- 
470° (ps), $2,455* (ps), $2,380* (ps); 
(88) Super 4-dr., $2,245* (ps), $2,150*, 
$2,030*. °54 (88) Holiday, $1,755*; (98) 
4-dr., $1,695* (ps). 
PLYMOUTH—’'56 Belvedere 
$2,215"; Plaza (6) club coupe, $1,625. 
"55 Belvedere (8) 4-dr., $1,710; conv., 
$1,680; Belvedere (6) 4-dr., $1,340; 
Savoy (8) 4-dr., $1,400*, $1,385*, $1,- 
375°. °53 Cranbrook 2-dr., $405*. 
Cranbrook Belvedere, $415. 
PONTIAC—’S6 Star Chief 


(8) Hardtop, 


"52 
(8) Catalina, ' 


$327 


$810 


$7389 $769 $747 


May June duly Aug. Sept. 


t Prices of 


$2,815* 
Chieftain 
$2,515* 
(8) Catalina, 
050*: 


‘ps), $2,810* (ps), $2,665*; 

(8) 4-dr., $2,650; Catalina, 
$2,410*, $2,390*. ’°55 Star Chief 
$2,150* (ps); conv., §2,- 
station wagon, $1,800*, 


STU DEBAKER—’55 Commander 4-dr., $1,- 

| 400*, 

WILLYS—’56 1-ton pickup, $1,885, $1,870; 
Jeepster, $1,500. °54 %-ton pickup, $935. 

MISCELLANEOUS—’'56 International *;- 
ton pickup, $1,375. °53 GMC %-ton 
pickup, $700*, $575. ’51 Frazer 4-dr., 
$150. 

N. PLAINFIELD, N. J. 

(Lebanon Auto Auction, Sale every Wed- 

nesday. Prices are for sale of Jan. 11.) 


(Prices up sharply due to optimism on 
the retail front and a shortage of good 


merchandise. Almost 80 percent of a 
small consignment changed hands. Sold 

| 56 cars out of 70 offerings.) 

| BUICK—’54 Special sedan, $1,320. °53 Su- 

| per sedan, $940*. ‘52 Special sedan, 
$640. °50 RM sedan, $290*, $210. ’49 

| Super sedan, $220. 

| CADILLAC- "51 (62) sedan, $1,060*. °48 
(61) sedan, $200. 

| CHEVROLET—’'55 Two-ten (8) 4-dr., $1,- 

| 320. °53 Two-ten sedan, $560; One-fifty 
sedan, $480, $430. '51 SL Deluxe sedan, 
$420, $400. 50 SL Deluxe sedan, $310, 
$260, $195. 

CHRYSLER — ’52 Windsor sedan, $560*. 
’50 Windsor sedan, $460*. 

DeSOTO—’51 Custom sedan, $385*. 

DODGE—’ 52 Coronet sedan, $410. '50 Cor- 
onet sedan, $270. '49 Meadowbrook se- 
dan, $190. 

FORD—’54 Custom (8) sedan, $1,030. '52 
Custom (8) sedan, $580, $515. '51 Cus- 
tom (8) sedan, $290, $220. '49 Deluxe 
(8) sedan, $190. ’48 Deluxe (8) sedan, 
$105. 

HUDSON — ’51 sedan, $180. °50 sedan, 
$450*. 

KAISER—’53 Manhattan sedan, $430. 

LINCOLN—’53 Cosmopolitan Sport coupe, 
$1,200* (ps). ’51 Sport sedan, $300*. 


MERCURY—’'54 sedan, $1,125*. ’52 sedan, 
$620, $580. °49 sedan, $210. 


NASH—’50 Statesman sedan, $100. 





OLDSMOBILE—’52 (88) sedan, $790*. ’50 
(98) sedan, $410*, $375*. °48 (88) sedan, 
$125. 

PACKARD — ’52 sedan, $330. °50 sedan, 
$225. 

PLYMOUTH—’53 Cranbrook sedan, $640. 
’51 Cambridge sedan, $360. °50 Special 
Deluxe sedan, $340. 

PONTIAC—’56 Star Chief (8) Catalina, 
$2,310* (ps). °52 Chieftain (8) sedan, 
$610. 


STU DEBAKER—’ 51 Champion sedan, $300. 
"50 Champion sedan, $150. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of Jan, 10.) 
(Sold 306 cars out of 441 offerings.) 

BUICK—’56 Special Riviera, $2,705* (ps). 
’55 Century Riviera, $2,405* (ps), $2,- 
225* (ps); RM Riviera, $2,195* (ps), 
$2,100* (ps); Special Riviera, $1,805. 
’54 Century Riviera, $1,580* (ps); Super 
Riviera, $1,580*, $1,440* (ps); RM Riv- 
iera, $1,475* (ps). °53 Super Riviera, 
$1,115*, $1,110*, $1,035*, $865*; RM 
Riviera, $810* (ps). 

CADILLAC—’56 (62) coupe, $4,850* 
755 (62) coupe de Ville, $3,750* 
coupe, $3,550* (ps), $3,500* (ps); 
$3,330* (ps), $3,260" (ps). ‘54 
coupe de Ville, $3,195* (ps); 4-dr., 
930* (ps), $2,900* (ps). 

CHEVROLET ’56 Bel Air 
coupe, $2,235*. °55 Bel Air (8) Sport 
coupe, $1,750*, $1,665*; 4-dr., $1,550*; 
2-dr., $1,495; Two-ten (6) Handyman, 
$1,545 (ps), $1,390; 2-dr., $1,255; Bel 
Air (6) 2-dr., $1,365; Two-ten (8) 4- 
dr., $1,365*. °54 Bel Air Handyman 
$1,230; Sport coupe, $1,080, $1,035; 
Two-ten 2-dr., $875, $800; 4-dr., $775*. 

CHRYSLER—’51 NY 4-dr., $345*, $340* 
(ps); Windsor 4-dr., $320*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,- 
750* (ps), $1,710*. ’°51 Custom 4-dr., 
$380*. 

DODGE ’54 Coronet (8) 
Coronet (6) station wagon, 
Coronet Diplomat, $645*; 4-dr., 
$550*; %-ton pickup, $485. °52 
pickup, $505, $485. 

FORD~"55 Fairlane (8) Victoria, $1,655*; 
Country sedan, $1,575*; Main (8) Ranch 
Wagon, $1,450; Custom (8) 4-dr., $1,- 
370; 2-dr., $1,335; club coupe, $1,245; 
Custom (6) 2-dr., $1,315. ’54 Crest (8) 
Country Squire, $1,285*; Victoria, $1,- 
115*, $1,000*; Custom (8) conv., $1,000*; 
4-dr., $875. 

HUDSON—'54 Wasp 2-dr., $650. 

KAISER—’53 4-dr., $450*. 

LINCOLN — ’'56 Premiere sedan, $4,120* 
(ps). °54 Capri coupe, $1,725* (ps), $1,- 
660* (ps). °51 Cosmopolitan 4-dr., $375*. 

MERCURY—’55 Montclair coupe, $2,050*, 
$1,990*, $1,810*; Monterey coupe, $1,- 
805*. °54 Monterey coupe, $1,805*; $1,- 
115*; station wagon, $1,255*; 4-dr., $1,- 
190*. °52 4-dr., $550, $540, $500, $315*. 
’51 4-dr., $405*. 

NASH — '55 Ambassador 4-dr., $1,615*; 
Rambler club coupe, $1,200. °54 States- 
man 4-dr., $965*, $745. °'53 Statesman 
4-dr., $740*, $735*, .$600*. ‘52 States- 
man 4-dr., $600*°. ’51 Rambler station 
wagon, $225. 

OLDSMOBILE — ‘56 (98) 4-dr., 
(ps). ‘55 (98) Holiday, $2,650* (ps); 

(88) Super 4-dr., $2,000* (ps). '54 (98) 
4-dr., $1,825* (ps), $1,790* (ps), $1,720° 

(ps); (88) Holiday, $1,680*; Super 4-dr., 





(ps). 
(ps); 
4-dr., 
(62) 
$2,- 


(8) Sport 


4-dr., $995*; 
$935*. ’'53 
$615*, 
%-ton 


$3,115* 


$725 


Dec. dan. to Date 


dropped. 


Oct. Nov. 
’56s added; ‘48s 





$1,675* (ps), $1,670* (ps); 2-dr., $1,245*. 
"53 (98) 4-dr., $1,120* (ps), 2 at $1,- 
100* (ps), $1,035* (ps). 

| PACKARD—’52 (200) 2-dr., $435*; 4-dr., 

| $350*. °51 Mayfair coupe, $565*. 

PLYMOUTH—'55 Plaza (8) 4-dr., $1,255; 
Plaza (6) 2-dr., $1,195. °’54 Plaza sta- 
tion wagon, $965*; Savoy 2-dr., $925*; 
$785. °53 Cranbrook 2-dr., $515, $400; 
Cambridge 4-dr., $455. °52 Cranbrook 
2-dr., $400. 

PONTIAC—’54 Star Chief (8) Catalina, 
$1,600* (ps), $1,280*, $1,125*. °53 Chief- 
tain (8) Catalina, $1,050*; 4-dr. , $930, 
$880*, $830*, 2-dr., $820*. °52 Chieftain 
(8) Catalina, $770*; 4-dr., $565*. ‘51 
Silver Streak (8) Catalina, $435*, $395. 

STUDEBAKER — ’53 Commander club 
coupe, $605, $465; Champion 4-dr., $395. 
"52 Champion 2-dr., $270. 

| WILLYS—'51 station wagon, $265. ‘49 


nesday. 





jeepster, $345. 





Model Breakdown 














Of Auction Averages 
Jan., 1956 Dec., Nov., 

Model To Date 1955 1955 
1956...... i $2,284 $2,372 $2,354 
Es sskcacénscseve 1,621 1,743 1,868 
PE sieht exist 1,066 1,133 1,157 
I i aes snisaaaoas 716 75 806 
Be iaises6) essence 461 510 529 
SE cticieypiincsai 333 355 373 
Pa ciscrcessensis 238 251 262 
Pas cspcick pease 174 180 195 

Overall 

Average... $ 862 $ 915 $ 943 





DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
Prices are for sale of Jan. 11.) 

(Sales very good although the num- 
ber of entries was reduced because of 
ley road conditions in Pa, and N. J. 
Sold 88 cars out of 112 offerings.) 


BUICK — ’51 Super Riviera, $400; RM 
Riviera, $455*, $390; Special 2-dr., $400*. 
"50 Super 4-dr., $310; Special 2-dr., 
$100*. °49 Super 2-dr., $175. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
410. '54 Bel Air 4-dr., $1,175*. '53 Bel 
Air 4-dr., $760, $665; 2-dr., $580; Two- 
ten 2-dr., $620. ‘52 SL Deluxe 4-dr., 
$480, $365*.. °51 SL Deluxe Bel Air, 
$525*; club coupe, $400; 4-dr., $395, 
$300*; 2-dr., $280*. "50 SL Deluxe 4-dr., 
$525*, $400; FL Deluxe 2-dr., $335. °49 
SL Deluxe 4-dr., $350, $170; coupe, $260; 
2-dr., $185. 

DODGE—’50 Coronet 4-dr., $260*. 

FORD — ’56 Fairlane (8) 4-dr., $2,100*; 
Custom (8) 2-dr., $1,840. 55 Custom 
(8) 2-dr., $1,430, $1,400, $1,325. ’53 
Custom (8) 4-dr., $495*. 52 Custom (8) 
2-dr., $575, $480, $475; $345; %-ton 
pickup, $465. ’51 Custom (8) 4-dr., $345, 
$250*. °50 Custom (8) club coupe, $290; 
2-dr., $170, $130. '49 Deluxe (8) 2-dr., 
$285; 4-dr., $200; club coupe, $200; Cus- 
tom (8) 4-dr., $160. ’48 Deluxe (8) 2- 
dr., $140. °40 2-dr., $240. °35 coupe, 
$850* (’53 Cadillac motor). 

LINCOLN—’54 Capri coupe, $1,775*. 

MERCURY—’51 2-dr., $285; 4-dr., $225. 
"50 4-dr., $225, $170, $165, $160. 

OLDSMOBILE—’52 (88) 4-dr., $375*. ’51 
(88) 4-dr., $430*, $330*,.$295*; Holiday, 
$405*. °50 (88) Holiday, $550*; 2-dr., 
$250*. ’°49 (76) club coupe, $225, $135*. 


PLYMOUTH—’53 Cranbrook 4-dr., $520. 
’50 Deluxe 4-dr., $360. '49 Special De- 
luxe 2-dr., $245. ’48 Special Deluxe 4-dr., 
$140. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 


200*. °51 Silver Streak (8) 4-dr., $280; 
2-dr., $265*. ’49 Silver Streak (8) 2-dr., 
$350*, $130. 

MISCELLANEOUS — ’51 Henry J 2-dr., 
$110. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 10.) 


(Bidding was brisk and the market 
steady. Sold 65 cars out of 87 offerings.) 


BUICK—’56 Special 2-dr., $2,950* (ps), 
$2,630". ’54 Century conv., $1,550*; 
Super 2-dr., $1,520*, $1,505*, $1,500*, 
$1,470*; Special 2-dr., $1,590*, $1,560*, 
$1,485*. °53 Super 2-dr., $940*; RM 4- 
dr., $815*. °49 Super 2-dr., $145. ’48 
Super 2-dr., $115, $100. 

CADILLAC—’'54 (62) 4-dr., 
’49 (61) 2-dr., $550*. 
$145. 

CHEVROLET—'56 Bel Air 
665. °55 One-fifty 2-dr., 
Two-ten 2-dr., $1,050, 
’53 Two-ten 2-dr., 


$2,875* 
"42 (61) 


(ps). 
4-dr., 


(6) 4-dr., $1,- 

$1,535*. ‘54 
$1, 015, 2 at $850. 
$815°; One-fifty 2-dr., 


$535. '52 FL Deluxe 2-dr., $550, $415. 
’51 SL Deluxe 4-dr., $405; 2-dr., $335. 
"50 SL Deluxe 2-dr., $365. '49 SL Deluxe 
4-dr., $170. '46 FM 4-dr., $130. 
CHRYSLER—’49 NY 4-dr., $200. 
DeSOTO—'51 Custom 2-dr., $200. 
DODGE—'55 Coronet 2-dr., $1,625*. °53 


Coronet 4-dr., $450. 
FORD—'55 Fairlane 
(ps), $1,675", 
Custom (8) 4-dr., 


(8) Victoria, $1,870* 
$1,635*; conv., $1,585*; 
$1,750*; 2-dr., $1,540, 
$1,470; Main (6) Ranch Wagon, $1,380; 
2-dr., $1,295. 54 Main (8) Ranch Wag- 
on, $1,160, $970; 2-dr., $745. '53 Custom 


(Continued on Page 27, Col. 2) 
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NOW AVAILABLE FOR ALL CARS! DEALERS 


DISGUSTED WITH TOUCH-UP 
GADGETS? Try TRU-MATCH 
in the time-tested, customer- 
approved One Ounce Bottle. 


WE FEATURE... 


= DELIVERY . NO WAIT- 


os 


LEAK PROOF, EVAPORATION PROOF 
¢ SEAL ON EVERY BOTTLE. 


NEW, HIGH SOLIDS FORMULA. 


GUARANTEED ORIGINAL COLOR 
MATCH. 


NO MINIMUM ORDER REQUIRED. 
WILL SHIP 1 BOTTLE. 


6 POSTAGE PREPAID ON ORDERS OF 
¢ 30 BOTTLES OR MORE. 


Send us your order TODAY! 
AUTOMOTIVE SOLVENTS & 


SPECIALTIES CO. Box '346 
ee NLM lel smear. 


WP WKH 


CHROME NAME PLATES 


Precision Die-Cast 


Triple chrome plated for lasting 


beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 


Meritseal.”’ 


3rd Party 


integrity create 


Forcefully sell 





A Little Fellow Who 












—Certified by 


Endorse- 
ment of your integ-| NASH 


rity plus ad- -mat| 
service with theme OLDSMOBILE—’55 (88) Holiday $1,910*. 


volume which en-| 
ables top deals. 


YOUR company. 
Many sales aids in-| 
cluded. Details with-| 


Means A Lot To YOU ! 
worsen m € out obligation from 
* 2 Depot Plaza 
Meritseal, Inc. whi Plains, N. Y. | 











NEW 
18° PENNETTE 


100 feet only $4.00 pptd. 


124 PENNETTES 
6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, Ohio 











~in STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 



















’54 (88) Super Holiday, $1,590*. ’50 (98) 
4-dr., $175*. °49 (88) 4-dr., $120*. 

PACKARD—’51 Clipper 4-dr., $300*. ’°50 
4-dr., $160*. 

PLYMOUTH — °54 Cranbrook § station 
wagon, $1,050*. 

| PONTIAC—'54 Star Chief (8) Catalina, 
$1,400*; 4-dr., $1,315*. 50 Chieftain 
(8) conv., $290". ’49 Silver Streak 
(8) 4-dr., $180*; Silver Streak (6) 2- 
dr., $130*. 

| STUDEBAKER—’52 Champion 2-dr., $250. 
"51 Champion 4-dr., $170. 

WILLYS—'53 Aero Lark 4-dr., $410. °49) 





FORD—'55 Fairlane 


LINCOLN— 
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(Continued from Page 26) 


(8) $545. °49 2-dr., 
$165. 
HUDSON—’51 Hornet 4-dr., 
KAISER—'52 Deluxe 4-dr., 
LINCOLN—’52 Capri 2-dr., 
MERCURY — ’'55 Custom 
$1,690. '54 2-dr., $1,075*. 
OLDSMOBILE—'56 (88) Holiday, 525 
(ps). "55 (88) Holiday, $2,005* (ps). °54 
(88) Holiday, $1,945* (ps), $1,920* (ps). 
"53 (88) Holiday, $940*. '50 (88) Holi- 
day, $300*. 
PLYMOUTH 
"54 Savoy 
station wagon, 


4-dr., $545; 2-dr., 
$200, 

$230, 

$675*. 
2-dr., $1,750%, 
*50 2-dr., $175. 
$2,525* 


$190. 


dr., $1,175. 
’53 Cranbrook 
2-dr., $605, $535. 


"55 Savoy (6) 4- 
2-dr., $830. 
$835; 


’52 Cranbrook 4-dr., $300. ’51 Cranbrook | 
2-dr., $305, $265. 
PONTIAC—’55 Chieftain (8) 4-dr., §$1,-| 
920*. °51 Silver Streak (8) Catalina, 
$510*. °41 2-dr., $130. 

ALBANY 

(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 9.) 

(Today’s sleet storm impaired car 
movement at the auction here today. 


Many good buyers attended, but hesitated 
te buy because of road conditions. Car 
prices were about the same as our last 
sale in December except for ’55s and 
°56s, which definitely sold at least $50 
to $100 lower, and were more difficult 
to sell than usual. We are looking for- 
ward to a good year for the used-car 
business as Presidential years have al- 
ways been good. Sold 110 cars out of 
153 offerings.) 
| BUICK—’55 Super Riviera, 
Century Riviera, $1,875*. °54 RM Rivi- 
era, $1,500*; Special 2-dr., $1,235*. ‘53 
RM 4-dr., $1,050* (ps), $1,005* (ps); 
Riviera, $750* (ps). °52 Super Riviera, 
$550* (ps); 4-dr., $630*; Special 4-dr., 
$530*; RM 4-dr., $630*. °51 Super sta- 
tion wagon $590*. "50 Super 4-dr., 
$350*, $260*. ’°49 Super 4-dr., $170*. 
CADILLAC—’53 (62) 4-dr., $1,685* (ps). 
’52 (62) conv., $1,335* (ps). °'50 (62) 
4-dr., $1,000*. ’49 (61) coupe, $550*. 
CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
400; One-fifty (6) 2-dr., $1,250. "54 
Two-ten 2-dr., $860, $800; 4-dr., $990, 
$900. °53 Bel Air 4-dr., $780; Two-ten 
4-dr., $700, $665, $660, $625*; club coupe, 
$625*; 2-dr., $575*; One-fifty 2-dr., $530; 
Business coupe, $435, $400. ’52 SL De- 
luxe 4-dr., $400; FL Deluxe 4-dr., $400; 
2-dr., $375. °’51 SL Deluxe Bel Air, 
$450*; 2-dr., $400*; conv., $280*; FL 
Deluxe 2-dr., $260. °50 SL Deluxe conv., 
$120. °49 SL Special 2-dr., $100. 
CHRYSLER — -’52 Saratoga 4-dr., 
(ps). °51 Windsor conv., $280*. 
DeSOTO—’53 Fire Dome (8) 4-dr., 
"52 Fire Dome (8) 4-dr., $570*. 
Deluxe 4-dr., $210*. 
DODGE—’52 Wayfarer 
Coronet 4-dr., $276*. 
$160. 
FORD—’55 Main 


$2,200* (ps); 


$610* 


$800*. 
"50 


2-dr., $335. ’51 
’49 Coronet 4-dr., 


(8) Ranch Wagon $1,- 
510; Main (6) 2-dr., $1,170; Custom 
(8) 2-dr., $1,430*, $1,400. ’54 Main 
(8) 2-dr., $725. °53 Custom (8) conv., 
$870; 4-dr., $780; 2-dr., $785*; Crest 
(8) Victoria, $780; Main (8) coupe, $495; 
Main (6) 4-dr., $470. ’52 Custom (8) 
2-dr., $510, $510*; 4-dr., $425; Custom 
(6) 2-dr., $510; %-ton rack, $310. °49 
%-ton rack, $220. 


HUDSON—’53 Pacemaker 2-dr., $435. ‘52 
Commodore 4-dr., $300. °51 Super 2-dr., 


$210*. ’50 Commodore coupe, $110. 
“Verified by Survey | LINCOLN—'49 Cosmopolitan 4-dr., $130. 
MERCURY—’56 Monterey coupe, $2,385* 
(ps). °55 Monterey conv., $2,060* (ps). 
’53 Monterey coupe, $910; 4-dr., $800*. 
*51 conv., $300*. °49 4-dr., $150; 2-dr., 

$120. 

— ’52 Rambler coupe, $320. ’51 


Statesman 4-dr., $180, $120. 


jeepster & plow, $590. 


FLINT 


(Flint Auto Auction, Ine. Sale every 
Wednesday. Prices are for sale of Jan. 11.) 

(Prices were up generally and bidding 
very active. Sold 81 cars out of 109 offer- 
ings.) 


BUICK—'55 Century Riviera, $2,030*, $2,- 


025, $2,025*; Super Riviera 2-dr., $1,- 
925* (ps). °54 RM 4-dr., $1,505* (ps); 
Super conv., $1,460*. °53 Super conv., 
$895*; Riviera, $795*; RM 4-dr., $800* 
(ps). °52 Super Riviera, $660*, $635*. 
°51 Super Riviera, $410*; 4-dr., $290; 
RM 4-dr., $350*. '50 Super 4-dr., $290*; 
Special 4-dr., $225, $220*, $140, $120. 

—-~ "53 (60) Special 4-dr., $1,600* 

ps). - 

CHEVROLET — ‘54 Bel Air 4-dr., $920; 
Two-ten 4-dr., $895; One-fifty 4- 
dr., $605. °53 Bel Air 4-dr., $735* (ps); 
Two-ten 4-dr., $610, $540, $325. ’52 SL 
Deluxe Bel Air, $580*, $430*; 2-dr., 
$450*, $365*; 4-dr., $440; SL Special 
4-dr., $300; %-ton stake, $480. ’51 SL 
Deluxe 4-dr., $370*, $300*, $160; 2-dr., 
$265*; SL Special club coupe, $360. ’50 
SL Deluxe club coupe, $270*; 4-dr., $250, 
$145; 2-dr., $190; SL Special 4-dr., $150. 

DeSOTO—'52 Fire Dome (8) 4-dr., $395. 
"50 Custom club coupe, $205; 4-dr., $115. 

age ote Coronet 4-dr., $365*. ’49 Cus- 


om club coupe, $140. 

(8) Crown Victoria, 
$1,640. '54 Custom (8) 

Main (6) 2-dr., $680. ’51 

Custom (8) 2-dr., $355*, $335*, $195*, 

$165*; 4-dr., $245*. 

52 Cosmopolitan club coupe, 

$205*, $145*. 


$125. 

(98) Holiday, $1,705* 
$1,350*. ’°53 (88) 4-dr., 
2-dr., $335*. °50 (88) 


$1,680*; 
2-dr., $780; 


conv., 


$890*. °50 club coupe, 


MERCURY—’52 Hardtop, $525*. 
NASH—’51 Statesman 4-dr., 
OLDSMOBILE—’ 54 


(88) 4-dr., 
"51 (88)° 


(ps) ; 
$1,070*. 


| BUICK— 











club coupe, $155*. '49 (S8)*4-dr., $205*. 
PACKARD—'51 Clipper 4-dr., $320. 
PLYMOUTH—'55 Plaza (6) 2-dr., $1,020. | 
‘54 Savoy 4-dr., $255 (commercial). 
PONTIAC "51 Silver Streak (8) 2-dr., 
$245*. °50 Silver Streak (8) Catalina, | 
$260. 
MISCELLANEOUS—’53 GMC 14-ton piek- | 
up, $400. 
} 
| 


DYER, IND. 


(Dyer Auto Auction. Sale every 
Prices are for sale of Jan. 6.) | 
(Prices were up a little with a lot of | 
action. Sold 180 cars out of 260 offer- 
ings.) 


Friday. 


"55 Century Riviera. 
$1,950* (ps), $1,950; 
era, $2,200* (ps), $2,100* (ps); RM 4- 
dr., $1,950* (ps). '54 Super Riviera, $1,-| 
550*; Special Riviera, $1,410*; Century | 
4-dr., $1,270*. °53 Super Riviera, $990*. 
"52 Super 4-dr., $650*, $635. 
CADILLAC—’54 (62) coupe de Ville, $2,- 
950* (ps); 4-dr., $2,610* (ps); (60) 
Special 4-dr., $2,900* (ps). ‘53 (62) 
conv., $2,015* (ps); 4-dr., $1,740* (ps), | 
$1,625* (ps). °50 (62) 4-dr., $830*, 
$750*. 
CHEVROLET 


4-dr., 





$2,210* (ps); 
Super Rivi-| 
| 


'56 Bel Air (8) 
910*, $1,910; Two-ten (8) 
850*. °55 Bel Air (8) 2-dr., 
Two-ten (8) Delray, $1,410*. °54 Bel 
Air 4-dr., $1,055*; Two-ten 2-dr., $985*, 
$975*, $975, $910*, SSS5*, $830. °53 
Two-ten station wagon, $900, $880; Bel 
Air 2-dr., $640. "52 SL Deluxe 4-dr., 
$410. °50 SL Deluxe club 
’49 FL Deluxe 2-dr., $205; 
2-dr., $150. °48 FM 2-dr., 


4-dr., $1,- 
4-dr., $1,- 
$1,430; 





SL 


Deluxe 
$140. 

CHRYSLER—’54 Windsor club coupe, $1,- 
110*; 2-dr., $920. °53 Windsor New- 
port, $905* (ps); 4-dr., $700. "51 
Impreial Newport, $610*. 

DeSOTO—’'52 Deluxe club coupe, $380. 

DODGE—’55 Royal (S) 4-dr., $1,715* (ps); 
Coronet 4-dr., $1,550*. "53 Meadow- 
brook 4-dr., $430*. 

FORD—’'56 Custom (8) 4-dr., 
Fairlane (8) 2-dr., $1,625* 
tom (8) 2-dr., $1,350, $1,265. 
(8) Country sedan, $1,305* 
(8) Ranch Wagon, $1,125*, $1,070*, $1,- 
065*; Custom (8) 2-dr., $1,075* (ps), 
$945*, $855, $845. °53 Crest (8) Victoria, 
$835*; Main (6) 2-dr., $520. °51 Custom 
(8) club coupe, $410*, $350*%; 2-dr., 
$355*; Victoria, $205. 

KAISER—’51 Manhattan 4-dr., 
dr., $120. 

LINCOLN- 
(ps). 

MERCURY—’'54 Monterey coupe, $1,325*; 
4-dr., $1,205*. ‘53 Custom Sport coupe, 
$1,085*. °52 2-dr., $390. °51 2-dr., 
$355*. °'50 2-dr., $295*, $250°. °'49 2- 
dr., $225, $120°. 

NASH—’55 Rambler Country club; $1,100. 
’53 Statesman 4-dr., $725*; Country 
club, $700*. °51 Stateman 4-dr., $150*, 


$145*. 
OLDSMOBILE—’56 (88) Holiday, $2,475*. 
$2,195* (ps); (88) Super 


*55 (98) 4-dr., 
Holiday, $2,145*; Deluxe Holiday, $1,- 
985*, $1,875* (ps). °54 (88) Holiday, 
$1,600*; (98) 4-dr., $1,575" (ps). °53 
(88) 4-dr., $1,040*; Holiday, $1,005*. 
PACKARD—’50 Clipper 4-dr., 
PLYMOUTH—’55 Plaza (6) 4-dr., 
$1,040. ’54 Savoy 4-dr., 2 at $840, 
$750. °51 Cranbrook 4-dr., $282, 
Cambridge 2-dr., $260. ‘50 Special 
luxe 2-dr., $305; club coupe, $200, $180. 
’49 Special Deluxe club coupe, $185. 
PONTIAC—'56 Chieftain (8) Catalina $2,- 
200*. °55 Star Chief (8) Catalina $1,- 
915* (ps). °54 Star Chief (8) Catalina; 
$1,435*; Chieftain (8) Catalina, §$1,- 
295*; 4-dr., $1,000*. °53 Chieftain (8) 
Catalina, $970* (ps); 4-dr., $685*, $640. 
STUDEBAKER ’*52 Commander 4-dr., 
$260*. °51 Commander coupe, $225*. °50 
Champion 4-dr., $165*, $135, $100*. 
WILLYS—’53 Aero Lark 4-dr., $300*. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Jan. 10.) 

(Red hot sale! Buyers really had their 
buying shoes on as the market was 
strong on clean stuff. Rough autos still 
bringing just what they are worth. Sold 
80 percent of 120 entries.) 

BUICK—’55 Century conv., $1,880*; Special 
2-dr., $1,630*. '53 Super Riviera, $925*; 
4-dr., $900*, $840*; Special 2-dr., $780. 
"52 Super Riviera, $625*; 4-dr., $600*; 
conv., $560*. '51 RM 4-dr., $400; Special 
4-Gr., $335. "50 RM conv., $190*; 2-dr., 
$420*; Super Riviera, $365*. 

CADILLAC—’55 (62) 4-dr., $3,500* 
’54 (62) 4-dr., $2,600* (ps). ‘51 
Special 4-dr. "50 (62) conv., 
$915. 49 (62) 4-dr., 

CHEVROLET—’55 Two- ten (8) 4-dr., $1,- 
350*, $1,285; 2-dr., 3 at $1,225, $1, 180. 
’54 Bel Air 4-dr., $390; 2-dr., $825, $805; 
Two-ten 4-dr., $845, $840, $830, 3 at 
$825, $805, $800, $790, $755; taxi, $355; 
One-fifty 4-dr., $730, $675, $670. '53 One- 
fifty station wagon, $805, $780, $700; 
4-dr., $525, $520; Bel Air 4-dr., $775* 
(ps); Two-ten 2-dr., $635, $625, $610, 
$595. °52 SL Deluxe 4-dr., $400. "51 SL 
Deluxe 4-dr., $325*. ’50 SL Deluxe 4-dr., 
$165. °49 SL Deluxe 4-dr., $160, $140. 

DeSOTO—'51 Custom 4-dr., $235*. 

DODGE—’53 Coronet (8) conv., $565*; 2- 
dr., $480; Meadowbrook station wagon, 
$510. 

FORD—’56 Fairlane (8) Victoria, $2,100*. 
’55 Fairlane (8) 4-dr., $1,480*; 2-dr., 
$1,360. '54 Crest (8) station wagon, §$1,- 
265, $1,150; Custom (8) 2-dr., $905, 
$890; 4-dr., $825. '53 Crest (8) Victoria, 
$800; Main (6) 4-dr., $425. '52 Custom 
(8) 4-dr., $450*. °50 Custom (8) 2-dr., 
$165. 49 Custom (8) 4-dr., $125. 

HUDSON—’47 Hornet 4-dr., $215*. 

KAISER—’51 Manhattan 2-dr., $155. 

MERCURY—’52 Custom 4-dr., $505. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 13.) | 
(We had a good sale this week as con- 
signments were a little heavier and clean | 
autos brought higher prices. We sold 156 | 
cars out of 208 offerings for a percentage — 
| 

} 


$1,765. °55 
(ps); Cus- 

’54 Crest 
(ps); Main 


$200*; 2- 


~56 Premiere coupe, $4,025* 


(ps). 
(60) 





of 78.) 
BUICK—’54 Century Riviera, $1,460*; 4-| 
dr., $1,380*; RM 4-dr., $1,290*; Special 
4-dr., $1,370*; Super 4-dr., $1,325. °53/ 





| CADILLAC—'56 


| _(ps) 
| CHEVROLET 


| DODGE— 


| KAISER—'51 Special 4-dr. 





Special 
$630*. 


4-dr., 


$735, 
"52 Special 4-dr., 


$680; RM 


$500, 

(62) coupe de Ville, 
(62) coupe de Ville, 
$3,700* (ps). ‘54 
(ps); 


conv., 


(62) 
(ps). ‘55 
(ps); conv., 
conv., $2,950* 


$4,980" 
$3,900* 
(62) 


—56 Bel Air 
250*; Sport coupe, $2,200*; 
Two-ten (8) station wagon, 
ray coupe, $1,780; 2-dr., 
Air (8) conv., $1,540*; 
$1,385*; 4-dr., $1,375; Sport coupe, $1,- 
250; Two-ten (8) 4-dr., $1,310; 2-dr., 
$1,100; %-ton pickup, $1,350, $1,100, '54 
Bel Air 2-dr., §$1,025*; Two-ten 4-dr., 
$1,000*. °53 Two-ten 4-dr., $805*; 2-dr., 
$680, $625; Bel Air 2-dr., $750*; 4-dr., 
$640. "52 SL Deluxe 2-dr., $410, 
FL Deluxe 2-dr., $300*. '50 SL 
station wagon, $370; 2-dr., $290. 
’55 Royal (8) 4-dr., $1,500*. 
Meadowbrook 2-dr., $250. 
FORD—’'56 Custom (8) 2-dr., 
Fairlane (8) Crown 
(ps); 4-dr., $1,570*, §$1,550*, $1,535*, 
$1,500*; Fairlane (6) 4-dr., $1,460 §$1,- 
390; Main (8) Ranch Wagon, $1.485*; 
Custom (6) 2-dr., $1,175. '54 Custom (8) 
4-dr., $1,010, $900*, $865; 2-dr., $850: 
Main (8) 2-dr., $750. '53 Custom (8) 
4-dr., $615. "52 Custom (8) 2-dr., $700, 
$650; club coupe, $575; conv., $300; 
Main (8) Ranch Wagon, $450. '51 Cus- 
tom (8) 2-dr., $350, $300. *49 Custom 
(8) conv., $175. '42 4-dr., $295. 
MERCURY—’55 Monterey 4-dr., 
"54 station wagon, $1,300*; 2-dr., 
$1,070. "50 Custom 4-dr., $310; 
rey 2-dr., $230*. 
NASH—’51 Rambler station wagon, 
OLDSMOBILE—'56 (98) Holiday, 
(ps); (88) Holiday, $2,850* (ps), $2,620* 
(ps), $2,550° (ps); Super 4-dr., $2,710* 
(ps), $2,675* (ps). °54 (88) 4-dr., $1,- 
640* (ps). ’53 (98) 4-dr., $1,125* (ps); 
conv., $800*; (88) 4-dr., $1,060* (ps). 
PACKARD—’54 Cavalier 4-dr., $1,325*. 
PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
300*; Plaza (8) 4-dr., $1,175, $1,110, 
$1,095; Savoy (6) 4-dr., $975. °53 Cran- 
brook 4-dr., $350*. '51 Cambridge 4-dr., 
$240; 2-dr., $200. 47 Deluxe 2-dr., $145. 
PONTIAC—’56 Chieftain (8) Catalina, $2,- 
425* (ps), $2,350*. °'55 Chieftain (8) 
2-dr., $1,350*, $1,300*. °54 Chieftain (8) 
4-dr., $1,000*. °53 Chieftain (8) 4-dr., 
$700. 
MISCELLANEOUS—’54 GMC 
up, $600. 


(8) 4-dr., $2,- 
2-dr., $1,800; 
$1,925; Del- 
$1,725. 
Bel Air (6) 2-dr., 


$1,845*. 
Victoria, $1,860* 


$1,590*. 
$1,075, 
Monte- 


$300. 
$3, 155* 


%-ton pick- 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 12.) 
(Demand was better than it has been 
for three weeks and percent of sales was 
very good. More clean cars are needed.) 


BUICK - °56 Century Riviera, $2,805*; 
Hardtop, $2,590. °55 Special 2-dr., $1,- 
525. °54 RM 2-dr., $1,550* (ps). ‘51 RM 
Hardtop, $480*; Super 2-dr., $340; Spe- 
cial 2-dr., $245. °50 Special 4-dr., $250*. 

CADILLAC—’'55 (62) coupe, $3,525* (ps). 
’54 (62) coupe, $2,800* (ps). *51 (62) 
coupe, $1,120*; 4-dr., $905*. ‘48 4-dr., 
$285*. 


CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
055*. °55 Two-ten- (8) station wagon, 
$1,590*; One-fifty (6) 4-dr., $1,095; %- 
ton pickup, $840. '54 Two-ten 4-dr., $990; 
%-ton pickup, $630. '53 Two-ten station 
wagon, $1,000* (ps); 2-dr., $700, $680, 
$590; 4-dr., $615; Bel Air 2-dr., $865; 
Sport coupe, $800. ‘52 %-ton pickup, 
$610; 2-ton stake, $555; SL Deluxe 4-dr., 
$515*, $385*; 2-dr., $430. "51 SL Deluxe 
2-dr., $375, $320. '50 SL Special 2-dr., 
$250; SL Deluxe 2-dr., $100; ‘'%-ton 
pickup, $315. '48 %-ton pickup, $335. 

DeSOTO—’52 Deluxe 4-dr., $295*. 

DODGE—'53 Meadowbrook 4-dr., 
Coronet 2-dr., $720. 

FORD—’56 Fairlane (8) Victoria, $2,185*. 
’55 Main (8) Ranch Wagon, $1,665*, $1,- 
465*; Fairlane (8) sedan, $1,520; Cus- 
tom (8) 2-dr., $1,295. '54 Custom (8) 
4-dr., $1,035*, $890*; 2-dr., $1,025*, $1,- 
020*. ’°53 Crest (8) Victoria, $1,095*; 
Main (8) Ranch Wagon, $1,015*; Custom 
(8) 4-dr., $735*. '52 Crest (8) Victoria, 
$750; Custom (8) 2-dr., $685*, $575*. ’51 
Custom (8) Victoria, $535*, $435*; 4-dr., 
$30*, $375*; 2-dr., $365*, $330*, $240. 
’50 Custom (8) club coupe, $225. ‘49 
Custom (8) 2-dr., $135". 


$585. 51 


_ $345°*. 

MERCURY—’55 Monterey Hardtop, $1,900. 
*54 Custom station wagon, $1,500*; 2-dr., 
$1,090*; 4-dr., $805*, $750*. ‘53 Custom 
4-dr., $1,000*; 2-dr., $870; Monterey 4- 
dr., $970*. ’°52 Custom 4-dr., $800*. ’51 
coupe, $490*. °49 club coupe, $150*. °47 
station wagon, $185. 

NASH—’51 Rambler station wagon, $370. 
’49 Ambassador sedan, $190°*. 

OLDSMOBILE—’55 (88) 4-dr., $1,830*. '54 
(88) Super 4-dr., $1,620*. '52 (98) 4-dr., 
$860*. '51 (88) 4-dr., $475. 

PLYMOUTH — '54 Savoy (6) 2-dr., $745. 
'53 Cambridge sedan, $525; Cranbrook 
conv., $315. °51 Cranbrook Belvedere, 
$410. 

PON TF4AC—’'56 Chieftain (8) Catalina, $2,- 
590* (ps). °51 Silver Streak (8) 4-dr., 
$445*, $335; Silver Streak (6) 2-dr., 
$435, $150. '50 Silver Streak (8) 4-dr., 
$190. '49 Silver Streak (8) 2-dr., $175*; 
Silver Streak (6) 4-dr., $160; 2-dr., $150. 

STUDEBAKER—’51 Champion 2-dr., $225*. 
*50 Commander club coupe, $300*. 

WILLYS—'46 station wagon, $150*. 

MISCELLANEOUS—’52 GMC %-ton pick- 
up, $625. "51 Vangard 4-dr., $190. 


DENVER 


(Denver Auto Auction. Sale every Friday. 

Prices are for sale of Jan. 13.) 

(Market good, Sold 154 cars out of 

240 offerings.) 

BUICK—’56 Century Riviera, $2,990* (ps), 
$2,800* (ps), $2,705*; Special Riviera, 
$2,690*, $2,650*, $2,585*, 2 at $2,570*. 
’55 Century 4-dr., $1,900; Super Riviera, 
$1,900* (ps). °54 Skylark conv., $1,925* 
(ps); Century 4-dr., $1,485* (ps); Super 
Riviera, $1,450*; Special 4-dr., $1,175*. 
‘53 Super station wagon, $1, 240°; 4-dr., 
$850* (ps), $525*. 52 Special 4-dr., $475. 
’51 RM 4-dr., $395*; Super 4-dr., "$375. 

CADILLAC—'55 (62) coupe, $3,525° (ps). 
’54 (62) coupe de Ville, $3,250* (ps), 
$3,075* (ps). ‘53 (62) coupe, $1,975* 
(ps); 4-dr., $1,525* (ps). °52 (62) club 
coupe, $975* (ps). "51 (62) 4-dr., $1,000*. 
’50 (61) coupe, $800*; 4-dr., $690*. 

CHEVROLET—’56 Nomad station wagon, 
$2,605* (ps); Bel Air (8) Sport coupe, 
$2,260*, $2,105, $2,005; 4-dr.. $2,200*; 
Two-ten (6) Handyman, $2,005; One- 
fifty (6) 2-dr., $1,715. "55 Bel Air (8) 
conv., $1,850*; 2-dr., $1,540*; 4-dr., $1,- 
480*, $1,360; Two-ten (6) 2-dr., $1,320, 
$1,195; 4-dr., $1,355, $1,320, $1,295, $1,- 
270, $1,260; ‘%-ton pickup, $1,070. ‘54 
Bel Air 4-dr., $1,090; Two-ten 2-dr., 


(Continued on Page 28, Col. 1) 


coupe, $2,850* 


‘55 Bel 


$370* ; | 
Deluxe | 


'52| 
55 | 
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$785; One-fifty 2-dr., $670. 53 Bel Air 
2-dr., $950; 4-dr., $775, $700*; Two-ten 
4-dr., $710, $685. '52 SL Deluxe Bel Air, 


$480. ‘51 SL Deluxe 2-dr., $365; 4-dr., 
$325*; %-ton pickup, $425. ‘50 %-ton 
pickup, $365. ‘49 %-ton pickup, $300; 


SL Deluxe 4-dr., $165; 2-dr., $155. 
CHRYSLER — '55 Windsor Newport, 
200* (ps). 
DeSOTO—'53 4-dr., $695*. 
DODGE—’51 Coronet 4-dr., $350. 
FORD 
try sedan, $2,375*, 


$2,- 


$2,375, $2,350, $2,- 
350*, $2,050*; Ranch Wagon, $2,265; 
Parklane station wagon, $2,210*; Fair- 
lane (8) conv., $2,300* (ps), $2,215*. 
'55 Thunderbird, $2,560*, $2,510; Coun- 
try sedan, $1,880*, $1,850*; Ranch Wag- 
on, $1,700, $1,670; Fairlane (8) 4-dr., 
$1,675*; 2-dr., $1,560*, $1,555* (ps), $1,- 
545; Custom (8) 4-dr., $1,370, $1,340*, 
$1,300; 2-dr., $1,230. '54 Crest (8) Vic- 
toria, $1,420*, $1,080 (ps); Custom (8) 
4-dr., $1,115*, $1,000, $880°; ‘%-ton 
pickup, $710. '53 Custom (8) station 
wagon, $1,145 (ps); Country sedan, §$1,- 


100; Victoria, $940; Custom (6) 2-dr., 
$645; 1-ton pickup, $575. °52 Main (8) 
Ranch Wagon, $615*; ‘%-ton pickup, 


$390. 
HUDSON—’51 (6) 4-dr., $215*; 2-dr., $140. 
LINCOLN—'54 Capri coupe, $1,750* (ps), 


$1,620*. 
MERCURY—'56 Montclair coupe, $2,765* 
(ps), $2,565; 4-dr., $2,605* (ps), $2,- 


575* (ps); Monterey coupe, $2,585*, $2,- 
525*, $2,500; Custom 4-dr., $2,305. '55 
Custom station wagon, $2,020; 4-dr., $1,- 
615. ’'52 coupe, $800; 4-dr., $525. ‘51 
4-dr., $325*. '49 4-dr., $100. 

NASH—'51 Statesman sedan, $210. 

OLDSMOBILE—’56 (98) Holiday, $3,220* 
(ps); (88) Super Holiday, $2,970* (ps); 
Deluxe Holiday, $2,675*, $2,660°. ‘55 
(98) Holiday, $2,465* (ps), $2,440° (ps), 


$2.350* (ps), $2,285*; (88) Super 4-dr., 
$2,125* (ps). '50 (88) 4-dr., $155*. '49 
(88) conv., $185*; 2-dr., $120. 


PACKARD—'55 Panama Hardtop, $1,855*. 
"50 4-dr., $255. 

PLYMOUTH — '54 Belvedere 4-dr., $790, 
$680. '53 Cambridge 4-dr., 2 at $450. 
PONTIAC — '56 Star Chief (8) Catalina, 
$2,745*. °55 Chieftain (8) station wagon, 
$1,800*. °53 Chieftain (8) 4-dr., $675*. 
'52 Chieftain (8) 4-dr., $575*, $535*, 

$500*; 2-dr., $520. 
STUDEBAKER—’52 %-ton pickup, $390. 
WILLYS—’53 Jeepster, $525. 
MISCELLANEOUS — '53 International ‘%- 
ton pickup, $520; GMC %-ton pickup, 
$485*. °51 GMC %-ton pickup, $375. 


JENISON, MICH. 


(Grand Rapids Auctions. Sale every 
Tuesday. Prices are for sale of Jan. 10.) 
(55's do not seem any stronger, but 
other models appear to be quite a bit 


stronger and in more demand. Sold 
78 cars out of 112 offerings.) 
BUICK—’56 Century station wagon, $3,- 


115*. ‘55 Century Riviera, $2,135*, $1,- 
960*; Super Riviera, $1,855" (ps). ‘54 
Super 2-dr., $1,555*; Special Riviera, $1,- 
510°; 4-dr., $1,100; Century Riviera, 
$1,475*. °53 Super Riviera, $995*, $975*, 
$890*, $690; Special 2-dr., $835*, $885*; 
4-dr., $840*. '49 Super 4-dr., $225°. 
CADILLAC—’51 (62) club coupe, $1,185°*. 
CHEVROLET—’'55 Bel Air (8) club coupe, 
$1,575*. ‘53 Two-ten 2-dr., $725. ‘52 
SL Deluxe 4-dr., $560, $385*. ‘51 SL 
Deluxe 2-dr., $270*, $205°. °48 SM 4-dr., 
$100. 
CHRYSLER—’52 NY 4-dr., $595* (ps). ’51 
Windsor 4-dr., $250*. 
‘53 Fire Dome (8) 4-dr., $760*. 
DODGE—’'53 Coronet (8) Hardtop, $750*. 
FORD—’55 Custom (8) 4-dr., $1,465; 2- 


dr., $1,380, $1,375, $1,355, $1,295, $1,- 
160°; Custom (6) 4-dr., $1,140. ‘54 
Crest (8) Country sedan, $1,250; Main 
(8) Ranch Wagon, $945; Custom (6) 
2-dr., $770. °53 Custom (8) 4-dr., $800, 
$676; Custom (6) 4-dr., $500*; Main 
(8) 4-dr., $625; Crest (6) 4-dr., $550. 


*51 Custom (8) 2-dr., $200; Custom (6) 


2-dr., $180. ‘50 Custom (6) 2-dr., $150. 
"49 %-ton pickup, $200; Deluxe (8) 2- 
dr., $115. 


MERCURY—’54 Monterey Hardtop, $1,400*; 


4-dr., $1,285*. ‘52 club coupe, $625. ’51 
Monterey club coupe, $340*, $330. 
NASH—'53 Ambassador 2-<r., $550*°. °52 


Stateman 4-dr., $445; club coupe, $315. 


OLDSMOBILE—'56 (98) 4-dr., $3,015*; 
(88) Holiday, $2,525*. ‘55 (88) club 
coupe, $1,975*, $1,825*°. ‘54 (88) Super 
club coupe, $1,725* (ps). ‘51 (88) 4- 
dr., $295°. ‘50 (98) 4-dr., $280°. 

PACKARD—'53 (300) 4-dr., $835*; Clipper 
4-dr., $500. 

PLYMOUTH—’55 Savoy (8) sedan, $1,- 
250. ‘S54 Plaza 2-dr., $700. ‘53 Cran- 


brook Belvedere, ‘51 Cranbrook 
Belvedere, $275. 

PONTIAC—'55 Star Chief (8) Catalina, 
$1,920*. ‘53 Chieftain (8) 4-dr., $805*; 
Chieftain (6) 4-dr., $625. ‘52 Chieftain 
(8) 2-dr., $520*. ‘'51 Silver Streak (8) 
4-dr., $310*. '50 Silver Streak (8) 4-dr., 
$400 


$700. 


STUDEBAKER -—- ‘55 Commander club 
coupe, $1,135. ‘51 Champion club coupe, 
$135. 

MISC, — 
$255. 


*51 International 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Jan. 12.) 

(Market very strong and a high per- 
centage of late models sold today. Sold 
235 cars out of 331 offerings.) 
BUICK—’55 Century Riviera, $2,045; Super 

. Riviera, $2,000* (ps), $1,815* (ps); Spe- 

cial Riviera, $1,985*. ‘54 Super Riviera, 

$1,550* (ps); Century Riviera, $1,500*, 
$1,385*. ‘53 Super conv., $1,015*, $900*; 

Riviera, $980*, $950°. "52 RM 4-dr., 

$635*; conv., $500*; Super 2-dr.. $520*, 

$405*. '51 Special 2-dr., $340; Super 4- 

dr., $300, $240. 

CADILLAC—'56 (62) conv., $5,200* (ps). 

"55 (62) coupe de Ville, $3,845* (ps), $3,- 


¥%-ton pickup, 


800* (ps), $3,770* (ps), $3,730° .(ps); 
coupe, $3,450* (ps); 4-dr., $3,385* (ps); 
460) Special 4-dr., $3,725* (ps). ‘54 
(62) coupe de Ville, $3,250* (ps); conv., 
$3,.140*° (ps), $2,950* (ps); coupe, $2,- 
950* ‘ps); (60) Special 4-dr., §2,990* 
(ps). 


CHEVROLET—'55 Be) 
500, $1,475*; Two-ten (8) 4-dr., $1,300. 
"54 Two-ten 4-dr., $940, $900, $830; 2-dr.. 


~56 Country Squire, $2,460*; Coun-| 








Air (8) 4-dr., $1,-| 
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055*. °53 Monterey coupe, $970*; 4-ar., | demand, ‘55s and ‘56s slow. Sold a very 


$800. '53 Two-ten station wagon, $820; 
2-dr., $745; Bel Air conv., $815; 2-dr., 
$750. '52 SL Deluxe 4-dr., $400. ’50 SL 


Deluxe station wagon, $315; 2-dr., $260. 


CHRYSLER —’ 54 Windsor 4-dr., $1,275* 
(ps). °51 Imperial 4-dr., $345* (ps). 
DeSOTO—'53 Fire Dome (8) sedan, $725* 
(ps). °52 Fire Dome (8) sedan, $470*. 

"51 conv., $320*. 

DODGE—’55 Coronet (6) 4-dr., $1,450*; 
club coupe, $1,280*. ‘53 Coronet (8) 
Diplomat, $780*; 4-dr., $670*. '52 Coro- 
net club coupe, $430*, $255*; %-ton 
pickup, $615. ‘51 Coronet 4-dr., $315, 
$230; %-ton pickup, $350. 

FORD—’'55 Fairlane (8) Crown Victoria, 
$1,905* (ps); con¥., $1,690*; 4-dr., $1,- 
635*, $1,400*; Victoria, $1,545*; Custom 
(8) 2-dr., $1,380, $1,175; Main (8) Ranch 
Wagon, $1,275; Custom (6) 4-dr., $1,245. 
’54 Main (8) Ranch Wagon, $1,055; Cus- 
tom (8) 4-dr., $840. '53 Crest (8) Coun- 
try Squire, $985; Custom (8) club coupe, 
$685*; 2-dr., $650. '52 Custom (6) 2-dr., 
$430*. ‘51 Custom (8) Victoria, $410; 
2-dr., $345, $335*; Custom (6) club 
coupe, $315. ’50 Custom (8) 2-dr., $260; 
club coupe, $240. 


HUDSON—’'54 Wasp sedan, $950*; Hornet 
4-dr., $850*. ‘53 Hornet club coupe, 
$535*. °52 Pacemaker 2-dr., $245. 

LINCOLN—’56 Capri coupe, $3,750* (ps). 
*53 Cosmopolitan 4-dr., $1,050*. '52 Capri 
coupe, $730*. 

MERCURY—’54 Monterey coupe, $1,420* 
(ps), $1,335*, $1,150; Custom 4-dr., $1,- 





OLDSMOBILE—’'54 


PONTIAC—’55 Chieftain 


STUDEBAKER—’55 Champion coupe, 


Tuesday and Friday (Jan. 
Market strong and clean merchandise in our section of Virginia has had the most 


$905*; Custom 2-dr., $730. 
Hardtop, $550*, $540; Custom 4-dr., 
$385*. °51 4-dr., $495*. °50 conv., $260. 


NASH—’'54 Rambler club coupe, $1,005*. 


’53 Ambassador 4-dr., $790*; Rambler 
club coupe, $690; Statesman 4-dr., $675. 
‘52 Ambassador 4-dr., $580, $475*. 51 
Rambler station wagon, $330; States- 
man 4-dr., $230. 


(98) Holiday, $1,830* 
(ps); conv., $1,805* (ps); 
(ps), $1,660* (ps); (88) 
$1,600* (ps), $1,410*°. ‘53 (98) 
4-dr., $1,220* (ps); Holiday, $1,145* 
(ps); (88) 4-dr., $1,010* (ps), $945*. 
"52 (98) 4-dr., $740*; conv., $700*. ‘51 
(98) 4-dr., $460*, $310*, $235; (88) 4-dr., 
$310*. 


$1,775* 
$1,700* 


(ps), 
4-dr., 
4-dr., 


PACKARD —’53 Clipper club coupe, $765*. 


’51 Clipper conv., $315*. 


PLYMOUTH—’55 Savoy (8) 2-dr., $1,250. 


’54 Belvedere conv., $800* (ps). ‘53 
Cranbrook Belvedere, $800; 4-dr., $575; 
Cambridge station wagon, $650; 4-dr., 
$440. °52 Cambridge Suburban, $475; 


club coupe, $320, $315. '51 Cambridge 
station wagon, $465; 2-dr., $225*; Cran- 
brook Belvedere, $305. 
(8) sedan, §$1,- 
’54 Star Chief (8) sedan, $1,275* 
Chieftain (8) 4-dr., $1,150*. °53 
(8) sedan, $890, $810*. '52 
Chieftain (8) Catalina, $600*; 4-dr., 
$470; 2-dr., $380. '51 Silver Streak (8) 
Catalina, $430*, $425*. '50 Silver Streak 
(8) 2-dr., $310*, $290. $ 
i= 


780°. 
(ps); 
Star Chief 


150. 
* * + 
— Auctions in Brief — 


HORSEHEADS, N. Y. 


Horseheads Auto Auction. -Sales every 
10 and 13.) 





'52 Monterey | high percentage of 197 cars offered. 


* > * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Jan. 12). A good sale today 
although due to bad weather, we were 
short on cars. Sold 75 percent of offerings. 

* * 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (Jan. 12). Rising prices last week re- 
mained stable this week. Sold 54 out of 
76. 

. * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Jan. 13). In spite of rainy weather, 
we had-one of the best sales for quite some 
time. There were 266 cars listed with bet- 
ter than 80 percent sold. The market was 
strong and bidding was heavy. Clean pieces 
were really bringing excellent prices. Many 
new consignors and buyers were here again 
today for the first time. 

. + * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Jan. 12). Blizzard conditions 
kept registrations low. Prices were up, 
possibly due to a shortage of offerings. 
Sold 56 out of 67. 
* * o 


MASON CITY, IA. 

Central States Auto Auction. Sale every 
Wednesday (Jan. 11). Hottest sale in 
months! Sold 121 out of 147 consigned. 

+ * “ 


WINDSOR, VA. 
Windsor Auto Auction. Sale every Thurs- 
day (Jan. 12). In spite of the fact that 


severe winter weather in its history this 
week, we had an excellent sale. There were 
150 cars registered and a high percentage 
sold. 

* * * 


SYRACUSE, N. Y. 


Syracuse Auto Auction. Sale every Wed- 
nesday (Jan. 11). This week’s sale was the 
hottest one of the winter. Buyers were 
really putting on the pressure as many were 
stocking up for spring sales. Sold 83 per. 
cent of offerings. 


Mobile Homes Hit 
$435 Million Year 


CLEVELAND. — An alltime high 
of $435 million in sales of mobile 
homes in 1955 has been disclosed 
by Robert Sedlak, president of the 
Mobile Homes Manufacturers Assn. 


It amounted to a 34 percent in- 
crease over 1954, according to Sed- 
lak, who said 101,900 units were 
sold. The industry, he added, is 
convinced that “there has been 
established a firm, continuing mar- 
ket. Our surveys show that, of all 
new purchasers, 60 percent previ- 
ously have lived in mobile homes.” 


Another bright sign on the in- 
dustry’s horizon, Sedlak said, is the 
rapid increase in private install- 
ment credit to aid in consumer 
purchases of mobile homes. 











—> 


A powerful summer promotion featuring Miss Cyd Charisse 


... designed to make ’56 your biggest sales year 


It’s the biggest outdoor furniture promotion in years! Think of it! 
Glamorous Cyd Charisse is featured in Saran’s gala 1956 advertising 
and promotion campaign—a campaign that can’t help but make 
your profit picture look terrific. Your saran summer furniture 
supplier will soon have the story on dramatic tie-in opportunities 
you can use. They’re timed just right to help you boost volume on 
this nationally advertised profit leader. Make your plans now to 
feature the 1956 Saran Fabrics. They’re your best bet for a red-hot 
selling season! 


Here’s the power behind the 1956 
saran promotion. Full-color ads 
in BETTER HOMES AND GARDENS, 
AMERICAN HOME, HOUSE BEAU- 
TIFUL, HOUSE & GARDEN and 
LIVING FOR YOUNG HOME- 
MAKERS... more than 10,000,000 
consumer impressions! 


CYD CHARISSE 
co-starring in 
“MEET ME IN LAS VEGAS” 
An MGM Production 
In CinemaScope and Color 


stars for summer furniture 
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Fury Streaks to Record— 


Crossing Daytona Beach (Fla.) finish line after a record run is Plymouth’s new 
240-horsepower Fury. NASCAR officials clocked Fury at 124.01 m.p.h. for one-mile | 
run and at 82.54 m.p.h. in an acceleration run from a standing start. Plymouth said 


the performance broke “all U. S. stock-car acceleration records.” 
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AMC President Outlines Dealer Program yo 








Romney’s Full Senate Statement 


Epiror’s Note: Following is the 
full text of the statement last 
Thursday before the Senate Auto 
Marketing Practices subcommit- 
tee by American Motors Presi- 
dent George Romney: 

* * * 


_— George Romney, president | 


of American Motors. Our com- 
pany is quite new, having been 
formed less than 21 months ago as 
the result of merging Nash-Kel- 
vinator Corp. and the Hudson Mo- 
tor Car Co. American Motors is 
one of the largest companies in the 
country. 


We rank 76th in size according | 


to a recent Fortune Magazine tabu- 
lation of United States companies. 
Over the years our predecessor or- 
ganizations have manufactured 
over 6,000,000 Nash, Hudson and 
Rambler cars and over 15,000,000 
Kelvinator, Leonard and A.B.C. 
major electrical appliances. 

Mr. Chairman, it is my under- 
standing you requested me to be 
here today to discuss our recently 


announced eight-point statement 
of dealer policies and the basic 
philosophy back of those policies. 
This I am happy to do because I 
hope these hearings can prove a 
turning point in the automobile 
marketing practices that have 
characterized the post-war 
| period. 

It is my belief that to accom- 
plish this it will only be necessary 
for the testimony and discussion of 
these hearings to stimulate a 
searching reappraisal by both the 
factories and the dealers of poli- 
|cies and practices that have devel- 
|oped. I am convinced such a reap- 
praisal would result in voluntary 
| correction of the deterioration that 


| has occurred. 
* * * 


Basic Premises 

T° COMPLY with your request 
effectively, I believe I should 

first enumerate the fundamental! 

premises underlying the basic phil- 

| osophy that produced our statement 

|of dealer policies as a first step in 


...and Saran seat covers will 
boost your profits even more! 
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You and your 
customers will be 
sitting pretty 
when you sell 
Seat covers 
woven of Saran 


the °56 look for older cars 





Sell the custom look for new cars, 
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NEW STATIC SHOCK RESISTANCE—Improved formulations and weaves greatly reduce or eliminate static electricity. 


feature this tag 


NEW COLOR FASTNESS—Improved stability to sunlight. Colors are locked into saran for long life and beauty. e NEW 


COLOR STYLING—Improved materials for a wider range of pastel colors, for better styling, brighter fabrics. @ NEW CON- 





or excessive shrinkage. 


you can depend on DOW PLASTICS 





TROLLED SHRINKAGE—|mproved shrinkage characteristic for unique fabrics which retain their snug fit without stretching 











developing a Cooperative Quality 
Dealer Program. 

The first premise was stated in 
last week’s Automotive News edi- 
torial entitled ‘When Problems Get 
Attention, The Answers Follow,” 
which was concluded with this sen- 
tence: “As was said a long time ago 
in the land by Galilee, ‘Man does 
not live by bread alone.’” I am con- 
vinced that satisfaction and prog- 
ress for dealers, manufacturers and 
their employes demands sound 
moral and social objectives as well 
as productive economic objectives. 

The second premise is that Amer- 
ican Motors and its dealers are for- 
tunate to have the opportunity to 
build their relationships within the 
framework of what I choose to call 
competitive - cooperative - consumer- 
ism. Our economic and other re- 
wards should continue to depend 
on competing with others through 
teamwork for the market prefer- 
ence of free customers. 

In our superior American eco- 
nomic system, the consumer is 
the only boss with final authority. 
Therefore, factory-dealer rela- 
tions must meet the desires of 
car buyers if they are to be sound 
and productively enduring rela- 
tions. 

Third, because automobiles are 
inherently different from most 
other products, competition for cus- 
tomers is not limited to selling new 
cars but also is reflected in the use 
of the car. Availability of repair 
parts and service throughout its 
lifetime, regardless of location, are 
fundamental buyer considerations. 

Furthermore, constant technical 
and design progress create the used 
car trade-in practice, from which 
much of the marketing complexity 
and risk arise. Unlike clothes, food, 
drugs, hardware, etc., the customer 
needs to bring the car back for 
maintenance and repair and sooner 
or later will want to trade it in on 
the latest model of his choice. 

* A * 

7. distinction in the product 
itself and its use produces 
unique marketing requirements and 
practices. The required buildings 
and facilities are specialized in 
character and involve sizeable in- 
vestments. Distinction in car design, 
features and price class permits 
greater market penetration and 
customer satisfaction through spe- 
cialization in merchandising, selling 

and servicing. . 
Effective merchandising necessi- 


| tates national and local pre-selling 


of product value, quality, and fea- 
tures by both the factory and the 
dealer. Dealers contribute substan- 
tially towards the cost of advertis- 
ing cars. Effective selling requires 
specialized knowledge of and con- 
viction about the product and 
should be premised on selling the 
product rather than price or terms. 
Satisfactory service requires exten- 
sive factory and dealer service 
training programs and specialized 
facilities and parts supplies by 
dealers. 

Fourth, the nature of the prod- 
uct and its marketing establishes 
a mutuality of interest and inter- 
dependence far greater than that 
between most other manufactur- 
ers and retailers. The design, 
quality and features of new cars 
are prime considerations in pub- 
lic acceptance and sales oppor- 
tunities for dealers. 

Dealer salesmanship, service and 
integrity importantly determine 
market penetration. Together they 
determine sales volume, and pro- 
duction volume, which importantly 
determine cost and price. Price in 
turn importantly determines mar- 
ket and sales. 

To my knowledge there is no 
other manufacturer-retailing rela- 
tionship that inherently involves 
such distinct but inter-independent 
functions and intimate  relation- 
ships. The dealer is dependent on 
the factory for the design and 
manufacture of a saleable product, 
and the factory is dependent on 
the dealer for effective market 
penetration, and both are depend- 
ent on the resultant volume for 
cost and price relationships that 
will result in profits. 

* * : 
Mutual Interests 
Fits. the requirement for uni- 
versal product service and prof- 


itable total volume makes th:: per- 
(Continued on Page 31, Col. 1) 
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New Hotrod Book Has 300 Pictures 


Be NEW YORK. — More than 300| how to be a hotrod driver, sports 


; oe soos ha te eae rods, streamliners, new engines and 

I of top models, are included in Bes 
Hot Rods, by Eugene Jaderquist charts and results of 1955 hotrod 
competition. A catalog of speed 


and Griffith Borgeson. 
The book also has chapters on} equipment supplements the text. 
















AUTO SAFETY BELT 
WEBBINGS 


NYLON * COTTON RAYON 


Made from the heaviest to lightest 
breaking strengths 
and to all Government Specifications 


Write or phone MUrray Hill 7-7151 for information and prices 


WEAVINGS CO. 


545 FIFTH AVENUE NEW YORK 17, N. Y. 


SPECIALISTS IN WEBBINGS FOR AUTOMOTIVE & INDUSTRIAL USE 





Announcing the big new name 


in motoring safety! 


\ 
Toraue 


TRACTION 


4 
Ware 


BARS Patengalig. 2.079.995 





The New Proved and Patented 
Control for All Cars 


f (Now| Reach a market of millions of cars... 
, old and new . . . with this easy-to-in- stall 
i safety device everyone can afford! 


Never before has there been a more saleable 

car accessory—so right for today’s safety-minded 
motorist. Ask the owner who already has 
Torque-O-Matics on his car. He’ll tell you he stops 
faster without dangerous forward weight 

transfer. With Torque-O-Matics rough roads are 
smoothed out as if by magic. His car hugs 

wet pavement with new slide-resisting sureness. He 
enjoys a completely new kind of stabilized 

riding comfort, longer car life! 


And remember—there are no other competitive 
products like patented Torque-O-Matics. Be 

the first in your area to get in 

on the profits from Torque-O-Matics. 


Write today for attractive literature including price 
details and franchise possibilities. 


WITHOUT TORQUE - 0 - MATISS, 
K brake shoes grip brake drums, 
snapping axle housing down- 
ward. Dangerous brake dive is 
the result. Similarly, the more 
the springs try to “wrap up” 
during acceleration the more 
Torque-O-Matics force the 
wheels downward to give 
greater traction. 
Torque-O-Matics deliver 
smoother pick-up, increase tire 
mileage and spring life. 





IN PAIRS 








FOR THE SAFE RIDE 
OF YOUR LIFE 


Safety Engineers, Inc. P.O. Box 1753, Stockton, Calif. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Atlanta 


Fewer new cars were sold in Ful- 
ton and DeKalb Counties (Atlanta) 
in December than 
month during 1955. 


December sales, totaling 2,443, 
were down 11 percent from Novem- 
ber, which had been the previous 
low month for the year. 


December sales, however, were 8 
percent higher than December sales 
a year ago. 

New - truck sales, numbering 
293, followed the same pattern; 
Down 13 percent from November, 
but up 7 percent over December, 
1954. 


By make, new-car registrations 
were: Chevrolet, 804; Ford, 649; 
Buick, 215; Oldsmobile, 163; Pon- 
tiac, 154; Plymouth, 149; Cadillac, 
73; Mercury, 62; Chrysler, 45; 
Dodge, 39; Studebaker, 25; Pack- 
ard, 24; Lincoln, 14; DeSoto, 12; 
Nash, 7; Hudson, 3; Willys, 1, and 
miscellaneous, 4. 


New-truck registrations were:| 


Chevrolet, 164; Ford, 84; Interna- 


in any other 


coln, 509; Hudson, 373; Imperial, 
211, and Continental, 6. 
Meanwhile, new cars showed 
strength as the new year came in 
while used-vehicle turnover de- 
clined. In the first week of Janu- 
ary, new-car registrations totaled 
980, compared with 752 for a year 
ago. Used-car transactions 
amounted to 930, compared with 
| 1,309 in the 1955 period. 
| Commercial sales totaled 91 new 
and 51 used, compared with 73 new 
|and 59 used for the same period a 
year ago.—(Sanford Markey.) 


x * * 


Birmingham, Ala. 


In spite of extensive and elab- 
orate sales promotions, large adver- 
tising campaigns in newspapers 
and radio and television spots offer- 
ing big discounts, easier terms, 
and generous tradeins, sales of 
new cars in Birmingham showed 
a loss in December, as compared 
with November. 

The December total was 1,753, 
compared with the previous 
month’s total of 1,892. 





tional, 17; GMC, 12; Dodge, 11; December registrations by make 
Mack, 4, and White, 1. — (E. C.| were: Chevrolet, 558; Ford, 479; 
Bash.) | Buick, 134; Pontiac, 128; Plymouth, 
1 = 2 | 109; Oldsmobile, 101; Mercury, 66; 
Florida |Cadillac, 34; Dodge, 31; Chrysler, 


New-car sales in Florida in- 


creased 39 percent in 1955, accord-| 


ing to a report issued by Motor 
Vehicle Commissioner Ina S. 
Thompson. 

Mrs. Thompson said 229,220 new- 
car titles were issued during the 
year, compared with 164,314 in 1954. 

Used-car sales, she said, in- 
creased 20 percent, with 849,360 
titles issued in 1955, compared 
with 706,575 in the previous year. 


Total registrations in 1955 were| 


1,799,973, she said, compared with 
1,579,502 in 1954.—(L. D. Bray.) 
* 


* * 


Toledo 


Toledo dealers delivered 26,396 
new cars in 1955 to top the previous 
year’s total by 4,277 and the former 
record, set in 1950, by 4,264 units, 
according to the Toledo Automo- 
bile Dealers Assn. 

Fifteen lines showed increases 
over the previous year in 1955, while 
five makes declined. The total of 
miscellaneous cars was also higher 
last year than in 1954. 

Registrations for the full year 
were: Chevrolet, 6,103; Ford, 
5,685; Buick, 3,071; Plymouth, 2- 
132; Oldsmobile, 1,965; Pontiac, 
1,921; Mercury, 1,620; Dodge, 831; 
Chrysler, 767; DeSoto, 502; Cad- 
illac, 491; Nash, 314; Studebaker, 
230; Willys, 204; Packard, 200; 
Lincoln, 134; Hudson, 88; Kaiser, | 
32; Clipper, 7; Imperial, 5, and 
miscellaneous, 94. 

December registrations amounted 
to 2,101, compared with 1,773 in No- 
vember and 1,984 in December of 
1954.— (George E. Toles.) 


® * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area during the opening 
week of 1955 were far below the 
high number reported in the final 
week of December, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s index ,of general 
business activity fell to 197.2 per- 
cent of the 1935-39 average in the 
week ended Jan. 7. It had been 


28; DeSoto, 23; Studebaker, 22; 
Nash, 17; Hudson, 8; Lincoln, 7; 
Packard, 7; Volkswagen, 2, and 
| English Ford, 1.—(Stuart Riddle.) 


* * » 


Cincinnati 


New-car registrations in Hamil- 
ton County (Cincinnati), O., during 
1955 totaled 47,106, an increase of 
34.5 percent over the 1954 total of 


| 35,029, according to certificates of 


sale filed at the Hamilton County 
Court House. 

Chevrolet led the field with 
11,372 registrations. Runnerup 
Ford had 10,511. Oldsmobile 
moved up to third with 4,318, nos- 
ing out Buick, which had 4,743. 
Other full-year registrations 
were: Plymouth, 3,827; Pontiac, 
3,186; Mercury, 2,315; Dodge, 1,962; 
Cadillac, 838; Chrysler, 794; Nash, 
780; DeSoto, 555; Studebaker, 462; 
Hudson, 282; Packard, 242; Lin- 
coln, 197; Volkswagen, 59 Willys, 
57; Imperial, 48; Jaguar, 14; Mer- 
cedes, 9; Austin, 8; MG, 6; Hill- 
man, 5; Continental, 4; Porsche, 4; 
Kaiser, 2; Renault, 2; Triumph, 2; 
Sunbeam-Talbot, 1, and King, 1. 
Truck registrations during 1955 
amounted to 3,739, an increase of 
16 percent over the 1954 total of 
3,235. Ford and’ Chevrolet ended 
the year in a virtual dead heat, 
with Ford nosing ahead by two 


| units, 1,099 to 1,097. 


Other full-year truck registra- 
tions were: International, 571; 
GMC, 282; Dodge, 177; Mack, 159; 
White, 156; Willys, 66; Divco, 40; 
Reo, 32; Studebaker, 29; Diamond 
T, 12, and miscellaneous, 19. 

Used-car transactions for the 
year amounted to 54,039, an in- 
crease of 19 percent over the 
previous year’s 45,322. Used-truck 
deals totaled 2,511, up 10 percent 
over the 1954 count of 2,279. 

New-car registrations for Decem- 
ber alone were: Chevrolet, 891; 
Ford, 642; Oldsmobile, 398; Buick, 
312; Plymouth, 240; Pontiac, 186; 
Mercury, 176; Dodge, 113; Cadillac, 
97; Chrysler, 62; Nash, 54; DeSoto, 
48; Packard, 21; Studebaker, 19; 
Hudson, 18; Lincoln, 18; Volks- 
wagen, 11; Willys, 10; Continental, 





205.0 a month earlier.— (Leon M.| 
Leffingwell.) | 
* 


* * 


Clevelan 


The Big Three boosted its dom- 
ination of the Cleveland new-car 
market last year by one percent- 
age point to claim 9 percent of all 
registrations. 

Ford division led the field for the 
second straight year with 20,967 | 
registrations. Chevrolet, with 18,- 
627, was second, and Buick was 
third, with 9,196. Plymouth staged 
a strong comeback to finish in 
fourth, with 8,144, after finishing 
1954 in sixth place. 

Other full-year totals were: 
Oldsmobile, 7,843; Pontiac, 6,565; 
Mercury, 5,637; Dodge, 4,661; 
Cadillac, 2,292; Chrysler, 2,206; 
DeSoto, 1,125; Nash, 1,097; Stude- 

baker, 637; Packard, 626; Lin- 


| ternational, 
|17; GMC, 12; Dodge, 11; White, 11; 


3; Mercedes, 2, and Austin, 2.’ 
Deeember truck registrations 


|; were: Chevrolet, 85; Ford, 70; In- 


27; Divco, 19; Mack, 


Reo, 9; Willys, 5; Studebaker, 3, 
and miscellaneous, 1.—(Frank Kap- 
pel.) 


* * * 


Minneapolis 

Deliveries of new cars last year 
in Hennepin County (Minneapolis), 
totaled 40,362, according to Finance 
and Commerce. Minneapolis busi- 
ness newspaper. 

This was 712 cars above the 
total in the previous record year 
of 1950 when 39,650 cars were 
delivered. ; 

Ford won first-place honors for 
1955 by delivering 9,275 cars, com- 
pared with 9,010 for Chevrolet. 

December was the only month 


. 


|of the year when sales lagged be- 
hind those in the corresponding 
month of 1954. Deliveries in De- 
cember totaled 2,421, compared 
with 3,389 in December, 1954. Ford 
also took the lead in December, 
with 624 cars delivered, followed 
by Chevrolet, with 568. cars. 

Other December deliveries 
were: Oldsmobile, 243; Buick, 
206; Plymouth, 162; Pontiac, 126; 
Mercury, 109; Dodge, 77; Cadil- 
lac, 72; Packard, 49; Chrysler, 
44; DeSoto, 37; Studebaker, 31; 
Lincoln, 26; Nash, 24; Hudson, 
14; Willys, 4, and miscellaneous, 
5. 


New-truck deliveries in Decem- 








ber totaled 173, compared with 195 
in December, 1954. 


By make, they were: Ford, 62; 
Chevrolet, 60; International, 16; 
GMC, 14; Dodge, 8; Willys, 6; 


White, 2; Diamond T, 1; Divco, 1; 
Mack, 1; Reo, 1, and miscellane- 
ous, 1—(Donald M. Lyons.) 


* x * 


Manhattan, Kans. 


After slumping steadily for three 
months, new-car sales registered a 
sudden upswing in the last month 
of 1955 in Riley County (Manhat- 
tan), Kans. There were 121 new 
registrations in December, com- 
pared with 92 in November. 


Sales by makes: Ford, 41; Chev- 
rolet, 26; Buick, 8; Oldsmobile, 8; 
Pontiac, 8; Mercury, 6; Plymouth, 
6; Nash, 4; Studebaker, 4; DeSoto, 
3; Dodge, 3; Cadillac, 1; Chrysler, 
1; Hudson, 1, and Packard, 1. 

Used-car sales registered a de- 
cided slump with only 269 units 
reported sold, against 314 the 
previous month and 361 in Oc- 
tober. 

Sales of new trucks gained some- 
what in December, with 8 units 


| sold, compared to only 5 in Novem- 


ber. Sales by makes: Ford, 5; Chev- 
rolet, 2, and International, 1. 

Used-truck sales continued down- 
ward, the slump starting three 
months ago. There were 12 units 
sold in December, compared with 
21 in November.—(George M. Hun- 
holz.) 


* * * 


Dayton, O. 

A record-breaking year in new- 
ear sales in. the Dayton (O.), area 
has been announced by A. O. Paul, 
clerk of courts. 

Paul said in a year-end report 
that 26,209 new cars were regis- 
tered with his office in 1955, com- 
pared with the previous high of 
18,750 the year before. 

During December, he said, Chev- 
rolet paced sales in the new-car 
field with 538. Ford was second, 
with 409, and Buick third, with 253. 
—(George E. Toles). 

* * 


* 


Ottawa 

Dealers expect that the demand 
for higher-priced new cars will be 
greater this spring than last year, 
as a larger number of motorists 
already are seeking to trade 
smaller cars on more costly models. 

Dealers say that the move to- 
ward luxury autos, noted this Jan- 
uary particularly, apparently par- 
allels Canada’s present business 


boom. —(M. L. Schwartz.) 
* * * 


New Orleans 

New-car sales for New Orleans 
in December totaled 2,205, com- 
pared with 1,728 in November and 
2,264 for the corresponding period 
last year. 

New-truck sales in December 
amounted to 198, which was 56 less 
than November and five less than 
December of last year. 

New-car sales by individual 
makes were: Ford, 612; Chevro- 
let, 601; Buick, 192; Pontiac, 
183; Oldsmobile, 150; Plymouth, 
134; Mercury, 120; Studebaker, 
52; Chrysler, 48; Cadillac, 42; 
DeSoto, 34; Dodge, 25; Packard, 
17; Lincoln, 12; Hudson, 7; Volks- 
wagen, 4; Jaguar, 2; English 
Ford, 1; Mercedes-Benz, 1; Wil- 
lys, 1, and MG, 1. 

Truck sales were: Chevrolet, 86; 
Ford, 73; International, 14; Dodge, 
7; GMC, 7; Diamond T, 5; Mack, 
3; White, 2, and Studebaker, 1.— 
(Gordon Hebert.) 
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Text of Dealer Program Outline... 
Romney’s Statement 


To Senate Group 


(Continued fr 


formance and standards of all of| 
importance to each. Sub-standard | 
dealers are detrimental to other | 
dealers as well as to the factory. 
Equitable and fully successful fac- | 
tory-dealer ‘relationships can only 
be built on the recognition that the 
combined mutual interests of fac- | 
tory and dealers are superior to| 
their individual separate interests. | 

Sixth, the high investments of 
money and time, the advantages of 
continuity, the mutuality and inti- 
macy of the relationship requires | 
the maximum clarity and equity in| 
its establishment and _ operation. | 
This is particularly true of the ex-| 
ercise of termination or franchise 
cancellation rights. The vital reli- 
ance of each on the other and the 
consequences therefore of inade- 
quate performance make the right 
of dealer or factory termination 
essential to beth mutual and indi-| 
vidual interest. 

The importance to the dealer of 
continuity of the relationship has 
increased with the decline in the 
number of companies producing 
passenger cars. It has also re- 
duced, in the case of the largest | 
companies, the effect of the | 
dealer exercising or threatening 
to exercise his termination rights. 

Seventh, administration of the| 
factory - dealer relationship is at) 
best subject to human judgment 
and frailties. Justice therefore re- | 
quires review of vital administra- 
tive decisions on an impartial and | 
unprejudiced basis. 

Eighth, technological progress, 
additional merchandising know l- 
edge and greater skill will continue 
the improvement and changes in 
marketing methods and practices, | 
as well as in automobiles. Under 
the circumstances the factory- 
dealer relationship must provide 
for evoluticnary contractual modi- 
fications. Maintaining the status} 
quo is to be avoided where new 
conditions and opportunities de- 


mand progress that will increase | 


consumer benefits. 

Ninth, the American Motors 
statement of dealer policies will be 
used to develop a Cooperative Qual- 
ity Dealer Program for American 
Motors and its dealers and was not 
prepared with the idea that it has 
application to any other company 
or dealer group. 

One of the advantages of our 
competitive system is freedom for 
individual expression and action. 
This has resulted 


tions must be reckoned with in 


developing programs of this funda- | 
mental character. 
” | 


* * 


Market Deterioration 


| MY judgment, the marketing 
practices in the automotive in- 


dustry have deteriorated to the} 


point where there is competitive 


advantage in striving to achieve a} 


marked improvement in these prac- 
tices. 

I believe many car customers are 
developing a “customer beware” 
attitude as a result of horse trading 
practices that have characterized 
new-car selling in the postwar 
period. I believe the automobile in- 
dustry as a whole has suffered in 
public esteem as a result. 

I believe many dealers are dis- 
gusted at the methods and ethics 
of current automobile marketing 
practices and have lost much of 
the moral and social satisfaction 
and are beginning to lose the 
economic benefits previously de- 
rived from adherence to higher 
Standards. I believe customers 
and dealers will respond to 
greater honesty and integrity in 
the advertising, selling, servicing 
and financing of cars. 

In studying the ways in which 
such improvements could be ac- 
complished, we concluded that it | 
would require the joint participa- 
tion of our dealers. It is for this| 
reason that we have taken the first | 
step in developing a Cooperative 
Quality Dealer Program. Competi- 
tively, it is designed to improve our 
present American Motors dealers, 
to secure additional American Mo- 
tors dealers, and to acquire addi- 


in distinctions | 
between almost every business in- | 
stitution in the land. Such distinc- | 


om Page 29) 


| tional American Motors customers. 


Our statement of policy repre- 


sents a reappraisal on our part of | 


past and current factory-dealer re- 
lationships and marketing practices 


|and a@ decision to seek the coopera- 
|tion of our dealers at the council 


table in making a joint reappraisal. 
We have decided to review with 
our dealers every aspect of our 
franchise. 

We recognize that the franchise 
is the result primarily of a sincere 
factory effort to establish a sound 
contractual base for factory-dealer 


| affected by bootlegging, dishonest 


| based on price and finance charge 
| “packs” because they still remem- 





Actually many owners are indif- 
ferent to cries of dealers adversely 


advertising and over - allowance 


ber the immediate postwar years 
of car shortages, price gouging, and 
low trade-in allowances on the part 
of certain dealers. There is basis 


uation is just recompense. 

But the combination of these two 
eras of malpractice by certain deal- 
ers must not be allowed to freeze 
themselves in the ethics and prac- 
tices of the industry if this indus- 
try is to continue its growth 
through public confidence in auto- 
mobile dealers as legitimate, reli- 
able, efficient 
chants. 

* a 


a 
Difference of Opinion 
E DOUBT that sound market- 


ing practices can be widely 
re-established unless programs for 





relationships but that it is not the| 


result of securing the organized 
thinking of our dealers 
and open discussion on the basis 
of equality and mutuality. Our pol- 


|icy statement represents a decision 


on our part not only to seek their 
organized suggestions in developing 
a Cooperative Quality Dealer Pro- 
gram but to seek them through 
representative dealers elected by 
them. 


* % * 


Dealer-Factory Teamwork 


E BELIEVE our dealers should 
know that our mutuality of 
economic interest is greater than 


| their interest with any other eco- 
nomic group. We are taking this} 


approach because we are convinced, 


as I said in a talk in February) 
of 1949, that “in our competitive-| 


cooperative economy, workers and 
management of each _ individual 
enterprise should be members of 
an economic team. Each team 


| should compete with other teams | 


supplying the same product or 
service. They should compete to 


services offered by competing 
enterprises. 
“In the automobile industry, 


| the management, workers and deal- 


ers of Nash should compete with 
similar teams labelled Hudson, 
Studebaker, Packard, General Mo- 
tors, Ford, Chrysler. The results of 


their position in the automobile in- 
dustry league.” 

| The individual dealers’ invest- 
ment of time, money and skill is 
proportionately as great as the 
factory’s equivalent investment for 


market. Dealers are in the main 


|comings of fellow dealers that are 
contrary to the interest of all deal- 
ers and the joint interest of dealers 
and factory. 

In my judgment they will sup- 
port the firm administration of 
| franchises reflecting the best 
thinking of themselves and the 
factory, providing provision is 
made for impartial and unpreju- 
diced review of termination or 
other vital administrative deci- 
sions. The majority of dealers is 
not seeking to protect fellow 
dealers who are drones, dishon- 
est, semi-retired, incompetent, 
poorly equipped, sub-standard or 
non-performers. They know that 
provision must be made for the 
replacement of such dealers or 
the public acceptance and sale 
of their car line will be adversely 
affected to their own detriment. 

We also think it is timely to seek 
the cooperation of our dealers in 
making the first joint study to 
analyze present and future market- 
ing practices. We know some of 
our dealers who are engaging in 
present questionable practices on 
the claimed basis of self-defense. 
Such practices are bound to de- 
mand their price. 

We believe the day of reckoning 
is at hand. Temporarily some fac- 
tories and dealers have benefited 
from practices that are contrary 
to the fundamentals on which 
|;owner confidence in the automo- 





level. 
Some owners have secured terms 


but even new-car buyers cannot 
continue to buy cars at prices that 
do not cover the cost of facilities 
for their maintenance and service 
without paying for it in service de- 
lays, operating costs or higher 
prices on later purchases. 





in frank | 


satisfy the needs of customers free | 
|to select between products and 


|their teamwork should determine | 


the penetration of his particular | 


| capable of recognizing the short- | 


bile business was built to its high} 


on new cars that appear attractive | 


this purpose are formulated on at 
|least a companywide basis. There 
is difference of viewpoint and prac- 
| tice at the present time in our own 


for argument that the present sit- | 


and honest mer-| 





|dealer body. There always will be} 


|and should be on many things, but 
| not on fundamentals. 
There are some within the indus- 


fee and outside who seem to think | 


volume should be the primary ob- 
| jective. Others think that the boot- 
legger 
super-markets and changed pat- 
terns of distribution. Unquestion- 
ably in most markets profitable 
| volume for dealers are now impor- 
| tantly above levels of a few years 
| ago. 
However, if the bootlegger is a 
desirable and legitimate form of 
car retailer then the whole struc- 
ture of franchised distribution in 
this country is unsound and will 
be wiped out. The two are in 
direct conflict with each other 
and both cannot survive. 
The bootlegger exists 
factories or dealers or both have 
violated fundamental principles un- 
| derlying the use by all factories of 
the franchised dealer as the ac- 
| knowledged and deliberately 
selected means of new car distri- 


new cars requires expensive facili- 
ties and stocks of parts and acces- 


joining in any step of the bootleg 
process jeopardizes the ability of 
dealers in the bootleggers area to 
provide this essential user need to 
his owners. 

Here is what some of our Ameri- 
can Motors dealers have written 
me about the effects of bootlegging. 

From New York: “There is no 
doubt in our minds that this (boot- 
legging) practice is a result of pres- 
sure on the new-car dealer to 
absorb more and more cars because 
of factory overproduction.” 

* * * 


overhead and do not carry a serv- 
ice department to take care of cars 


will accept $100 to $150 profit, or 
less, which we cannot do because 
of the service we must maintain to 
satisfy our customers.” 

From Colorado: 
a dealer since 1934 and in the auto- 
mobile business since 1913... we 
feel that the bootlegging of new 


public because cars that have been 
used are being sold for new cars 
and have been driven in from dif- 
ferent cities and in cases perhaps 
have been turned over to irrespon- 
sible drivers and driven at exces- 
sive rates of speed in transit and 
in many instances have been in- 
volved in accidents and have been 
repaired and sold to the public as 
new cars.” 

From Massachusetts: “Prior to 
the production race between the 
two largest companies in the indus- 
try, the bootlegging problem was 
negligible here.” 

From Massachusetts: “Bootleg- 
ging has (1) ruined the price mar- 
ket; (2) caused vicious advertising; 
(3) reduced the automobile busi- 
ness to a cutthroat business; (4) 
|resulted in loss of public respect 
for automobile dealers; (5) lowered 
the morale of legitimate dealers.” 

From New York: “The most seri- 
ous affect has been the destruction 





| legitimate and reliable merchant.” 
| * * a 
\Need Dealer Support 


BELIEVE the confidence of 


: ; 
| customers in our dealers is an 


is the forerunner of car} 


| 


| 


bution. Because the marketing of | 


sories for service and maintenance, | 


aoe New Hampshire: “‘Boot- 
leggers’ usually have a very low | 


after being purchased. And they} 
“We have been! 


cars by curbstoners and used-car | 
dealers is very detrimental to the) 


of the dealer’s reputation as a} 


because | 











be sina 


31 
secured through full, frank, joint 


f it. I a ; discussion and exploration. Re- 
leiacen 4am aaa cee ge gardless of the soundness of such 


dealers is one method of doing so.|® Program, lack of dealer support 
In our judgment, more dealer| would be as fatal as the lack of 
support for such a program can be (Continued on Page 32, Col. 1) 


invaluable asset. We have been 
considering ways of securing more 





for New and Used Car Lots and Showrooms 
WHEREVER LIVE-ACTION DISPLAYS ARE NEEDED 


These heavy plastic spinners have nylon bushings on 500-Ib. test steel cable. 


20 spinners on 80 feet of cable. $1 7 00 
. 


Complete for 


We also sell plastic Pennants. 48 pennants to 300 feet for $12.00. 


COMFORT SPECIALTY CO. 


200 S. 7TH ST. ST. LOUIS 2, MO. 










WHEN WILL 
BLAKE'S CAR 
BE READY? 





Auto dealers report 


20”to 50”MORE SERVICE JOBS 
with Executone 


With Executone you just push a 
button and talk, Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


GOING TO WASHINGTON? 


Be sure to see... hear...try Executone at | 


the NA DA Convention, Booths 1-2. 
XOCUlOME 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 











EXECUTONE, INC., Dept. D-7 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
Name 
ON a 
Address se 
In Canada—331 Bartlett Ave., Toronto 
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Romney’s Full Senate Statement 


(Continued from Page 31) 


public support for an act of Con- 
gress. 


Before presenting and discuss- 
ing our policy statement, I want 
to make one thing completely 
clear. In seeking organized dealer 
assistance in matters of mutual 
interest, we are not proposing 
shifts or changes in areas of 
factory or dealer authority, re- 
sponsibility or function. Except 
where otherwise indicated we 
seek dealer advice, counsel and 
criticism with the power of deci- 
sion vested in the company and 
dealers on the present basis. 


Now as to the policies we have 
declared as a basis for developing 
@ cooperative quality dealer pro- 
gram. Let me read the eight points 
of policy: 

1. Dealer Councils elected by the 
dealers themselves. 


2. These Dealer Councils to 
advise and counsel on all matters 
affecting dealers and customers. 


3. Periodic review with the Dealer 
Councils of sales franchise to keep 
it on a practical, fair and equitable 
partnership basis, including the 
length of franchise and any other 
aspect of it. 


4. Early consideration to be given 
to a joint company-dealer appeal 
board with final authority in dealer 
cancellation cases. 


5. Joint formulation of policies to 
prevent unethical or misleading 
advertising, selling, financing or 
servicing. 


6. Primary reliance on dealer 
projections and orders to keep 
car production sufficiently bal- 
anced with market demand to 
avoid bootlegging and unsound 
inventory accumulation. 


7. Joint consideration of methods 
of avoiding excessive fluctuations 
in car sales and production and 
maintaining them at profitable 
levels for both the dealers and the 
factory. 

8. Consideration of annual pro- 
grams for sharing with dealers the 
financial benefits from future 
growth and greater total sales 
volumes. 

= % + 


Dealer Council 


“DEALER councils elected by 
the dealers themselves” is 
included as a result of our experi- 
ence with the Nash Dealer Council 
selected in this manner. It seems 
to me an elemental and funda- 
mental principle of good relation- 
ships to permit others to select 
those by whom they are to be 
represented. Our experience with 
dealer. councils designated by fac- 
tory personnel and a Nash Dealer 
Council elected by the dealers 
themselves, indicates that the 
elected dealer council is more likely 
to secure the thinking of other 
dealers, and the reports of its mem- 
bers will be more readily accepted 
and followed by dealers not mem- 
bers of the dealer council. 

To launch the Nash Dealer 
Council, each Nash dealer was 
asked to fill out a ballot, listing 
in order of preference the names 
of four other dealers in the same 
zone. When these nominations 


dealers to elect their dealer council 
in the same way. 
* * 


Unrestricted Discussion 


2. “These dealer councils to advise 
on all matters affecting dealers and 
customers.” In council table discus- 
sions with both the elected and 
appointed dealer councils, we have 
followed the procedure of asking 
the members of dealer councils to 
list the subjects they want to dis- 
cuss. They have been free to list 
any subject on which they want to 
make comments’ or recommenda- 
tions and any subject on which 
they want factory representatives 
to make comments or supply infor- 
mation. This has resulted in long 
agendas but in .an exchange of 
viewpoints that. has proven mutually 
beneficial. 

From. my standpoint I find that 
other duties make it difficult to 
secure the thinking and advice of 
our dealers who are maintaining 
closer contact than we are with 
our ultimate customers. Our dealer 
council sessions have been of great 
value in securing a clearer and 
more representative picture of 
dealer thinking and dealer prob- 
lems, and of dealer and customer 
reaction to factory products, poli- 
cies and programs. 

Obviously, seeking the advice and 
counsel of others does not change 
the areas of separate authority, 
responsibility and function. 

od 


Periodic Franchise Review 


3. “Periodic review with dealer 
councils of sales franchise to keep 
it on a practical, fair and equitable 
partnership basis, including the 
length of franchise and any other 
aspect of it.” Actually, this policy 
could be considered as being cov- 
ered by. Point 2. 

However, the importance of the 
franchise and the desirability of 
its being a mutually satisfactory 
and understandable document, 
justifies giving it special mention. 

The principal point of policy 
involved is our commitment to 
make periodic reviews and to work 
with the dealer councils in keeping 
our sales franchise “practical, fair 
and equitable” and on a “partner- 
ship basis.” This is a commitment 
on our part to revise our present 
sales franchise if it does not meet 
these specifications. 

* * * 


Joint Appeal Board 


4, “EARLY consideration to be 
¢ given a joint company-dealer 
appeal board with final authority 
in dealer cancellation cases.” Under 
present procedure, termination de- 
cisions made by factory personnel 
are subject to review only by higher 
factory personnel. We think this 
procedure denies dealers the right 
of final review by an impartial and 
unprejudiced group. 

Considering the effect of termina- 
tion on a dealer, it seems only fair 
and equitable that a final review 
be made by a board containing 
dealer representatives as well as 
factory representatives. In this 
manner, dealer representatives can 
reflect the thinking and viewpoint 
of the dealers and offset any tend- 
ency of factory officials to overlook 
pertinent elements of consideration. 





regulatory laws making the admin- 
istrative officials of government 
responsible for final franchise deci- 
sions is in the interest of the 
dealers themselves. I believe dealers 
will find the judgment of their own 
associates and our top officers 
superior to the decisions of. those 
who inevitably must operate in a 
political rather than an economic 
atmosphere. 

Substitution of political decision 
for economic decision is the sure 
road to the inefficiencies that will 
reduce owner benefits and economic 


rewards for all. 
* * * 


Marketing Policies 


5. “Joint formulation of policies 
to prevent unethical or misleading 
advertising, selling, financing or 
servicing.” At the present time 
these practices have reached an 
unfortunate level throughout the 
country. 

Blitz selling, price packing, dis- 
honest or misleading service, 
advertising and bootlegging have 
become so general that few dealers 
undertake to avoid these practices. 
These practices have become so 
widespread that it may or may not 
be possible for American Motors 
and its dealers by themselves to 
successfully resist the general prac- 
tice. 


However, it is one of the areas 
we want to explore with our dealers 
with a view to arriving at joint 
policies that we believe would be 
to the benefit of dealers, owners 
and the factory. 


For example, we were concerned 
about misleading advertising on the 
part of some of our dealers. We 
considered the issuance of a new 
statement of advertising policy to 
be applied under the terms of our 
franchise. Under our franchise, the 
factory has the responsibility — 
“Because of the effect that adver- 
tising may have on the sale of 
Manufacturer’s products and the 
goodwill of the Dealer, the Manu- 
facturer and other Dealers, the 
Dealer agrees to use only advertis- 
ing pertaining to Manufacturer’s 
products that is supplied or ap- 
proved in advance by the Zone.” 

In considering the issuance of 
a statement of advertising policy 
as a yardstick for our field 
personnel in implementing this 
portion of our franchise, we con- 
cluded that misleading advertising 
is now so prevalent that combined 
factory and dealer effort would 
be necessary to secure customer 
recognition of the avoidance of 
such advertising by American 
Motors and its dealers. 

Furthermore dealer adherence to 
such advertising policies would be 
more likely if they were the result 
of dealer participation and endorse- 
ment. As a result, we withheld 
their issuance and will submit them 
to our dealer councils as a starting 
point in the joint formulation of 
such policies. 

We intend to explore and follow 





New Commercial Car Registrations, 


the same procedure on selling, 
financing and servicing. 
+ * + 


Production Control 


And Bootlegging 


6 “PRIMARY reliance on degler 
® projections and orders to keep 
car production sufficiently balanced 
with market demand to avoid boot- 
legging and unsound inventory 
accumulation.” At best, it is a 
difficult job to keep production and 
sales adequately related. Such a 
relationship is most likely to result 
where in addition to other data, 
dealer’ sales projections are used 
to determine finished parts produc- 
tion releases, and actual dealer 
orders play their proper part in 
establishing schedules for finished 
car production. 


Where the goal of volume and 
industry position have become 
dominating considerations, produc- 
tion at levels beyond the capacity 
of franchised dealers to handle on 
a sound marketing basis is bound, 
sooner or later, to break down any 
system of relating the dealer and 
his market. Undoubtedly, dealer 
desire for gain has resulted in some 
sales of new cars to retailers lack- 
ing service facilities and parts 
stocks necessary for customer sat- 
isfaction. 


However, to reach the wide- 
spread proportions experienced in 
recent years, there must have 
been a departure from previous 
practice of relating dealer sales 
projections and orders with pro- 
duction. The effect of overproduc- 
tion that creates pressures and 
incentives equal to those during 
1954 and 1955 for new-car sales 
through non-franchised channels 
strikes at the very heart of the 
factory-dealer relationship based 
on mutuality of interest and the 
dealers right to an adequate 
marketing territory in meeting 
his contract obligations. 

As a rule, the non-franchised 
dealer avoids the expense necessary 
to provide the type of facilities and 
service that will maintain the good 
name of product, company and its | 
affiliated dealers. Furthermore, the! 
resulting pricing advantage tends 


to disrupt the pricing pattern) 


required for continuing health in 
the franchised dealer structure. 

Over-production, bootlegging and | 
high pressure selling disrupt the | 
market not only for dealers of the} 
factory involved but also disrupt 
the market for competitors and 
their dealers. 

* * * 


Sales Stability 


be 


ods of avoiding excessive 


fluctuations in car sales and pro-| 


duction and maintaining them at 
profitable levels for both the dealers 
and the factory.” 


Inherently, the automobile busi- | 


ness is confronted with seasonal 


fluctuations. Considerable effort has) 


been expended to, devise programs 
that will reduce seasonal and cycli- 
cal gyrations. Some have proven) 
successful and others have been| 
ineffective. 

One successful prewar move was 
the shifting of the 
national automobile show 





“JOINT consideration of meth-| 


industry’s | 
from | 
January to October. Sales, produc-| 
tion and employment facts indicate! 





that this tended to reduce the 
spring selling peak and to increase 
fall sales and accompanying pro- 
duction and employment. 

Unfortunately, the industry in 
postwar years has not yet been 
able to agree upon the resumption 
of the national automobile show 
and such sales-stimulating exhi- 
bits as are now being scheduled 
are largely being held in the 
winter season. 

In the case of American Motors, 
fluctuations in our sales, production 
and employment tie in to the basic 
elements of our _ factory-dealer 
relationship and raise peculiar 
problems that we want to discuss 
with our dealer councils. Involved 
is the fact that in our relationship 
with our dealers there is no element 
of compulsion on the part of the 
factory. 

We currently rely primarily on 
dealer sales projections and dealer 
orders in establishing our raw 
material releases and production 
schedules. The time required for 
securing raw material fabrication 
and delivery is of such length, and 
time required for parts production 
and delivery is of such length, that 
dealer failure to match projections 
with orders—or dealer cancellation 
of orders once placed—creates im- 
balances in this production and 
sales relationship. 

We heartily concur with the idea 
that dealer-factory relationships 
should represent a two-way street. 








In our case, we believe dealers of tt 
should have some obligations with tions 
respect to advance car orders on a Ft. ‘ 
firm basis that will permit intelli- | Nati 
gent production scheduling. Fred 
This point of policy also con- vice- 
templates consideration of the Nz 
disruptive influence of practices B. A 
such as those described in dis- agen 
cussing Policies 5 and 6. It is my liam 
impression, based on reports I am will 
receiving from dealers and indus- vidu 
try sources, that the unethical 10 ¢ 
and misleading merchandising the | 
and selling policies pursued in the 
past two years and factory drives Spe 
for volume, have begun to ad- P 
versely affect present sales, pro- © EF“ 
duction and employment. ] 
I guess one reason it is so difficult non 
for people to apply sound moral, chu: 
social and economic principles in (Ja 
business is because the reaction is tl 
from so doing is frequently some- has 
|what delayed. Furthermore, the N 
| disadvantage from not doing so are Tuc 
usually slow in their first appear- the 
ance and in their ultimate conse- be I 
| quences. But 
+ * * Stec 
| Amore reasons why automotive Iil., 
sales production and employ- ver: 
ment in 1956 will be less than those Md. 


in 1955 is that some cars were sold ; 


on retail financing that extended He 
for too long a period. 1953 and pr 
1954 customers who bought cars the 
|with little or nothing down, with tre 
up to 48 months to pay, are not res 


in a position to trade in their last 
purchase on a new 1956 model. The 
old model hasn’t been paid for yet. 
This is blocking some sales. 
Furthermore, customers who re- 
ceived over-allowances on their 
| previous trade-in and now bring in 
their present car bought on a 
packed price basis, find it difficult 
to reconcile the-full impact of this | 
procedure on trade-in allowances Me 
(Continued on Page 34, Col. 1) ea sal 
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Weekend Clinics Also Set... 





Equipment Exhibit 
Opens NADA Parley 


(Continued from Page 3) 


committee last week began hear-| 
ing’ on automobile marketing 
practices. 

Monroney will speak at 10 a.m. 
and Weeks at about 11:15 a.m., 
following talks by three members 
of the NADA young Executives 
Group. 

Selling will be the keynote Tues- 


day afternoon. Charlotte Mont- 
gomery, of Good Housekeeping 
magazine, will discuss “Selling 


Cars to Women,” followed by ad- 
dresses by Birkett L. Williams, 
Cleveland, and Vince Baker, auto- 
motive sales consultant of Pueblo, 
Colo. 

Yarnall will preside Wednes- 
day morning (Feb. 1) at a ses- 
sion entitled “The NADA Action 
Program for 1956.” He will intro- 
duce the newly elected president 
who will present his fellow offi- 
cers for 1956. 

Speakers at this highly impor- 
tant meeting will be Frederick H. 
Sutter, Columbus, Ind., chairman 


of the association’s Industry Rela- | 


tions Committee; Walter B. Cooper, 
Ft. Collins, Colo., chairman of the 
National Affairs Committee, and 
Frederick J. Bell, NADA executive 
vice-president. 

NADA has announced that Guy 
B. Arthur jr., personnel and man- 
agement consultant, and C. P. Wil- 
liams, service management expert, 
will be available to discuss indi- 
vidual problems with dealers from 
10 am. to 4:30 p.m. each day of 
the convention. 


* * * 


Special Events Listed 
IRST of the special events 
planned for delegates will be a 
nondenominational, laymen-led 
church service at 11 a.m. Sunday 
(Jan. 29) at the Sheraton. This 
is the first such event NADA ever 





has held. 

NADA director Frank Dawson, 
Tucson, Ariz., will be in charge of 
the service. Other principals will 
be Fred Smith, Cincinnati; Howard 
Butt jr., Corpus Christi, Tex.; Karl 
Steele, Wheaton College, Wheaton, 
Ill, and Fague Springman, Uni- 
versity of Maryland, College Park, 
Md. 

Sunday evening, a Rodgers and 
Hammerstein concert will be 
presented in Constitution Hall by 
the National Symphony Orches- 
tra. Monday evening has been 
reserved for the many hospitali- 


Mercury Officials 
Convene with 


Dealer Council 


DEARBORN.— Members of the 
National Dealer Council, elected by 
Mercury and Lincoln dealers in 23 
sales districts, met here last week 
with top executives of Mercury 
division. 

F. C. Reith, general manager of 
Mercury, headed executives who 
discussed current and future plans 
and programs for Mercury with the 
dealers. 


Members of the council are: 

Eastern Recion—Frank C. O’Neill, 
Wellesley, Mass.; Monroe M. West, 
Newburg, N. Y.; F. Lawrence Mu- 
nier, York, Pa., and Joseph Hinder, 
Aberdeen, Md. 

_SoutHern Recion—Daniel A. 
Graham, Atlanta; J. B. Bratcher, 
Plainview, Tex.; Glenn Bell, Orange, 
Tex.; John A. Boyle, Tampa, Fla., 
and W. D. Bacon, Greenville, Miss. 
_ CENTRAL Recion—Charles E. Clark, 
Fairport, N. Y.; John Walker, Day- 
ton, O.; Joseph Halpert, Erie, Pa.; 
Omer W. Stotts, Mt. Clemens, Mich., 
ar Z. F. Zimowski, Cumberland, 

Mipwest region—Frank Tauber, 
Chicago; Ross Burman, Burling- 
ton, Ia.; Dick Price, Wichita, 
Kans.; Robert J. Auffenberg, Belle- 
ville, Ill, and G. C. Ryan jr. 
Duluth, Minn. 

WESTERN REGION—Frank Johnson, 
Salt Lake City; T. H. Tupman, Los 
Angeles; George T. Martinson, 
Berkeley, Calif. and Lawrence A. 
Westerweller, Yakima, Wash. 





ty events planned by manufac- 
turers, exhibitors and allied in- 
dustry interests. 

The convention ball has been 
scheduled for 9:30 p.m. Tuesday 
at the Sheraton, and Wednesday 
evening’s highlight is “It’s All in 
Fun,” a musical revue written and 
produced especially for the con- 
vention. 


* * * 


Breakfasts and Luncheons 
fics following breakfast and 
luncheon meetings have been 
scheduled during the convention: 
Monday — Breakfast: NADA 
Young Executives Group, 8 a.m., 
Shoreham Hotel. Hugh McKenna, 
president, U. S. Junior Chamber of 
Commerce, will speak. 
Luncheons: NADA Young Exe- 
cutives Group luncheon and an- 


nual meeting, 12:30 p.m. Shore- 
ham Hotel. Inter-Industry High- 
way Safety Committee, 12:30 
p.m., Sheraton Hotel (by invita- 
tion). 

Tuesday — Breakfast: NADA 30- 
Year Club, 7:45 a.m., Sheraton 
Hotel. Luncheon: Area chairmen, 
12:30 p.m., Sheraton Hotel. Guy 
Rawls, Raleigh (N.C.) DeSoto- 
Plymouth dealer, and H. L. Galles 
jr.. NADA membership chairman, 
will speak. 


For the Ladies 


N ADDITION to the concert, ball 

and musical revue, several other 

events have been planned for the 
wives of delegates. 

A tour of Mt. Vernon has been 
scheduled for 1 p.m. Monday and 
a visit to the White House has 
been arranged for 12:15 p.m. 
Tuesday. The visit will be fol- 
lowed by a fashion show at 2:30 
p.m. in Constitution Hall. 

An alternate Mt. Vernon tour is 


* * 





| listed for Wednesday morning plus 
| small-group visits to various points 
|of interest in Washington. 

| Headquarters and _ information 
|}center for. women attending the 
|convention will be the New York 
Room of the Statler Hotel. 








Studebaker Honors Dean— 


Alton Dean, center, Tallahassee, Fla., 
receives a plaque in recognition of his 15 
years as a Studebaker dealer. Making the 
presentation is A. L. Christian, left, At- 


right, manager Studebaker fleet depart- 
ment. 








33 
Commerce Aide 


'|Defends Weeks’ 


Transport Report 


WASHINGTON. — The Cabinet 
committee report on transportation 
and subsequent legislation have one 
objective—better transportation for 
the public at lower cost, said Louis 
S. Rothschild, undersecretary of 
Commerce for transportation, in 
defending the committee recom- 
mendations. 

Speaking at the national trans- 
portation outlook conference of the 
U. S. Chamber of Commerce, Roth- 
schild said the report seeks to 
achieve this goal by placing greater 
reliance on competitive pricing and 
by strengthening the common 
carrier system. : 

“Unfortunately,” he said, “debates 
on the committee report often have 
centered less on the Administra- 
tion’s primary objective and more 
on how the recommendations will 
affect the particular interests of the 


: | carriers.” 
lanta zone manager, and R. J. Siewers, | 








More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





FOR SAFER, SURER STOPS IN EVERY WEIGHT CLASS— 


Beadix- Yfechiughouce GUT) COMPRESSORS! 


result Tu-Flo Compressors assure more road time, less 
shop time—longer service life at lower cost. Make sure 
your truck customers get Tu-Flo performance by 
recommending Bendix-Westinghouse Air Brakes — it’s 


Power . . . Capacity . . 


count most in air brake 
in Bendix- Westinghouse 


. Dependability—the’ things that 
erformance—are unsurpassed 
u-Flo Compressors. Not only 


do these mighty compressors produce more air at low 
and medium speeds where it is needed most, but their 
efficiently designed automatic inlet valves provide lower 
discharge temperatures and superior oil control. As a 


one sure and easy way to add extra profits and customer 
satisfaction to every truck sale. There is a Tu-Flo 
Compressor to fit every make and model truck. 





BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY « General offices and factory— Elyria, Ohio. Branches—Berkeley, California and Oklchome City, Okichome 
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Text of Dealer Program Outline . . 





Romney’s Statement 
To Senate Group 


(Continued from Page 32) 


on newer models. The bootlegging 
and blitz selling of more cars than 
the market reasonably justified in 
a particular year like 1955 simply 
increased sales last year and re- 
duces them now. 

We think every source of wis- 
dom that can be applied to 
avoiding fluctuations in car sales, 
production and employment, 
should be tapped and analyzed. 
After all, automobiles represent a 
highly deferable form of pur- 
chase. Car sales are very sensitive 
in their response to fluctuations 
in national income levels. The 
purchase of the latest model can 
be postponed if necessary. 

Under these circumstances, a 
challenge to every company is the 
development of policies and pro- 
grams that will avoid costly 

fluctuations. 
* * 


Sharing Volume Benefits 


8 “CONSIDERATION of annual 
® programs for sharing with 
dealers the financial benefits from 
future growth and greater total 





sales volumes.” American Motors is 
dedicated to a growth in its market 
strength and production volume. We 
feel it is a matter of good business 
and equity that those who con- 
tribute to this market growth 
should share in the financial bene- 
fits. 

This pelicy was established prior 
to the announcement of our 1955 
models and resulted in our volun- 
tary establishment of a unique and 
exclusive dealer volme investment 
fund. Under this program, we. gave 
American Motors dealers discounts 
and area bonuses equal to the best 
in the industry and in addition 
established a commitment under 
which the factory set aside a spe- 
cific amount on each car sold to 
dealers by the factory. The amount 
set aside per car increased as sales 
increased. 

Under this program we set 
aside during 1955 more than $6 
million that we are currently 
distributing to Nash and Hudson 
dealers. This is income for them 
over and beyond that realized 
from normal discounts and 
bonuses. It contributed to a level 
of American Motors dealer profits 
more than double those of 1954. 

In keeping with the basic princi- 
ple of this program, we have) 
announced a modified dealer volume} 
investment fund program for 1956. 
Its principal modification is that 
the initial amount set aside does 
not commence with the first car 
sold but rather starts on each series) 
of cars at a level of sales that is| 
readily attainable. It is entirely 
possible that payments under this 
program this year will exceed those 
of 1955. 

In 1955 time prevented submissien 
of the proposed program to our 
dealers before its completion and 
announcement. However, this year 
we submitted the proposed program 
to our Nash dealer council and 
as a result of their suggestions, 
made important changes in it, 
changes that did not alter the basic 
character of the program or the 
magnitude of the potential financial 
commitment but rather its detailed 
application. 

The suggestions of the dealers 
helped greatly in developing a pro-| 
gram that will mean more to the 
dealers and will avoid some objec- 
tionable features that were not 
readily apparent to our factory 
group, and others on which there 
was a difference of viewpoint and 
uncertainty as to the dealer reac- 
tion. 





* * + 

yas experience in itself con- 
firmed our conviction that 
dealer advice and counsel on mat- 
ters for which the factory is 
responsible is a desirable and help- 

ful thing. 
In the course of the discussion 
of the modified dealer volume 


investment program for 1956, one|® 


or two dealers suggested basic 
modifications for possible applica- 
tion in subsequent years. We have 
agreed to discuss their ideas at the 
next meeting of the council. 


that such sharing of the financial 


benefits from growth can take, | 


and dealer thinking in the selec- 
tion of the form that will produce 
the greatest mutual benefit in 
any particular year is what we 
are seeking. 

I believe reflection on the char- 
acter of these policies will confirm 
the genuineness of our belief 
the mutuality of the interests of 
the factory and its dealers and our 
partnership in progress. 

* * * 
Sloan Dealer Program 


N THE current discussion of our 
statement of policies, many have 
recalled the quality dealer program 
formulated and announced by Mr. 
Alfred P. Sloan of General Motors 
in 1940. In preparing this _ testi- 
mony, I read again Mr. Sloan’s talk 


before the National Automobile) 


Dealers Assn. in April of 1938, “The 
Dealer, The Manufacturer, 
The Consumer.” 


I also reread his statement on his 
quality dealer program as reported 
in the March 4, 1940, AUTOMOTIVE 
News. 


Let me quote a few timely and 
pertinent excerpts from Mr. Sloan’s 
talk to the dealers: 

“You (dealers) are entitled to an 
organized plan that permits you to 
sit around the council table and, in 
a cooperative way, express your 
views as to what SHOULD and 
SHOULD NOT be done.” 

“In the administration of our 
relations there should be a defi- 
nite plan embraced in the organi- 
zation scheme where you, the 
dealer, ‘have the right in your 
own interest, and a responsibility 
in the interest of the cause as a 
whole, to a review and decision 
on the part of unprejudiced au- 
thority in cases where you have 
reason to believe that your equi- 
table rights have been preju- 
diced.” 

“Maximum penetration of the 
market by establishing a definite 
relationship between the number of 
dealers and the potential market 
for the product that those dealers 
are to sell.” 

“I do not believe in the policy of 
super-imposing, over a price so de- 
termined, “packs” varying with the 
customer, with location, with the 
state of business and with the 

dealer, either to provide a source 
of income or for the purpose of 
influencing the judgment of the 
customer—one deal as against an- 
other through the practice of 
greater used-car allowance.” 

“Under no circumstances can this 
component endorse the “packing” 
of finance charges, either from the 
income standpoint of the dealer or 
to prejudice the judgment of the 
customer, one deal as against an- 
other, through an added allowance 
on the used car.” 

“In the past there has been too 
much dictation, too little coopera- 
tion—a carry-over from the day 
when the automobile market was 
a seller’s market.” 

“Government is essential to pro- 
tect and develop our civilization. 
But let us have government by law 

—thou shall or shall not—not gov- 
ernment by edict. That means sti- 
fling regulation—the direct road to 


* 


in| 


And| 


| tion 


regimentation. The exploitation of 
|industry by regimentation means 
|the death knell of individual enter- 
prise—the American system which 
has made possible a standard of 
| living which is the envy of all peo- 
| ples. Remember this too. If a pol- 
|icy, even expressed in definite law, 
|is unsound and uneconomic, even 
|the all powerful cannot make it 
work.” 

“Therefore I ask you, is it better 
to look to the council table or to 
political control?” 

— = 


Industry Remiss 
ig MY judgment it is unfortunate 
that the policies and programs 
established at that time by Mr. 
Sloan have not all been carried out 
in the postwar period. I believe all 
company managements and dealers 
would benefit from reading again 
the talk and statements that I have 
| mentioned. 


I believe it is time for the auto- 
|mobile industry to recapture the 
convictions reflected in this think- 
ing and resume the task of build- 
jing the future of this industry on 
a fuller application of those prin- 
ciples. 

For this purpose we have an- 
nounced our statement of policy 
which goes beyond Mr. Sloan’s 
quality dealer program, as he 
finally developed it, in several 
important respects. Specifically, 
our approach goes beyond his in 
the establishment of an impartial 
unprejudiced board of final re- 
view in franchise termination 
cases because the board we pro- 
pose is to include dealer repre- 
sentation. Furthermore, the mem- 
bers of our dealer councils are to 
be elected by their fellow dealers. 


The third important distinction 
is our solicitation of the coopera~ 
tion of our dealers on an organized 
basis in revising our present con- 
tractual relations and marketing 
policies. 

I think the chief difference is 
that in our approach we seek more 
fully the cooperation and partici- 
pation of our dealers on an organ- 
ized council basis. Much informa- 
and insight can be secured 
through discussions with individual 
dealers, new model announcement 
and other sales meetings, and 
swings through the territory, but 
they are no substitute for securing 
the views of dealers on an organ- 
ized and regular basis. 

There is no substitute for dealer 
participation in the formulation of 











UMS Executives Briefed on 1956 Objectives— 


programs requiring joint imple- 
mentation, or impartial final deci- 
sions on questions of continuity 
involving the vaine of a lifetime’s 
work and accumulation by a dealer. 

For the reasons I have cited, we 
refer to our proposed program as 
a Cooperative Quality Dealer 
Program. 

* . * 


S FAR as American Motors is 

concerned, we are prepared to 
join with our dealers in the formu- 
lation of policies and programs 
that will produce results for our 
customers, our dealers, our em- 
ployes and our stockholders. 

We are hopeful that together we 
can build a program of factory- 
dealer cooperation that will enable 
us to fully capitalize on our dis- 
tinct and superior American Mo- 
tors products and our improved 
employe relations. 

Since the formation of American 
Motors we have of necessity reap- 
praised all aspects of our activities 
and our statement of dealer poli- 
cies results from our recognition of 
the competitive need for an Ameri- 
can Motors Cooperative Quality 
Dealer Program. 
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of the front axle in cantilever fashion. 


By Robert M. Lienert 
Associate Editor 
DEARBORN.—The French-sired 
Gregoire, a formidable sports car 
whose sleek skin conceals a variety 
its world premier showing in 
“Sports Cars in Review” 
Henry Ford Museum here. 


The show, which closes Feb. 
5, bills “54 sports cars, old and 
new.” The Gregoire is easily the 
newest of the new and conceiv- 
ably could be too far ahead of 
its time. 


Brainchild of J. A. Gregoire, who 
has been in the continental auto 
industry for 30 years and who 
holds basic automotive patents, the 
Gregoire embodies the following 
design highlights: 

A die-cast carcass, variable-ten- 
sion suspension, front-wheel drive 
with a flat-four engine mounted 








Something New— 


The aluminum-alloy die-cast carcass, 
used by the new French Gregoire sports 
car, is a radical departure from tradi- 
tional auto-building methods. The carcass, 
which consists of six members bolted to- 
gether and reinforced with steel cross 
members, forms the chassis and part of 
the body. 

- 7: * 
ahead of the front axle in can- 
tilever fashion, and two-thirds of 
weight distributed on the front 
axle. 

On the Gregoire, the die-cast 
internal carcass consists of six 
aluminum-alloy members, bolted 
| together to form the chassis and 
part of the body. Its designer 
says this method permits the 
construction of a _ body-chassis 
much lighter and more rigid than 
any conventional type. 

Gregoire says he designed the 
die-cast carcass because its mem- 
|bers can be kept to far higher 
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drive and variable-rate suspension on four independently sprung wheels. 
wheel drive is powered by a flat, supercharged, four-cylinder engine mounted ahead 
The car is in limited production in France. 


of design innovations, is enjoying | 


at the) 





|tents with Fenaille. 
| War, 
| Jeep-type military vehicle) 





French Beauty Reveals Secrets— 


The new Gregoire sports car, making its world debut at the Henry Ford Museum's 
sports car show in Dearborn, utilizes an aluminum-alloy die-cast carcass, front-wheel 


Its front- 


With Die-Cast Carcass .. . 


Gallic Idea Car Bows 





| standards of shape and dimension 
| than can be parts of pressed steel. 

Furthermore, he says, tooling for 
the production of die-cast sections 
is much less costly than that re- 
quired for steel pressings—conse- 
|quently it lends itself to limited 
production. 

Gregoire noted that a die-cast 
carcass would be ideally suited for 
use with a plastic body because 
its rigidity would protect the plas- 
tic from stresses which tend to 
crack it. 


The Gregoire’s suspension, says 
its designer, solves the old con- 
flict of comfort vs. road-holding. 
Under a Gregoire patent, his car 
uses a variable-rate system, based 
on positioning traction springs at 
an angle to swinging arms on the 
four independently sprung wheels. 
The rate of springing varies in 
relation to the load, according to a 
precalculated mathematical for- 
mula. 


It is not surprising that Greg- 
oire’s sports car should have 
front-wheel drive, since he 
brought it out on his 1927-model 
Tracta, which he claims was the 
world’s first front-wheel-drive 
car to be delivered to customers. 


Gregoire personally drove an 
early Tracta for four successive 
years in the LeMans 24-hour race. 

Gregoire likes front-wheel drive 
for two reasons: Its tendency to 
improve road-holding ability and 





|the fact that it groups the com- 


plete mechanical assembly—engine 


|and transmission—on the front 


axle. 


The car’s front-wheel drive em- 
bodies a constant-velocity joint on 
which Gregoire jointly holds pa- 
During the 
the British Land Rover (a 
was 
equipped with these joints. 


Gregoire is a fanatic on high 
weight loading for the front axle. 
Experience has shown, he said, 
that road-holding can be im- 
proved by increasing the front- 
axle load. 

He carries this prescription to 
the extreme by mounting his sports 
ecar’s supercharged, four-cylinder 
engine ahead of the front axle. The 
engine is suspended, cantilever 
fashion, from a heavy box-like sec- 
tion of the carcass. 

Empty, the Gregoire carries two- 
thirds of its weight on the front 
axle and one-third on the rear. 
With three passengers seated in 
the car’s single, wide seat, he 
says, the weight distribution is not 
altered to any great extent. 

The Gregoire has a 94.5-inch 
wheelbase and is 177 inches long 
and 69 inches wide. It stands 35.4 
inches high (without windshield). 

The engine is a flat, opposed, 
four-cylinder job. By using a 
Constantin supercharger, it 
wrings 130 horsepower out of 
133 cubie inches at 4,500 -r.p.m. 
with a compression ratio of only 
6.9 to 1. Gregoire says he feels 
130 horsepower is adequate for a 
car that weighs only 2,200 pounds. 
It drives through a four-speed 
gearbox. 


Hudson Names Stevens 
Stevens Auto Sales Inc., 505 N. 


Ninty-three key sales executives and zone managers of United Motors Service division, General Motors, gathered in Ander-|Central, Medford, Ore., is the new 
Actually, there are many forms | son, Ind., for a three-day session of meetings outlining their responsibilities to UMS customers and their objectives for 1956.! Hudson dealer in Jackson county. 
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AMC Chief Cites Delayed Market Reaction... 


Romney Lays Slump to Sales Sins 


(Continued from Page 1) 


sales, production and employment. 

“I guess one reason it is so diffi- 
cult for people to apply sound 
moral, social and economic princi- 
ples in business is because the reac- 
tion from so doing is frequently 
somewhat delayed. Furthermore, 
the disadvantage from not doing 
so are usually slow in their first 
appearance and in their ultimate 
consequences.” 

He said that auto sales in ‘56 
would not be as great as ’55 be- 
cause the long-term purchasers of 
1953 and 1954 were still out of the 
market because they still owed 
money on their cars. 

ok * * 

N ADDITION, he said that those 

customers who received gener- 
ous over-allowances previously are 
now unable to reconcile themselves 
to take what is now offered for 
their cars. 

He continued: “The bootlegging 
and blitz selling of more cars 
than the market reasonably justi- 
fied in a particular year like 1955 
simply increased sales last year 
and reduces them now.” 

Commenting on fluctuations in 
demand, Romney declared, “We 
think every source of wisdom that 
can be applied to avoiding fluctua- 
tions in car sales, production and 
employment, should be taped and 
analyzed. After all, automobiles 
represent a highly deferable form 
of purpose. Car sales are very sen- 
sitive in their response to fluctua- 
tion in national income levels.” 


He said that a major challenge 
to every company is the develop- 
ment of policies and programs that 
will avoid costly fluctuations. 

* * +« 


ncaa testifying at the sub- 
committee hearing, Romney 
said that he did not think phantom 
freight was a problem in the auto 
industry. 

“Freight is but one element in 
pricing,” he declared. “If freight 
always reflected actual costs, in- 
stead of occasional phantom 
costs, the price of vehicles would 
have to be increased in other 
ways. So-called phantom freight 
is definitely not the big problem 
facing the automobile dealers to- 
day.” 

However, there were indications 
that the subcommittee would dis- 
agree with Romney on the impor- 
tance of phantom freight. Senator 
A. S. Mike Monroney, Oklahoma 
Democrat, said freight overcharges 
by auto makers might amount to 
as much as $10 million. 

Monroney blamed the production 
race between Ford and Chevrolet 
for many of the ills of the industry. 

* * Ed 


E COMMENTED, “In this race, 

a number of factory officials 
have lost sight of the fact that 
their practices might bankrupt 
their dealers.” 

He added that he didn’t believe 
that General Motors and Ford 
wanted to see family-owned dealer- 
ships replaced by supermarket 
operations, adding that he didn’t 
think the supermarket method of 
distribution would work. 

Although dealer questionnaires 
indicated that many retailers 
would like to see some sort of 
legislation to curb factory abuses, 
Monroney explained that he 
wanted to see no more legisla- 
tion than necessary. 

“I do not think it possible to 
legislate in the field of factory- 
dealer contracts,” he said, adding 
that he woud prefer for factory 
heads themselves to take steps to 
solve marketing problems. He cited 
AMC's new eight-point program as 





Monroney Unit Calls 


Bell in Surprise Move 


WASHINGTON.—In a surprise 
development, NADA Executive 
Vice-President Frederick J. Bell 
was scheduled to testify last Fri- 
day before the Monroney subcom- 
mittee. There was speculation 
that he would disclose the “secret” 
plan which NADA has said would 
solve dealer franchise problems. 








the industry’s “biggest step for- 


ward so far.” 
* * * 

ONRONEY said that as a result 

of the questionnaires and talks 
with more than 250 dealers, the 
subcommittee would study five 
areas of the auto marketing prob- 
lem: Bootlegging, phantom freight, 
factory-dealer relations, auto 
credit, and condition of the new 
cars when delivered to dealers. 

Commenting on the latter 
area, he asserted that some 
dealers alleged that new cars 
were little more than do-it-your- 
self kits and required an increas- 
ing number of service adjust- 
ments. 

In a reference to credit, Mon- 
roney said he was against reim- 
posing Regulation W at this time. 
He hoped that these hearings would 


AMC Dealers Receive 
$6 Million Profit Share 


WASHINGT O N.—Ameri- 
can Motors dealers benefited to 
the tune of more than $6 million 
in 1955 as a result of AMC’s new 
profit-sharing plan, President 
George Romney revealed Thurs- 
day in his Senate statement. He 
said this allowed dealer profits 
to more than double 1954 totals. 


Romney announced that the 
plan, begun a year ago, would 
be revised this year. Profit re- 
bate credits no longer will start 
with the first car sold in the 
calendar year, but with a sub- 
sequent “readily attainable” level, 
he said. 








encourage independent finance 
companies to set more reasonable 
limits on sales contracts. 

He expected that the hearings 
might last two months, but that 
testimony would only be taken 
two or three days each week. He 
said he hoped for the appearance 
of all five factory heads as well 
as spokesmen for consumer groups 
and “people who believe bootleg- 
ging is a good idea.” 

* * x 

5 hp weagpreind to the AMC program 

for sharing profits with deal- 
ers, Romney said, “We set aside 
during 1955 more than $6 million 
that we are currently distributing 
to Nash and Hudson dealers. This 
is income for them over and be- 
yond that realized from normal dis- 
counts and bonuses. 

“In keeping with the basic 
principles of this program, we 
have announced a modified dealer 
volume investment fund program 
for 1956. Its principal modifica- 
tions are that the initial amount 
set aside does not commence with 
the first car sold but rather starts 
on each series of cars at a level 


*56 Boom Seen 
By Keller for 
U.S. Sports Cars 


SOUTH BEND. — The response 
to the Hawk sports car line of 
Studebaker has exceeded company 
estimates with 
more than 20 per- 
cent of all orders 
being devoted to 
these models, ac- 
cording to W. A. 
Keller, Stude- 
baker general 
sales manager. 

Keller said that 
about 10 percent 
of all orders have 
been for the 
275 - horsepower 









Di 
W. A. Keller 


Golden Hawk. 

He predicted that sports car styl- 
ing will gain the “greatest accept- 
ance in American automotive his- 
tory this year.” Keller believes that 
the inclusion of such cars in the 
lines of three volume producers in 
the low-price field for the first 
time indicates at least a 100 percent 
increase in sales for these cars. 

Reviewing the past 10 years, 
Keller commented that there has 
been a rising market in sports cars 
since the close of World War II. 
He credited the “gains of the small, 
high performance European sports 
cars” as pointing the way. 












|}almost equal 


of sales that is readily attain- 
able. It is entirely possible that 
payments under this program will 
exceed those of 1955.” 

He said that this year the AMC 
profit-sharing plan was submitted 
to the Nash dealer council and, as 
a result of dealer suggestions, im- 
portant changes were made in the 
application of the plan. 

This experience with the dealer 
council, he said, has confirmed 
AMC’s conviction that dealer ad- 
vice on matters for which the fac- 
tory is responsible is a desirable 
thing. 

2,9 

5 pte information and insight 
can be secured,” he said, 
through discussions with individual 
dealers, new model announcement 
and other sales meetings, and 
swings through the country, but 
they are no substitute for securing 
the views of the dealers on an or- 

ganized and regular basis. 
“There is no substitute for 
dealer participation in the formu- 
lation of progress requiring joint 
implementation, or impartial final 
decisions on questions on con- 

tinuity involving the value of a 
lifetime’s work and accumulation 
by a dealer.” 

Referring at great length to an 
address in 1938 before NADA by 
Alfred P. Sloan, GM _ chairman, 
Romney declared, “In my judgment 
it is unfortunate that the policies 
and programs established at that 
time by Mr. Sloan have not been 
earried out in the postwar period.” 

Romney said that it is only fair 
that when a dealer is cancelled that 
his case be reviewed by a board 
containing dealer representatives, 
as well as factory officials. 

- ” * 


E THEN added, “I should make 
it clear at this point that we 
believe this board shoyld consist of 
factory and dealer 
representation but with factory 
membership on a majority basis.” 
He commented that he didn’t 
think the majority of dealers would 
try to protect fellow dealers who 
are drones, dishonest, semi-retired, 
poorly equipped, sub-standard or 
non-performers. 

He added, “They know that 
provision must be made for the 
replacement of such dealers or 
the public acceptance and sale 
of their car line will be adversely 
affected to their detriment.” 
Romney’s statement also included 
lengthy discussions of the nine 
premises that induced AMC to de- 
velop its Cooperative Quality Dealer 
Program and the eight points of 
the program. 


Jewish Congress’ 
Position Told on 


Sunday Closing 


CHICAGO.—The position of the 
American Jewish Congress in urg- 


|}ing a rehearing by the Illinois Su- 


preme Court of the Evanston Sun- 
day-closing law case has been pre- 
sented by Rabbi Ahron Opher, Chi- 
cago council president of the Con- 
gress’ Chicago council. 


He said the Congress is “not 
concerned with the result of the 
pending law suit as such and is in 
no way supporting the interest of 
the automobile dealers.” 


The Rabbi said the Congress be- 
came concerned “when we read the 
full opinion of the court. Said 
opinion contained extra unneces- 
sary language that we believe is 
adverse to the constitutional prin- 
ciples of religious freedom.” 


Rabbi Opher noted that the court 
stated that the automobile dealers 
could not raise the religious ques- 
tion, as none of them claim to ob- 
serve a day other than Sunday as 
their religious day of rest. 

“We agree with that statement,” 
he said. 


“However,” he added, “the court 
most gratuitously, and without any 
real need for the decision of ‘the 
case, stated, by way of dictum, that 
even if the plaintiffs did observe 
a day other than Sunday as their 
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Salesmen Attend Carter Service School— 


Attending a factory service school at Carter Carbureter Corp., St. Louis, are 15 
salesmen from Auto Electric Service Co., Ltd., Torento, Carter distributor. They are 


Thomas Austin, Riverview Heights, N. B.; 


Harold |. Aimes, Kitchener, Ont.; Harold 


Brooks, West Hill, Ont.; Charles A. DeCeiles, Montreal; J. H. Glashan, Town of Mf. 
Royal, Que.; T. Vic Harling, Calgary, Alta.; J. H. Hawkins, Edmonton, Alta.; Doug 


G. Woodhouse, Toronto. 





‘Our Rambler Will Run 


WASHINGTON.—“‘We're not go- 
ing to try to butt our heads against 
the Big Three wall, we’re going 
to outflank them,” George Romney, 
American Motors president, told 


|the National Press Club last week. 


The flanking maneuver, he said, 
will be accomplished by “our 
unique product—the compact 
Rambler.” 

The compact car is a vital part of 
America’s new motoring age, Rom- 
ney continued. He said that signs 
of this new age are traffic conges- 
tion, the move to the suburbs and 
the growth of two-car families. The 
compact car is especially attuned to 
solving the problems that accom- 
pany these trends, he said. 

“Common sense, I believe, is going 
to do more for the success of the 








Rambler than the smartest adver- 
tising copy we can produce,” Rom- 
ney declared. “People are bound 
to turn to automobiles that meet 
their new living needs less waste- 
fully.” 

Adopting the thesis that “big- 
ness isn’t everything,” Romney 
said the country needs at least 
five good, competitive producers 
of passenger cars. 

“Buyers will continue to have 
that many product choices,” he 
said, “if there is careful reapprais- 
al by all companies of recent and 
present destructive marketing prac- 
tices, and if we can change 
present widespread illusions about 
sheer size so the two smaller com- 
panies can have their products 
recognized for their real value.” 

Today, he said, the public be- 
lieves you have to be big to be 
good. “We’re not concerned with 
the size of the Goliaths we have to 
contend with; our real concern is 
with the misconceptions of the 
value of their size.” 

Continuing the size analogy, 
he pointed out that in 1953, one 
Big Three company spent nearly 
$33 million on newspaper adver- 
tising* while Nash and Hudson 
spent $5.5 million. 

“A growing number of people,” 
he said, “have recognized the su- 


Dodge Conducting 
142 Sales Clinics 


DETROIT.—A series of one-day 
Dodge truck retail sales clinics is 
being conducted throughout the 
country. Over 6,000 dealers and re- 
tail salesmen will attend 142 meet- 
ings scheduled by Dodge regional 
truck managers, zone managers 
and the Detroit merchandising 
staff. 

Purpose of the meetings is to 
outline sales plans and objectives 
for 1956 and to analyze sales tech- 
niques in Dodge’s ten-step selling 


religious day of rest, then the ordi-| cycle: Prospecting, analyzing, qual- 


nance would apply to them. It is/| ifying, 


presenting, demonstrating, 


to this statement of the court that| trading, closing, delivering, follow- 


we took our issue.” 


| up and service obligation. 


A Flanking Maneuver 


Tells National Press Club 





C. McKay, Vancouver, B. C.; George K. Motyer, Saskatoon, Sask.; Don W. Neal, Winni- 
peg, Man.; Phil Rhuebottom, Winnipeg, Man.; Robert Short, Valois, Que.; Lee S. 
Thompson, Port Hope, Ont.; Cecil J. Wretham, Highland Creek, Ont., and Ronald 






Around Big 3,’ Romney 


perior safety and riding qualities 
of our single-unit body construc- 
tion, but the public probably will 
not be convinced until the barrage 
of Big Three advertising is 
launched—when they adopt our 
construction principle.” 

Speaking of his company’s goals, 
Romney added, “Fortunately we 
don’t have to convince everyone 
in order to be successful. We’re 
not out after the crowd. Just give 
us 300,000 to 350,000 of the intel- 
ligentsia.” 


Ford Appoints 
Wright and Ward 
To New Posts 


DEARBORN.—Appcintments of 
James O. Wright as assistant gen- 
eral manager of Ford division and 
of Earl G. Ward as purchasing 





Earl G. Ward 
director of Ford Motor Co., 
been announced. 

Formerly director of purchasing, 
Wright will assist Robert S. Me- 
Namara, Ford general manager, in 
the management of the company’s 


James O. Wright 
has 


largest end-product division. He 
has been with Ford since January, 
1946, and is a member of the com- 
pany’s administration committee. 


Ward has been parts and acces- 
sories manager and _ associated 
operations manager of Ford divi- 
sion. In his new position, he will 
have responsibility for all Ford 
purchasing activities, which, last 
year, totaled $3,500 million. 

Ward also has been appointed a 
member of the company’s admin- 
istration committee. 


ial ei Plea - 


On Bribery Conviction 

CHICAGO. -—— The U. S. Court of 
Appeals here has denied a write of 
habeas corpus to Walter J. Saw- 
yer, Milwaukee auto dealer, in 
Sawyer’s fight to save himself from 
a prison term for bribery. 

Sawyer has been convicted twice 
in Milwaukee trials of bribing a 
former alderman with $3,000 in 
cash and a $700 discount on a new 
car. The payments allegedly were 
made in exchange for the alder- 
man’s influence in preventing dem- 
olition of a city-owned garage 
leased by Sawyer. 
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Probers’ Official Report .. . 


How Dealers Replied 
To Monroney Quiz 





(Continued f. 


ulation. However, the staff by | 
proper sampling methods had de- 

termined that approximately 65 

percent of the dealers answering | 
question 3 stated they had held | 
only one franchise in the past 20 
years; 23 percent had held two; | 
75 percent had held three, and | 
the remaining four percent had 
held more than three. 


It is further pointed out that in| 
each case in which the dealer re- 
fused to answer the question in the} 
space allotted or attempted to an-| 
swer the question in an equivocal | 
manner, the answer is tabulated as 
“other.” If the dealer did not an-| 
swer the question, the answer is} 
tabulated as “no answer.” 

Although the questionnaire lends | 
itself to separate tabulation of the 
views of the dealers of eacn auto- 
mobile manufacturing company, the| 
subcommittee has not felt that such 
tabulation properly reflects the ap- 
proach of the subcommittee. The 
subcommittee has consistently at- 
tempted to deal with the problems| 
involved on an industrywide basis) 
rather than with the problems of 
the individual corporations in the 
industry. | 

* * + 

HE one exception to this was! 

made by the chairman during 

the course of the hearings held by 

Acting Chairman O’Mahoney of the 

antimonopoly subcommittee of the 
Senate Judiciary Committee. 

During these hearings, there 
arose the question of whether or| 
not automobile bootlegging was in-| 
creased by the forcing of unwanted 
cars on General Motors dealers by 
the General Motors Corp. Also, the 
question arose as to whether or not 
dealer unrest was reflected by a 
substantial number of General Mo- 
tors dealers. 


Since this question had arisen, 
the chairman of this subcommittee 
felt it necessary, in order to pro- 
tect the public record of a Senate 
committee, to submit the following 
figures to the O’Mahoney subcom- 
mittee by telegram dated Dec. 9, 
1955— 

“8,276 General Motors dealers 
voluntarily replied to the ques- 
tionnaire; 6,047 of them indicated 
they felt there was a need for 
congressional study or Federal 
legislation with regard to auto- 
mobile dealer problems in the 
field of automobile marketing; 860 
felt there was no such need. The 
remainder either did not answer 
this particular question or an- 
swered miscellaneous. 4,069 indi- 
cated ‘pressure from factories to 
take more cars than needed’ was 
one of the primary causes of 

bootlegging.” 

This subcommittee may from 
time to time during the course of 
its hearings develop further sta- 
tistics involving the answers of the 
dealers of each automobile manu- 
facturing company as the need for 
such data arises. However, the 
identities of individual dealers will 
at all times retain their confiden- 
tial status. 

The subcommittee is fully aware 
of the fact that the questionnaire 
return, although the broadest ex- 
pression of automobile dealer opin- 
ion ever developed, is not a 100 per- 
cent sample of dealer opinion. 
Recognizing this limitation, the 
subcommittee feels that the results 
are very significant and releases 
them herewith. 

The subcommittee further feels 
that this questionnaire, supple- 
mented by personal subcommittee 
spot checks and by statistical and 
other factual data developed dur- 
ing the past 10 months, affords an 
excellent basis for hearings at this 
time. 





* + - 
Questionnaire 
(Important: Please indicate an- 
swers by marking (X) in appro- 
priate space. If you wish to make 
additional comments, use separate 

sheet.) 

1. De you feel there is need for 
congressional study or Federal 
legislation with regard to auto- 
mobile dealers’ problems in the 
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field of automobile marketing? 


EIN Girociis vei Asianioitoallashtutcaadadesnaucaconins 13,749 
BOO dxeens 1,991 
No answer 3,181 














oo 192 
SE cts bos dev edethvietvgioviuiescexierseveinttc aE 
2. For what. make(s) is your 
present franchise? 
Number of 
replies 
ib shchsssisvscsnionshcsedlnpee 1,853) Minnesota Safety Council Cites Dealers— 
feacrenk POE te rate | 2 Ch a ada aur C. Herbert Anderson, center, president, Minnesota Automobile Dealers Assn., re- 
Chr sler-Piymo ith SR a 1569 ceives the Minnesota Safety Council ‘Award of Merit’’ from Gov. Orville L. Freeman, 
etn a ssn svsdvetnenertiets ‘on left, as A. V. Rohweder, council president, looks on. The association received the 
Dodge-P1 Samet RNa Ie 1786 plaque for contributing 348 cars for driver-training classes. Retail value of the cars 
Ford on gl199 | Was set in excess of $900,000. - PATO 
oe diksiveoviawwasssborevabtcee 462 | you located within 25 miles of a | lation would effectively curtain 
ene 395) metropolitan area? bootlegging? 
Lincoln-Mercury ............... 1,056 | SE Pyattetiss spate evsias Spochiowiaicta sites 11,453 
Nash teal cs A a os 503) Yes Sdcvcesecdedcusesssscseedestecsscsesoosesonocesseoes N ee Ty ee ae 4.727 
Oldsmobil 1 894 | | .. cela hcubnusidecgdieccthyssteniies D vsrvres ty aA SY Rey ea i 
e Oe IN Be MINNIE ooccoscss ienscctiietcccomennati 1,680 
Packard ........ 661 DO QMBWE  on0.00.00.cccccees Other 1.253 
SRG 1,804 | Other MidalsatieattecntnnG: i PE Pere eT ee Ata 
Studebaker feeskat area 871) T 
€ ; I cc oe eas MUL: 2isrcinstsssdabsatiineinilaniciislestetealsiae 19,113 
Foreign and othet...................... 371 otal 14. Is the freight on delivery of 


8. Is new-car bootlegging (dis- 
count selling to nonfranchised 
dealers for resale) in your area 
seriously detrimental to your bus- 


3. During the past 20 years with | 
how many automobile manufac- 
turing companies have you held 





franchises? (Deleted because of | 5 > 
faulty mechanical tabulation.) ness: 

4. How long have you been a EMR, Kocedsenies 
franchised new-car dealer? jabussceaasenqneseellibaphieesesetsuetsbenatebunseves 
(a) Less than 5 years.............. 2,411 Legge 
Ce Oy Oe esi ss ncisceincrdicccaniaie PEAS tee reg er ee a 
CB) 2G GO. ES FORT B i cicscisssssscicsseceiss 2,515 1 
(d) 15 to 25 years.................... 4.388 PE stthutsiitidesctaiéce cosonnnrnennneeenet 19,113 
(e) More than 25 years............ 5,124 9. Compared with last year, has 

WN SN oso seen svessccsaenssss 109| bootlegging in your area— 
I Mg re a eT 19.113] (8) imcreased ..........:ccceceeeeees 7,268 
; CP GUE sss scerenicicnccriinn 2,175 


5. In what State is your dealer- 



















op Seatess Bn III cansiadesiidssbises séceiabcuniecies 481 
Alabama Other Sainasasialeseieataes renseueebetasstcoavanses 172 
ee merino NG ioe ia eae) 19,113 
California... 10. Considering all costs and 
Colorado ........... servicing does the purchaser of a 
Connecticut ..... bootlegged car, in your area, save 
IDO: ciesaiiedocssicssacsess money— 

District of Columbia... leche sic ccd, acabaciss nies Richanniidetiencdts 
EEE OE BOY cna sencs sats cadccedeinn 

RII, siccsssscesaseccsicn No answer 

Rc hah itactacadls Other 

a lak esstedios 

I los cxiiicsichcecenace TI ssa cccgudlccastes cinsviebesouandancoatiecs 19,113 
LOWS ooo. sseeeeeessssssseees If the answer to question 10 
Kansas Apesenesasasecnsennd was “Yes,” in what way does the 
Kentucky ................ purchaser save money? 

Louisiana ................ SN 3 Rete ohn STi, 3,210 
a Peon BN NI iss iF cacsienssipadeeanes 15,903 
Seecieeteessene Ret tie If the answer to question 10 
Michigaa .................. was “No,” in what way does the 
Minnesota .................... purchaser lose money? (Check 
Mississippi _.................... one or more.) 

Missouri (a) Purchaser pays more for 
Montana I ho etc cetera 1,925 
Nebraska (b) Purchaser fails to receive 

i or hee warranty protection .... 14,372 
New Hampshire ........................ 83| (c) Purchaser receives car 
ec natavcrtane with uncertain or false 

3 “ee WMALOR ZOE ......0-.-n2nsesssnecsrsreness 13,563 
i. =. (d) Makes provision of ade- 
North Carolina quate new-car servic- 


North Dakota ing by dealer difficult.... 10,899 











RD ish eeeskdacats (e) Purchaser pays higher 
Oklahoma finance charge 8,904 
Oregon ........:........ Cy GORD ncsscscscaccied Recxearciaks 1,573 
Pennsylvania. .... Oe ND sok csi dacnncantacneste enticaes 3,440 
Rhode Island ........ 11. Is new-car bootleggin 
South Carolina .... 246| caused primarily by (check one 
REN INE ace csceccsoscegeneescndicsies 190| or more)— 
Tennessee .......... 290| (a) Vigorous competition ...... 2,990 
I ee a ss saa tnckagvsaheoionen 906| (b) Overproduction .................. 13,581 
eh 8 eo hi ek 125| (c) Weak dealers .................... 6,660 
RM ts gt oe 2) 88| (d) Too many dealers in 
I 8 sr essa es Si sadamunsenti 383 IE ocshectecncenscancasseres 3,522 
aces 379| (e) Freight differential .......... 3,979 
ee 228| (f) Unethical franchised 
a a sa cactmnaie 640 NI ete at ce one 9,956 
es adatisianin 80} (g) Lack of territorial 
i ee cs nsnibicsksoniecbaboed 6 IIE ocsrscichccterscacasicssosses 6,802 
oe oe oe 5| (h) Pressure from factory to 
Canada .......... 3 take more cars than 
SE i ee 490 MOOD «nce cn.-sncscecensocscsasesoss 10,992 
(i) Fictitious fleet accounts.. 3,818 
de so 19,113 Na OU oor sccnvesensrnsnescecnressvortses = 
6. Is the pulation of your i i occ eacnactelcinodns 
aiitee . 12. Are you in favor of legisla- 
(@) Under 2,500 .........c.ccssecscsseeeee 3,557| tion allowing manufacturers to 
(b) 2,500 to 25,000...... 9,539| cancel franchise of dealers who 
(c) 25,000 to 75,000.........0..cc.cc000e 2,972| -sell cars to unauthorized persons 
(d) 75,000 to 250,000 for resale? 
(e) 250,000 to 500,000 vee 14,185 
(f) Over 500,000 oo... 3,411 
UN ck ccniascncnsenskasencs TI OIE Soc cs caacccoancdécsssasseanse 896 
BAidic wsxchecadesibiadactedatiiel 621 





7. If the population of your 
community is under 25,000, are 


Total 
13. Do you feel that such legis- 


19,113 














new vehicles charged to you— 
(a) More than the actual cost 








DE OE -xsccsncenrcesdiesitictions 5,398 
(b) Less than the actual cost 
i 
(c) Do not know 11,0. 
IN elite ksi ciiei dada teelibeics 8 
NG SINE Soret iceiisevntncenes 1,359 
NE iii east coudncd indents 19,113 
15. Do you feel that dealers 


should be allowed to specify the 
mode of transportation in deliv- 





ery of new cars from factory or | 
assembly plants? 

BM hei baaetoscaneeececwekt taunts ttatunhetiale 15,331 | 

eal Hes tk cilia ae Needs 2,227 | 

PN .ccisisisikcccetinedcineseabibe 1,226 | 

ME pd hcitkeininaemieaiaeuie 329 | 
TIEN Sa scccuaasdapaidtecatidodticitacasuaithie. 19,113 


16. Do you feel that the dealer 
should be allowed to pay the ac- 
tual freight cost directly to the 
carrier which delivers his cars? 
Yes 

No 
No answer 
Other 








praaclonciekon na miialeinenassenoeabteail 19,113 


17. Are you in favor of elim- 
ination of phantom freight? 


Yes 





Other 





19,113 


18. Prior to 1950 did you oper- 


ate under a contract which al- 
lowed manufacturers to impose 
penalties on sales outside your 
franchised territory? That is, did 
you operate under a territorial 
security clause? 

RN ddan aes calle ante 

TN) deteitctaceakascass 

No answer 

Other 





nib cb aiconi eeeeaidconninnmansainmeniaan 19,113 


19. Do you favor the return to 
such a system? 








a ea ga ha Lda 8,693 
ei a 7,766 
No answer 2,165 
I soi dc aR i conenncgnanmeceeecla 

5 BERD SR Reenter ato neem 


2) sales division, 


10,716 Skill Driving Contest 
. 6,335 NEW ORLEANS. — The Author- 
1,714| ized New Car and Truck Dealers 
8\ of Greater 





|Brown Succeeds 
Hiter as Alemite’s 


General Manager 


CHICAGO.—Appointment of Wil- 
liam A. Brown jr., as general man- 
ager of Alemite and instrument 
division, Stewart- 
Warner Corp. 
has been an- 
nounced by Ben- 
nett Archambault, 
Stewart - Warner 
president. 

It is expected 
that Brown, for- 
merly president 
of Liquid Car- 
bonic Corp., Chi- 
cago, will be 
|}elected a vice- 





Wm. A, Brown jr, . 
| president of the corporation in the 
near future. 


A native of Kansas City, Brown 
| was graduated from Albion (Mich.) 
| College in 1929, and from the Mas- 
sachusetts Institute of Technology 





-| with a mechanical engineering de- 


}gree in 1931. He worked for Air 
Reduction Co. prior to joining 
| Liquid Carbonic in 1935. 

The appointment fills the vacan- 
cy created by the death of Frank 


_| A. Hiter. 


Studebaker Adds 
4th Sales Zone 


SOUTH BEND.—A new southern 
with headquarters 
in Dallas, has been established by 
Studebaker, according to William 
A. Keller, general sales manager. 
| The increasing importance of the 
southern market for Studebaker, 
which last year was the firm’s 
fastest  grow- 
- ing market, and 
the expanding 
dealer organiza- 
tion there, are 
the reasons for 
the new regional 
organization, Kel- 


World War II, 
the company has 
had three region- 
al sales divisions, 
with headquarters 





G. 8. Finney 
|in Chicago, New York and Los 
| Angeles. 

Glenn S. Finney, formerly Dallas 
zone manager, has been named 
sales manager of the _ division, 
which includes the Atlanta, Dallas, 


Kansas City, Memphis and St. 
Louis sales zones, covering 12 
states and parts of three others 
in the South and Southwest. 

At the same time, Keller an- 
nounced the establishment of new 
zone sales offices in Denver and 
Cleveland, making a total of 20 
cities where zone offices are in 
operation. 





N. O. Dealers Sponsor 


New Orleans will co- 
sponsor a skill driving contest next 
Saturday (Jan. 28) for adults and 
teen-agers. Other sponsors will be 
the city’s traffic safety education 
section and the New Orleans Metro- 
politan Safety Council. 


489| The best adult and teen-age per- 


formers in parking and driving in 


19,113] various traffic conditions will be 


20. Have you any further com- | awarded $100 treasury bonds. Sec- 


ments regarding conditions in the 
automotive industry today? 
Answered 


Answers requiring separate 
RII © sos sas caaseckacceascaaastorts eaisiauien 417 
BN eae 9,942 


There is no requirement that 
you sign this questionnaire. If 


ond place winners will receive $50 
bonds. Finalists in both groups will 


3 compete for a trophy. 


Obituaries 


Robert E. Eller 
CLIFTON FORGE, Va. — Robert Earl 


you care to do so, the subcom- | rler, 69, Clifton Forge auto dealer, died 


mittee will appreciate it and will 
not, under any circumstances re- 


14,404 
4,708 


(Address) 


Bayer Buick Opens 
Bayer Bros. Buick is a new deal- 
ership in Garrison, N. D. 


Jan. 5 at a local hospital. 
* * * 


Archie L. Holloway 
BUCYRUS, O.—Archie L. Holloway, an 
automobile dealer for 47 years, died here 
at the age of 71. Starting with the Reo 
and Brush automobiles, Holloway also 
handled Studebaker, Packard and Hudson. 
* * 7 


Ed J. 

ATLANTA.—Ed J. Spellman, wholesale 
manager for Mack Truck Corp. for 
state of Alabama, died here after an 
operation. Mr. Spellman formerly served 
Mack Truck in Upper New York State for 
15 years. 
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Car, Truck Output Estimates 


Smaller Makers Increase Share... 
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e By Automotive News ~ Car Output Drops to 147,877 
> 9 
r PASSENGER CARS 
Wile (U.S. PRODUCTION ONLY) (Continued from Page 1) duced 30,800 cars last week, 80 units | 823 units a week earlier to 1,150 
mass Week rae Week Janu- Jan. 1 Jan. 1 | only member of the Big-Three to v0 aaa it produced the previous | last week. Lacs 
iment Jan. 21, Week, Jan. 14, 1956, Jan. 22, Jan. 21,|increase its share of output this 4 ‘ , ; ‘ 
“1956 «1955** 1955" To Date 1955" 1956 | year—jumping from 50.03 a year ACKARD 5 is i. int yo - shutdown for inventory 
AMERICAN MOTORS 3,725 2,240 2,393 9,415 4,965 —9,415| ago to 54.06 percent during the| P-nit> Sol back into opera-| © adjustments was a big factor 
aie 1150 888 823 3,010 2,056 3,010 first 19 work days of this year. fon last week after being down|in dropping industry truck produc- 
Seam Td? ane a si rs en cael ite di for two days the previous week|tion to 23,993 units last week, or 
o 2.575 1,352 1.570 6.405 2.909 6.405, The Auto-Lite dispute was the : ; : ’ 
paserte Oe eee iccencar seen rae —— ~ ee - Ferra . ‘ due to a wildcat strike, and helped | 880 less units th 
= big factor in last week’s output ess units than were turned out 
CHRYSLER CORP. .... 21,953 30,922 28,656 72,705 90,067 72,705 | ania as nai th o snae Studebaker-Packard hike its out-| the previous week. 
UN a nieesisvicssestasecs 3,175 4,233 3,994 9,801 12,125 9,801 Ohrveler Corp woslieve ae aie | put to 4,445. The previous week saw Despite the slight recession, how- 
MN. ve cscvskactuesebuns neve 2,928 3,329 3,007 8,305 9,412 8,305) ot Plymouth, the automotive the corporation turn out 4,044 cars. }ever, truck output was running 
ENE ascansessescosvveses. saves 5,350 7,943 5,995 15,677 23,172 15,677 body division and Chrysler divi- A breakdown of S-P operations |ahead of both the same week a 
Plymouth ...................... 10,500 15,417 15,660 38,922 45,358 38,922 | sion. shows Packard with 1,000 assem- | year ago and the to-date figures of 
FORD MOTOR ......... 37,800 43,911 37,133 106,360 126,175 106,360| Plymouth’s Detroit plant, where| Plies last week, compared with |a year ago. Truck manufacturers 
Continental ................ Oe haa 94 266 pedicles 266) 4,000 employes worked four-hour| 594 the previous week, and Stude- {have produced 68,132 units in the 
SES 30,800 34,778 30,880 86,177 102,977 86,177\turns on Monday and the entire| baker with 3,445 last week, com- | first 19 work days of. this year, 
Lincoln 1,400 743 1,288 3,589 1,979 3,589 | Plant was closed on Tuesday, was| pared with 3,450 a week earlier. |compared with 65,600 a year ago. 
, ay . . . | the most seriously affected by the} American Motors also boosted its|Truck output for the same week a 
rown EEE, ventesavrniiihpacted 5,500 8,390 4,871 16,328 21,219 16,328 | parts shortages. As a result, Plym- output schedules last week turning | year ago was 22,367 units. 
ich.) | GENERAL MOTORS .. 79,954 79,706 77,769 222,486 233,953 222,486 outh produced only 10,500 cars last | out 3,725 cars, compared with 2,393)" G04: aie 
Mas- | Buick ........ 16,695 15,546 16,875 47,712 44,136 47,712| week, compared with 15,660 units/the previous week. Nash upped its|_ -9nacian car-truc output totaled 
logy f Cadillac 2.0... 3,360 3,215 3,382 9452 10,295 9,452| “he Previous week. output to 2,575 units last week, as a aoe te a WOO, eae bived 
~ oad a ca : , f me + * #8 compared with 1,570 the previous | cle more than was produced a wee 
be Chevrolet ae pipes 36,399 104,312 a 104312! DopcE was unaffected by the| week, and Hudson jumped from | earlier. 
a Oldsmobile . 12,029 11,953 12,014 34,161 34,509 34,161 WI a uto-Lite strike last week, but = a ia ea Nene S 
8 Pontiac 9,970 11,593 9,099 26,849 34,691 26,849 | will work only a four-day schedule 
SS IR issisias sissnsss 4,445 4,080 4,044 12,159 11,646  12,159| this week due to the labor dispute. ~ convenient 
can- " x 99 9 aRx |Chrysler division was down both The B Hotel yor 
Packard 1,000 1,178 594 2,290 2,985 2,290 | : 
rank : k 3.445 902 ‘i | Thursday and Friday of last week e 
Studebaker 3445 2,902 3,450 9,869 8,661 — dae to Ge ehttiee, Deets wen the Dc 
ee a a a ra ahaa 3 aa./Only division not immediately af- g9u--\- 
Total Cars, U.S. ......147,877 161,139 149,995 423,125 467,556 423,125 | fected by the parts shortage. 
*Revised Chrysler division, despite its 
**Totals for 1955 include Kalser-Willys production. two-day shutdown, cana out Uy; H t A D 9 U A R T E te Ss F oO Rg 
3,175 cars last week, compared Uf National Automobile Dealers _ 
1ern COMMERCIAL CARS | with 3,994 the previous week; UY Ass’n. Convention ; 
ters (U.S. PRODUCTION ONLY) Dates, Wering h ® rennete Jan, 30 to Feb. 1 
; : schedule since Jan. 16, assembled 
l by Week Week Janu- dan. 1 Jan, 1 i . ab 
: Ended Same — Ended ary, To To | 5,350, as compared with 5,995 dur- 
iam Jan. 21, Week, Jan, 14, 1956, Jan, 22, Jan. 21,| ing the week ended Jan. 14, and 
or, ; 1956 1955* 1956* To Date 1955* 1956 | DeSoto built 2,928 cars last week, 
the | CHEVROLET ................ 8,900 yee 8,504 23,562 17,992 23,562) compared with 3,007 a week 
ker, | DIAMOND T .................. 100 99 96 279 204 279| earlier. 
‘m’s | DIVCO 100 60 100 280 180 280| DeSoto claimed a record in car 
ow- | DODGE ............... 1s 1m lee les a eee ee ee & vee 
and my a €3 é a bit under the record in actual , 
ing a 7,000 7,919 fee 19,511 23,311 19,511 production. Shipments were 129,- At the Capitol Plaza—a hotel of unusual 
iza- GMC sateen 1,800 1,411 1,327 4,760 3,941 4,760 | 824, which was 83 percent above charm located opposite the Union Station 
1re@SINTERNATIONAL .... 3,290 2,210 3,071 9,051 6,529 9,051| the 70,949 cars shipped in 1954, and : : a 
; Plaza. Noted for its genuine hospitality 
for? MACK ........... 410 208 415 1,110 589 —_1,110| 1,259 more than were shipped in . 1. 
nal | REO oa po .- ‘on - a> | 1953, when the former high of 128,- comfortable accommodations, and for its 
<el- ——€ ; * a : 202 | 565 was established. unusual food. Parking Lots and near by 
.ce | STUDEBAKER. .......... ‘ 294 333 318 899 1,147 899 : fiat s}egs ~~" 
| Figures relenesd ef the beginning Garage facilities. Radio in every room 
ll, WHITE 375 227 370 «1,040 748  1,040\of the year by Chrysler Corp. 7 spe : / , = 
Se ne ae P Air-conditioned guest rooms available = 
has WILLYS =e is 1,626 1,769 2,945 4,758 2,945, showed that DeSoto built 129,767 9g ; => 
on- ye r 16 - . . as i 5 der its 
MISCELLANEOUS 90 87 8 250 31: 959| cars during 1955, or 195 under it SS 
ons, > . . ” alltime record of 129,962 cars in 300 modern rooms from $3 S= 
: SS — 
aa Total Trucks, U.S. ... 23,993 22,367 24,873 68,132 65,600 68,132, 1998. S 
———— ——— —- _ ~-— —— —_— GM, despite a layoff of more than ¥ 
Total Cars, Trucks, 4,000 assembly-line workers at six FT, ; 
las U.S. 171,870 183,506 174,868 491,257 533,156 491,257, Buick - Oldsmobile - Pontiac plants ; 
ned ~— a mn - a ~ since the beginning of the year, 
on, Total Cars, Trucks, jumped car output to 79,954 units WASHINGTON, D.C. 
og Sane - : SS eS ae —— pomdiperee: ool oe mm E. J. HARRIS, Managing Director 
= Grand Total, yes as 3 HENRY J. LEMANSKI, General Manager 
ers Cars and Trucks, b | UICK was the only maker on! — : —= = 
U -S. and Canada 178,905 — 190,076 181,902 510,363 553,834 510,363 | the B-O-P lines to schedule an | 
an- *Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel output reduction- dropping to 16,- sz g 5 reese 23 5 
Drive, Sterling, ete. 695 units from the 16,875 cars as- a a2 ae 33 22 
si sembled during the week ended BEs8. £23 3 8 5 & 
ind Jan. 14. Oldsmobile hiked output | ae" s 3 gz§ : oH 
20 Plants Hit Across U. S.... to 12,029 units last week from the 3g3ee Zeozregia 
in 12,014 a week earlier, and Pontiac $2223 :2$O2uZze 
increased its assembly operations £8262 Zo es E5% 
Breakdown of Layoffs. |s2cnssiccar | Sen $231784 
y 9,099 units the previous week. GE teat god 
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Minneapolis Draws 138,108 . 





493,143 Set Record 
At Chicago’s Show 


(Continued from Page 4) 


cluded, it was reported, three 
Continentals, seven Cadillacs— 
two of which were Fleetwoods— 
and scores of lower-priced 
models. 


Phil Silvers topped the entertain- | 


ment attractions for the first two 


days of the event, with Patti Page| 
taking over for the remainder of | 


the run. 


Several “firsts” were reported 
this year in Chicago. Among them 
were total attendance of 493,143; 
largest single day—76,000 on Sun- 
day, Jan. 8, and largest Saturday, 
61,400, Jan. 14. 


# * * 


STATEMENT was 
porting that the Chicago show 
was a “selling show.” Exhibitors 


generally agreed with this, with the | 


only complaints being reported 
from “a few fellows who had to be 
on their feet 10 to 12 hours a day.” 


Another point emphasized was 
that there has been no serious 
accident at the Chicago show 
since it began. A representative 
of the Chicago Automotive Trade 
Assn. credited this to the orderly 
crowds. With close to half-mil- 
lion attending each year, this is 
considered to be an exceptional 
achievement. 


Ford, at Chicago, offered some- 
thing new by showing the develop- 
ment of an automobile from draw- 
ing board to the finished clay 
model. Each night artisans added 
more clay to the wooden frame 
they were molding, completing it 
on the closing night of the show. 
In the way of trucks there was said 
to be “just about everything that 


issued re-| 


| could be expected, including a polka 
dot truck by Dodge.” 


Two other shows which closed 
last week reported new attendance 
records. In Houston the final count 
was estimated to be in the neigh- 
| borhood of 175,000, but Eddie Dyer 
ticket chairman, said it would take 
another week to, put together offi- 
|cial figures on ticket sales. It was 
said that 40,000 attended during the 
|closing weekend. The 1955 exhibi- 
tion attracted 133,000. 


* * * 


AN FRANCISCO'S show, which 

ran concurrent with the Chi- 
|cago, Columbus (O.), Houston and 
Washington events, also reported 
attendance records, but final fig- 
ures were not available. 


The San Francisco Motor Car 
Dealers Assn. reported that “the 
show not only broke attendance 
marks for the last 10 years, but 
also set new one-day records. 
Weather conditions were unfa- 
vorable during most of the show.” 
Betty Hutton was the featured 
entertainment attraction. 


At Columbus, the first auto show 
in 18 years drew a total of 58,000. 


Other shows 
| timore—which started last Satur- 
| day (Jan. 21) include Pittsburgh, 
Des Moines and Cleveland. Wed- 
nesday (Jan. 25), the San Diego 
event opens and next Saturday 
(Jan. 28) displays open in Roches- 
ter, N. Y., and Rock Island, Il. 

Plans are set for the Milwaukee 
Auto Show to be held Feb. 11-18. 
Edward C. Wehe, general chair- 
man, said admissions will be $1 on 














‘lby W. 


|for the Commercial Museum, 





12, and from 5 p.m. to 11 p.m. Mon- 
|day through Friday; fifty eents 
from 1 p.m. to 5 p.m. Monday 
through Friday, and children will 
| be admitted at all times for fifty 
| cents. 

A new car will be given away 
each day and the drawing for the 
car will be made after the 9 p.m. 
show each night. 

* * * 


I AST Friday and Saturday (Jan. 
4 20-21) an auto show was held 
lin the Beaty School Auditorium in 
Warren, Pa. Also, in Greensboro 
and Raleigh, N. C., organizations 
have been granted a charter to 
| stage auto shows. Both were formed 
C. Wooten and Henry C. 
Zenke, Greensboro, and W. B. Pit- 
man, Charlotte, N. C. 

From Philadelphia there have 
been reports of a “battle of the 
automobile shows.” There hasn’t 
been such an event in Philadel- 
phia since 1949. 





According to reports, Interna- 
tional Autorama Corp., headed by 
A. Ward Shanen, described as an 
automobile enthusiast, has depos- 
ited $4,900 as rental down payment 
Nov. 


| 10-17. 


Trade Assn. is reported to have 
|reserved the same space for Jan. 
20-27, 1957. The PATA sponsored | 


in addition to Bal-| 


both Saturdays and _Sunday, Feb. and Turin. 





Also, the Philadelphia Automobile 


the 1949 show. 

Efforts have been ‘reported to 
“pet the two conflicting groups 
together, but these efforts have 
fallen on deaf ears.” According 
to Daniel B. Michie jr., secretary- 
treasurer of habooan and board 
chairman of the Junior Chamber 
of Commerce, “the door is still 
open” insofar as he is concerned. 
Michie said his group has not 
signed up any exhibitors as yet. 
The Autorama plans to exhibit 

U. S. and foreign cars as well as 
antique and experimental 
It will be patterned, it was said, 
after motor shows in London, Paris 








LEADING USED-CAR AUCTIONS 


IN THE NATION 


ponpuasy Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns—_ 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
“"Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





New Jersey's 


Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 








EAST NORTH CENTRAL 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, | 
Mi 


ich, 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





EAST NORTH CENTRAL , 


EAST SOUTH CENTRAL 








MONTPELIER AUTO AUCTION CO. JOHNSON AUTO AUCTIONS | 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here | 


| —Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


| Phone E 1254 
| 324 West Main Street, Fort Wayne, 
We Guarantee Checks 
| Dealers Only 





Phone E 5209 
Indiana | 


| 
| 
| 
! 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





~ MOUNTAIN STATES ~—~— 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels Johnny Wood and Dean Davis 


4492 | All cars paid for by our own check through 


the First National Bank of Englewood. 


Crossroads 


. where they meet . 


buyers and sellers . . . new and 


used car dealers. They meet at 


the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 


models. | 
|cld, 15 percent. 


|ized as to nature and amount; 
| principal amount financed; finance 





|ment contract must be 


| NEW 












They Came, They Saw— 


Interested spectators view the Chevrolet 
which closed last week. 


as to landlubbers with many Navy men mingling with the civilian visitors. 


exhibit at the San Francisco Auto Show, 
The lure of automobiles proved to be as strong to seafarers 


Above, a 


first-class petty officer can be seen discussing the exhibit with a friend. 


Kentucky Bill Proposes 


Limit on Finance Rates 


FRANKFORT, Ky. A bill to 
limit financing charges on new and 
used cars has been introduced 
the Kentucky Legislature. 


It would also tighten used-car 
sales practices 


The bill would limit to 7 percent | 
a year the finance charges on new 
or latest-model used cars. On cars 
one to two years old, the limit} 
would be 9 percent a year; on cars 
three to six years old, 12 percent, 
and on cars more than six years| 





The bill provides that all sales 
contracts must state the cash price, 
including any taxes and accesso- 
ries; the downpayment, with cash 
stated separately from allowed 
value of tradein; the unpaid cash- 
price balance, and insurance pre- 
miums, with the terms and cover- 
age concisely set forth. 

In addition, the contract must 
state costs which the seller agrees 
to pay on behalf of the buyer, item- 
the 


| charges in excess of the cash price; 
the time balance, and any collateral 
| security required by the seller. 
The bill provides that the install- 
signed by 
both buyer and seller, with an ex- 
act copy given to the buyer before 
| the car is deliv ered; that payments 


- - Classified 


FOR RATES, ETC., 


be provided for in “substantially 
equal” periods and amounts, and 
that contracts must contain full 
names and addresses of all parties, 
the date signed and description of 
| the vehicle being sold. 


Franchises Shift 
In a ‘Triple-Play’ 
At Louisville 


LOUISVILLE.—In a triple shift, 
Standard Auto Co. (Oldsmobile- 
Cadillac) has become an exclusive 


Cadillac dealer; Hannah Motors 
Co. (Dodge-Plymouth) has become 
an Oldsmobile dealer, and O’Daniel 
Motors, Inc. (Studebaker), has ac- 
quired an exclusive Dodge car- 
truck franchise. 


Carl F. O'Daniel, 
O’Daniel Motors, said that the Stu- 
debaker franchise will be kept and 
operated by O’Daniel Studebaker 
at 960 S. Third St., while the Dodge 
dealership will be located at 217 
Guthrie St. 

O’Daniel said that Len Cambron 
will be general manager of the 
Studebaker deal. 

Wood Hannah, president of Han- 
nah Mctors, was quoted as saying 
that the agreement “was one of 
the biggest transactions in the 
history of the area.’ 


Want Ads - - 


SEE NEXT PAGEm 





HELP WANTED 


HELP WANTED 





CAR SALES manager wanted by 
well established Continental, Lincoln- 
Mercury dealership in suburban Phila- 
delphia area—serving the same commu- 
nity for over twenty-four years. Must 
have proven ability and be capable of 
training and promoting a sales force for 
reasonable volume operation. In reply, | 
please state age, experience and give} 
references. Good compensation for right| 
man, Box 5723, c/o Automotive News, | 
Detroit 26. 





| 
SERVICE | 


MANAGER | 


Going, Detroit, Mercury dealer desires | 
man ‘tapable of taking complete charge | 
of service department—no bump shop. | 

Must know how to handle customers. High | 

salary and percentage to right man. State | 
full experience in letter to Box 5693, 7) 
Automotive News, Detroit 26. 





SALES MANAGER FOR Ford dealership | 
in Illinois town of 100,000—doing a pres- | 
ent volume of 1,800 new units per year. 
We want a man who has proven ability 
in our field and, who can train salesmen | 
as well as direct them. Expansion plan 
will provide future as a dealer in your 
own right if you desire. Salary and bonus 
plan—$12,000-$18,000. Send full particu- 
lars, references and photograph. Box 
5695, c/o Automotive News, Detroit *%. | 


SALES MANAGER for only Chrysler- 
Plymouth dealer in one of Texas’ largest 
cities. Must have proven experience as 
an aggressive manager who can hire, 
train, and supervise a sales organization. 
Give full information. Box 5708, c/o Au- 
tomotive News, Detroit 26. | 





OUTSTANDING OPPORTUNITY for proven 
new and used car salesmen with the 
South’s largest Chevrolet dealer, located 
in New Orleans, La. Industrial expan- 
sion booming, economic conditions, low 
rent and ideal year ’round climate make 
this area outstanding for productive 
salesmen who are looking for an oppor- 
tunity to advance. Desirable demonstra- 
tion plan, group insurance and high com- 
mission pay. Apply immediately — only 
five men needed. Send picture, productive 
record and general background history 
including age and family. You will like 
it in New Orleans. Write to H. A. Terry, 
Dumas Chevrolet Co., 4047 So. Carroll- 
ton Ave., New Orleans, La. 


AUTO PARTS SALES MANAGER, spark 
plug or similar experience preferred. New 
patented item. Excellent opportunity, new 
growing firm. Box 5707, c/o Automotive 
News, Detroit 26. 


NEW LINES WANTED 


TRUCK AND AUTOMOTIVE products dis- 
tribution firm, well financed and in 
postion to serve, in particular, truck 
fleet operators in Pacific Northwest, de- 
sires additional lines of truck and 
automotive products. Please write ‘‘Presi- 
dent,’’ P.O. Box 9524, Portland 10, 
Oregon. 











COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 


you send your replies direct to Classified 


Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
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Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 





SALES MANAGER OR assistant for 500- and address at at TL aa hi 
1000 car Chevrolet or Chevrolet dual 


dealership with opportunity of eventually Box Number ads are forwarded 


ness. Ten years experience in sales (las 
four years in managerial capacity). Box 
5709, ¢/o Automotive News, Detroit 26. 


AU TOMOBILE SALESMAN, 32, married, 
BBA degree, 9 years’ experience. Top 
producer. Desires change from present) 0. 
new car sales position. Seeking permanent 
position with opportunity for advance- DEAL ERSHIPS AV AILABLE 



































eo TC tt ee Mt Le he kL te 
(22c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, | Lakeview, Mich. Phone 175 
Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
Add One Dollar ($1) per insertion for use of a box number. Replies to : ae sealbeiae 
Te he ett ee) ey ae ee ee ee od Oo CE SHOP EQUIPMENT WANTED 


DEALERSHIP WANTED 


nent. Wants to make use of exceptional | ————— a . 
executive ability. Will represent car, FOR SALE -DEALERSHIP handling Chrys- EXPERIENCED DEALER WITH factory | 






































truck or trailer manufacturer. Box 5710,| ler-Plymouth in Victoria, Texas. Ideally| ®PProval——interested in Dodge or Chrys- 
c/o Automotive News, Detroit 26 located with excellent facilities. Victoria| er setup in south, west or southwest. 
———— —_——_— =o is the hub of the fast growing coastal| Must have market of several hundred 
EXPERIENCED MANUFACTURERS’ rep- industrial area between Houston and units for volume operation. Include de- 
resentative available. 20 years’ sales ex- Corpus Christi, Population 45,000. Popu- tails with photos. Positively not factory 
perience serving the automotive parts lation has tripled in past 15 years. No ad All replies confidential. Upon re- 
jobbers in Ohio. Desires connection with} oom, but steady rapid growth. Home of| Quest. Box 5653, c/o Automotive News, 
manufacturer on a direct or agent basis. Foster Air Force Tactical Command Base Detroit 26 
Excellent sales record and references. DuPont, Aluminum Company of America} WANTED—DEALERSHIP on east coast 
ow, Box 5711, c/o Automotive News, Detroit and Union Carbide and Carbon Company of Florida. Prefer ‘‘Big Three.’’ Must be 
rers 26. et _ | are now located and in process of ex- above New Smyrna. Information confi- 
— -~ mR. panding plants—-others are coming. Trade dential—realize must have factory ap- 
>, a SALES ¥ AN AGER , 39, factory experience. ; 
SALES Mal and retail dealer experience area is rich in agriculture, oi] and indus- proval. Box 5700, c/o Automotive News, 
with volume training. Presently employed trial development. This is your opportu- Detroit 26. 

— as general sales manager of Dodge-| ity to acquire one of the best dealer-| WaNUFACTURERS’ REPRESENTATIVE 
Pirmouth dealer Box 5712, c/o Automo- ships in south Texas. If interested, see| — ——— _— 
tive News, Detroit 26 , er call E. L. Maberry Motor Company, | 

. ** * | __ Victoria Texas 
DEALERSHIP H A N DLING Chevrolet. | 
TOUGH ENOUGH TO RETIRE | Truly a once-in-a-lifetime opportunity in REPRESENTATION 
prosperous midwestern manufacturing and 
BUT agricultural community. The only Chev- IN EUROPE 
rolet dealership in town—county seat. 
TOO TOUGH TO SELL OUT? 1955 sales over $1,000,000. Will sell size- 
lly 4 wit th able, modern building, large adjoining 
If that's the way matters stand with you, then paved used car lot, machinery, tools and 

nd listen! furnishings all at write-down figure. No| Offered By Well Known 

ull We're two hard-hitting, aggressive guys (re-| used cars or accounts unless desired. ” 

es, lated) with a combined total of 12 years in Parts at cost. Requires factory approval. Automotive Man 

of the new and used car business. We haven't Owner retiring. Box 5689, c/o Automotive 

the cash to buy ourselves the 300-500 car deal News, Detroit 26. 
ae a... oe we ee ee ee ee 
and know-how in today's tough market to DEALERSHIP HANDLING Ford — Net| Headquarters in western Germany. Travel | 
take over and operate your franchise for you profit $16,000 for 1955. Will sell for| ; 
. . . on either a buy-out or percentage plan | $20,000. No used cars or accounts receiv-| all Europe. Presently in U. S. Box 5720, 
basis! You go ahead and retire, loaf, do what able. No real estate. Terms for qualified J . 
! We'll make money for both you person, short of cash, on buy-out plan.| c/o Automotive News, Detroit 26. 
you please! e'll e y y Good I in NE low - th 
and ourselves! Buick and Chevrolet are the otis rae ue owa town. Reason for 
lines we know best, but we're wide open for east e/ oo = ieee Box 
most any proposition. Write Box 5726, c/o| 5687 c/o Automotive News, Detroit 26. | 
Automotive News, Detroit 26. DEALERSHIP HANDLING Ford, southern 
ED Maryland — 20 miles from Washington, | 
ft, D. C. Modern facilities. Adjacent to} 
SALES OR GENERAL manager with 21| Route 301, main road to Florida. Excel-| 

le- years’ heavy-duty truck selling, execu- lent potential. Dealer selling because of| INVENTORY SERVICE 

ve tive and administrative background. Em- ill health. Will sell complete or rent build- Parts and Accessories 
ployed. Desire opportunity western or B 5692 iv Jew 

rs os , ; an e ing. ox 5692, c/o Automotive News, oe CERTIFIED REPORTS € 

ne aes ooo eo 5724, c/o Automo- Detroit 26 @ Chiestoscenes ‘Miediosed 
ive News, Detroit 26. — - - 

iel AUTO SALES MANAGER—19 years’ ex.| DEALERSHIP HANDLING Dodge-Plym- . «= Overage oe 

c= perience in closing and appraisals, expert, OUth and Dodge trucks, along Ohio river| @ Ree " ney “_— d 

. g %g vol in large industrial expanding area. Will atyss © is an rocedures 

r- | pencil man. Capable manager on volume, Full ¢ ts. N k hel 

| spot delivery operation. Reliable, mature sell complete establishment or will sell| FU a ss > - pert time es 
| judgment. Married, 40 years old, Chicago = — a give reasonable Call or write for service details 

of area only. Armitage 6-9605 after 6 p.m., ease. Reason for selling, dealers health. Automotive Inventory Service Co. 
head ul Dealership established in 1933. Box 5688, : . e 
Chicago, Ill. ; 10040 Freeland Detroit 27, Mich. WE 3-6445 

u- oon i c/o Automotive News, Detroit 26. . 

j OFFICE MANAGER DESIRES change. | ——— — Western Dealers Attention 

id | Ten years’ experience. Florida resident. DEAL LERSHIP HANDL ING Chrysler-Plym- 429 S. Western Ave. Los Angeles 5, Calif. 

eF j Not interested in titles or executive posi- outh in central Florida town of 20,000. Du 9-5095 

re | tions but remuneration and permanency Established 23 years. Makes greater net! 

os in Florida only in return for ability, than larger dealers. Good lease on new} 

17 honesty and dependability. Box 5696, c/o oe in center of town. Check this. | “BUSINESS OPPORTUNITIES 
Automotive News, Detroit 26. 16,800 cash required. Box 5717, c/o Au-| wa - eiiciaiemactascih 

edheeimeaiaderctemeetaaieteeaennaeanenaaE einen - : catia 5 . . WANTED—PARTNER OR partners. Auto- 
7 tomotive News, D 26 ° 

yn GENERAL MANAGER OR sales manager, | — ee eee, ——— é mobile men preferred—some capital and 

1e with complete business management ex- DEALERSHIP IN CENTRAL Illinois han- knowledge of bookkeeping helpful, former 
perience in GM and Chrysler, desires dling Lincoln-Mercury. $15,000 buys parts, GM or Ford very helpful. I have the 
position with progressive, sound concern. equipment, etc. Wonderful potential, ex- location and have been in town since 

n- aut anny at —— = 5685, c/o cellent facilities, large brick building, 1935. Now on display—50 new model 
Automotive News, etroit i lease, low overhead. Buyer t automobiles. Floor plan up to $100,000 
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meet factory approval. Box 5718, c/o| oOkayed outlet for all retail paper. Also 
of i ‘DEALERSHIPS AVAILABLE __| Automotive News, Detroit 26. have over $10,000 of house paper all or 

{eS DEALERSHIP HANDLING Chrysler-| - ape = - about 80% collectable. Plus rental de- 
Plymouth in Bridgeton, New Jersey. w oral a me dealership han- partment with 25 new cars on plan— 

Minimum potential new—200 units. Grow- b ria ae e delivered oo = 700 have license for 50 cars or more if 
ing industrial, poultry, farming territory. ee - on aes o real one needed. Season wilil start on or about 
New building 60x130 with large adjoining pe som = three year lease. Inventories | January 15th, 1956. I am located on the 

| used car lot. Best location, corner paenseree nin ae Gea to purchase accounts fabulous east coast of Florida—just ten 
property. Sale or lease. Show room receiva - . % ot Requires factory miles from the now started $75,000,000 
40x60. Factory approval. Shop fully, ®PpProval. ox 5714, c/o Automotive International Industrial Exposition which 
equipped with 4 twin post Weaver lifts. _ News. Detroit 26. will run to over $300,000,000 by 1958. 
$30,000 cash for possession. I am 61 and DEALERSHIP HANDLING Ford in Teathe Every nation in the world will have a 
want to retire. Appointment or phone Ft. Worth. Texas area. Owner's health building of their own and this is going 
od - : pm. se Bridgeton 9-2932. forces sale. Terrific potential. Buy stock ath on oes ae aor 
souls Platania, Sr. and equipment only. Lease real estate. st De abe and willing to take active 
DEALERSHIP HANDLING Buick in Box 5713, c/o Automotive News, Detroit part in the business. Unless you are 
Georgia, established 10 years, same 26 a 4 go to work, do not answer 
; See alee , —_ - this ad. For full details write Box 5702, 

— pete es og units ge a DEALERSHIP HANDLING Ford and Lin- c/o Automotive News, Detroit 26. j 

en tial on seed new live — $25, > na coln-Mercury—-disposing of as many as A ONCE-IN-A-LIFETIME anaes 

he ore a ap ge ete. . odern _— d- 500 new units per year, New York State. | * th rd tc - Nb le t eae ee on 
ed ing available or lease with used car lot Modern building, fair rent. Will sell the a automo —. pURINOSS.. One of the Dest 
adjacent at $350 monthly. Good shop used car lots in Cheyenne, Wyo. A real 

n- adj “peek “ a “50 7 a I parts, equipment and furniture inventory. money ania ‘nm ttmele tie fas i] 

w operation, same emp oyes throughout Box 5716, c/o Automotive News, Detroit : aaa : — ae ees 

Ke from 5 to 10 years. Owner acquiring 26 Hudson and Rambler franchise. Pro- 

ve interests elsewhere. Must have factory — ——— - - —~ - . longed illness forces sale at this time. 

r- approval. Box 5715, c/o Automotive DEALERSHIP FOR SALE—Central Massa- Act now. Write or call Don Elliott, 1716 

a- News, Detroit 26 chusetts. 1S0 car franchise handling Ford. Thomes, Cheyenne, Wyo 

—— = ——— - - No blue sky. Purchase only assets. Buyer | =; : ee ; — = oie 

. AUTO DEALERSHIP—One of the Big must be able to qualify wit factory. AUTO DEALERSHIP- Top location. Ex- 

y 3. Located wealthy, northwest suburb Write to Box 5675. c/o Automotive News cellent franchise. Wonderful opportunity 

ve of Chicago. Modern building and used Detroit 26. : ; ’ =F good return with or without real es- 

ry car lot. Sales one million annually— — — Sa tate. Box 5721, c/o Automotive News, 

ce makes good profit every month. Ex- -_ ‘DEALERSHIP WANTED Detroit 26. 

Y> tremely low overhead. No used cars or WANTED BUICK, Chevrolet or Ford - ——_—__— —<—<—<$—$—<—_— 

i accounts receivable to buy. Sell at in- dealership, 200-500 units, west coast. CARS WANTED 
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-k $64,000 cash. Box 5725, c/o Automotive Box 5719, c/o Automotive News, Detroit body styles. Chrysler, DeSoto eight pas- 

Ww News, Detroit 26. 26. senger sedans only. Prices gladly quoted. 

w oe eee a HELP WANTE :D McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
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Auto manufacturer, one of ‘Big 3,’ has immediate openings for 
qualified men to headquarter in Los Angeles, Chicago, Atlanta, 
Detroit and other points. To qualify, candidates should be thor- 
oughly familiar with all phases of retail dealership office pro- 
cedure; capable of installing the accounting system; daily oper- 
ating control records and qualified to instruct office personnel in 
methods and routine. Company car and travel expenses provided. 
Opportunity for advancement is unlimited. Compensation plans 
are highly satisfactory. 


Replies, which will be held in strict confidence, should include 
experience, age, education, salary expected and a recent snap- 
shot. Write Box 5727, c/o Automotive News, Detroit 26. 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
| Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
| PHILADELPHIA 43, PA. 
SARATOGA 7-2300 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 259 Bruckner Blvd., Bronx, N. Y. Mott 








BUSES FOR SALE 


2 FITZJOHN BUSES 
A-1 CONDITION 


drive transmissions. Ready to roll. $995 each. 


BURLISON SALES & SERVICE 





WANTED COMPLETE spray booth and 
oven. Call or write Rosenstock Motors, 





Haven 9-1000. 


MISC ELLANEOU 1s 


STIMUL ATE YOUR USED | ear sales with 
CARS FOR SALE our inexpensive ‘‘Clever Classified’’ ads! 








CHEVROLETS, FORDS, PLYMOUTHS | 


Now available at Hertz Stations in the fol- | 
lowing cities: Philadelphia, Baltimore, Wash- 


Detroit, Flint, Chicago, Milwauke Cincin- 
nati, Louisville, St. Louis, ieenes, “City, Lin- | 
colin, Neb., Oklahoma City, Fort Worth, Dal- 


229 S. Hanson St. Philadelphia, Pa. | 
|. E. Spatig, Used Car Mgr. Sherwood 8-1500 














WHI T E, ‘DIAMOND > T, Federal parte DISCOURAGED? 





241 Mystic Ave. Medford, Mass.| AUTOMOTIVE NEWS WANT AD 





| Results guaranteed. Details free. Simon, 
48 Fifth, Pelham, N. Y. 


ROBINSON AUTO RENTAL | ’ 


nwo | The MEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meet 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


& 
FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 




















Deluxe and Standard— 
Many two-tones 


ngton, D. C., Pittsburgh, Akron, Cleveland, 





as, New Orleans, Aflanta. 


| 
ROBINSON AUTO RENTAL | 
DIVISION | 


PARTS FOR SAL E 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


















SPECIAL (F.0.B. Factory Net) 


$5235 FED. TAX 
INCLUDED 

WITH AUTOMATIC BRAKE 

AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW @ GUIDE 


"Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 


COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 


WE HAVE | 
1955 and older 
PACKARD PARTS 


W and S MOTORS, INC. | 


6400 Hudson Bivd., 
West New York, N. J. 








PARTS ‘WANTED | 





wanted below cost. Send lists and prices} 
wanted. Box 5722, c/o Automotive News, . s 
Detroit 26. Den't give up yet. A small ad in the 
—— ira Want Ad columns of Automotive News 


aceon neers can help you locate that hard-to-get 


WANTED 


>| 
FORD TRUCKS, TRACTORS AND DUMPS 





part—or that experienced service 
manager — or those used cars. 


F800 and F900 1953 or later 
Buy one or ity. | Send your message across the nation 


W. E. McCARTHY through an 


Mystic 6-3500 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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TRADE CONNECTION: 
| 
| 
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| 


Car Dealer [) Truck Dealer [] Manufacturer (] 

Jobber [) Insurance (] Financial [) Supplier [) 
Make of Car........ ene den see cheeses cnesae he Os on knee 
1-23-56 





ee-THE 1956 STYLE LEADER 
IN WHEEL KIT DESIGN 
AND INSTALLATION 


Yy HOUR INSTALLATION 


Factory pre-assembled kit... 
eliminates guesswork! 


NO PAINTING 


High-lustre chrome and gold finish 
harmonizes with all car colors. 


et reer a ee eee 


SMART STYLING 


Strikes high-fashion note 
on every make of car. 


STURDY, RATTLE-FREE 


Maximum durability! 
Trouble-free service! 


ne 
TS “sonal profits ceo 
addition nzer-westert 
\uxe n . 


€ 
; t 
gale sinulan 


‘qiasmobile, . ; ore 
-“ Lincoln \) a BO ad Ww 
wg Dodge: model * : . 80° TILT-BACK 
- Full accessibility to trunk is 
allowed by tilt-back carrier. 
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SHOWROOM DISCOUNT 


It's been proven there's Low Sales Resistance when customers 
actually see a Bonzer-Western Continental Kit on a showroom 
model. We're offering a $10 discount to every dealer who takes 
advantage of this opportunity to order a kit for demonstration 
purposes. Remember: this means plus business for you! Order 
now, from your nearest distributor, listed below! Special show- 
room discount offer limited to initial purchase, one kit per dealer. 
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Beverly Hills Ford Co. Motors, inc. Vogue Automotive, inc. H & M Auto Parts Co. jollywood Automotive Acc. Raufman Auto Sup. Co., Inc. The Best Auto Acc. Co. General Automotive Sup. Co. i A Alti i Vanguard Compan 
(Ford only) 351 Santa Monica Bivd 3033 S. Grand-Ave. 2115 So. Michigan Ave. 10650 Plymouth Rd. 1150 Bedford Ave. 11227 Superior Ave. 302-308 N. W. 6th S 5935 a. 6s 2500 commerce St. 1990 S. Akard Wholesalers, Inc. 
8850 pong et Los Angeles, Calif. Los Angeles, Calif. Chicago, tli. Detroit, Michigan Brooklyn 16, N. Y. Cleveland 6, Ohio Portiand, Ore. Pittsburgh, Pa. Houston 3, Texas Callas, Texas = eS 
; . attle, Wa: 
MASSACHUSETTS CALIFORNIA CANADA MASSACHUSETTS MISSOURI OHIO OHIO TENNESSEE PENNSYLVANIA TEXAS ASHINGTON, D. C. FLORIDA 
Hud Auto Sup Paramount Service ingsway Auto. Prod.. Ltd. Ellis, inc. ‘ogressive Automotive Co. | Auto Parts Exchange, inc. Van Sales Company Berlin's Auto Trim Sup. Co. |State Automotive Dist. wman Auto Sup., Inc. Dale Sales Compan: Victor Dist. Co. 
957 Commonweaith 533 Turk Street 6557 St. Lawrence Bivd. 7 Commonwealth Ave. 3021 Locust St. 1118 Race St. 274 E. Long Street 1610 W. End Ave. 2232 Christian St. 3211 Harrisborg 1€:7 “O” St., N. w. 317 N. E. First 
San Francisco, Calif. Montreal 14, Canada Boston, Mass. St. Louis, Mo. Cincinnati, Ohio Columbus, Ohio Nashvilte, Tenn. Philadelphia, Pa. Houston, Texas Washington, D. C. Miami, Fla. 


BONZER-WESTERN CORP. 3055 EAST 12th STREET CALIFORNIA 


CAUFORNIA CALIFORNIA CALIFORNIA ILLINOIS MICHIGAN NEW YORK OHIO OREGON PENNSYLVANIA ASHINGTON 
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